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Signal Engineering Advertizing 
Is Also Appearing in the 
Following Annual Publications 


“Electrical Trade Catalogue” 
“Electrical Engineering Catalogue” 
““Sweet’s Engineering Catalogue” 
“Sweet’s Architectural Catalogue”’ 
‘Thomas’ Register” 


“Telephony’s Directory of the 
Telephone Industry” 


“Mac Rae’s Blue Book and Hendrick’s 


Commercial Register” 
“Fire Prevention Year Book”’ 


3 pages 
3 pages 
4 pages 
5 pages 
1 page 


2 pages 


Cards and Edge 
1 page 


An Extensive Direct Mail Campaign Is Also Being 


Conducted to Build Sales for You 


This coupon attached to your letterhead 
will bring you a new price list and full 
Mail it today. 


information. 





Are You “Cashing In” 
On This 


Advertising Campaign? 





OU will find Signal Engineering 

electrical products easy and profit- 
able to sell. Not only are they better, 
but they are recognized as being better. 
Our wide-spread national advertising 
keeps their superior features always 
before the trade. 


Your Customers are writing in con- 
tinually about Signal Engineering 
products. Place us in a position where 
we can refer these inquiries to you. 


SIGNAL ENGINEERING 
PRODUCTS 


Single Stroke Bells 
Horns Special Tone Signals Whistles 


Vibrating Bells 


Relays for Every Purpose 
also 


Fire Alarm Systems Code Calling Systems 
Tank Alarm Systems 


Note Full Name and Address 


SIGNAL 


ENGINEERING & MFG. CO 
49 SEVENTH AVE., NEW YORK, N. Y. 












































CRESCENT ELECTRIC SUPPLY CO., DUBUQUE, IA. 


Thomas F. Kelley, Vice-President 


HIS company was organized April 15, 1919, as 
named above. The first force consisted of four 
people and there are now 51. The company is a G. E. 
distributor but independently owned and has elec- 
trical branches at Madison, Wis., and Davenport, Ia. 

In July, 1928, it purchased the Madison Hard- 
ware Co. and will operate this as a separate corpora- 
tion. In this way, it hopes to secure, in addition to 
the hardware business, the electrical business of the 
non-electrical outlets. The erection of a $65,000 
building in Madison, to house the two concerns, has 
been begun and completion is expected about the first 
of November. 

The officers of the company are as listed above. 
The company conducts a strictly wholesale business. 
It has had an increase in its total sales each year and 


Each of 


has in no year ever shown a monetary loss. 





L. H. Butt, Secretary 


Titus B. Schmid, President 


the houses are separate corporations and there is a 
holding company, called the General Crescent Corp., 
which owns all the stock of the various corporations. 


Looking Ahead To 1950 


As to the future, it is my personal opinion that the elec- 
trical distributors have no reason to fear that which is 
before them. The electrical industry is still in its infancy 
and as research discovers new uses and applications of 
electricity the adequately financed and efficiently operating 
distributor will no doubt be called upon to assist the manu- 
facturers more and more in the distribution of their prod- 
ucts. He will also, however, be forced to work smaller 


areas more intensely. 
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Your hold upon your customers 
depends upon how well the mer- 
chandise you sell holds out. And 
even the best of rubber insulated 
wire can only hold out as long as 
it holds at the joints. 








When you sell good wire, there- 
fore, sell the best of splicing ma- 
terials—Okonite, Manson and 
Dundee Tapes. 








Okonite Tape (the splicing 
compound) holds together in a 
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“Hold Everything!’’ 


The Okonite Company 
The Okonite-Callender Cable 
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homogeneous mass which never 
loses its insulating value. 


Manson and Dundee “A” and 
“B” (the friction tapes) hold the 
whole splice together and keep 
their hold despite time and the 
weather. 


Hold up this combination to 
your customers and you'll find 


yourself holding every trick in the 
deck. 























A ORONITE TAPE 7, 
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Polishing Sales Stories To Make 


Them. Convincing 


It Is Not Only What You Have To Say, But How 
You Say It Which Spells Success In Salesmanship 


By H. R. SIMPSON 


LL OF us in the selling game have a story to tell. 
A just how far we succeed in making it con- 
vincing is solely dependent upon our ability to 
present it in a clear, logical fashion. Personality, ap- 
pearance, and approach may or may not have a great deal 
to do with the amount of our salary check, but whether 
they do or they do not, your success and my success, after 
all, rests in having something to sell and being able to sell 
it. 

Most of us, especially when we travel the same terri- 
tory year in and year out, are inclined to become just a 
little “sloppy” in our methods. Perhaps careless, would 
be the better word, and unfortunately this same careless- 
ness is very likely to throw us into some pretty strenuous 
competition from the younger salesman, who, with a fresh 
outlook, is doing his best, not some of the time, but all of 
the time, to make good. 

Read for yourself the various pitfalls which I have out- 





lined and stack them up against the practices you are 
using at the present time. Perhaps among them you will 
find the solution to a handicap about which you are un- 
aware at the present time. 


HIS writer noted a decided improvement in his sell- 
ing talks after he learned the value of specific 
“This is a wonderful product!” “You can’t 
beat us for value!” I used glittering general statements 
until I learned how little they mean to the dealer, who 
has them thrown at him by every salesman Tom, Dick 


statements. 


and Harry who gets into his office. 

I don’t say, “The whole trade is taking it up,” but, in- 
stead, give the names of prominent dealers who are. I 
don’t say, “The best product offered,” but, “Eight new 
features make this the best on the market,” and I tell 
then what the eight new features are. 

I'll admit that generalizations, plus enthusiasm and 
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convincing personality, have made many sales, but I con- 
tend that specific facts plus the same sales-making ingre- 
dients, will double results. 

INE salesmen in ten talk too much. Dealers are 

like you and me—they’d rather talk than listen. Let 
the dealer talk more, and reduce your own talk. “Sell 
with fewer words,” ought to be a salesman’s slogan. If 
we had to pay for our sales talks at Western Union rates, 
we'd find it easy to cut them down, leaving that which 
genuinely was essential. And we would sell more, not 
less. 
A SOUTHERN has one, or three 

“thunderbolts” on each trip over his territory. A 
“thunderbolt” is the name he has applied to an excep- 
tional offer. Dealers now find themselves asking, ““What’s 
the thunderbolt this trip, Jim?” What I like about this 
The idea is excellent, but old. ““Thun- 
derbolt” is a peach of a name. 

OU a sales talk down some merchants’ 

throats, the way the magazine solicitor treats the 
housewife who comes to the door. Or you can, with deft- 
ness, win your opportunity to talk for a willing listener. 
Study your man. 


salesman two, 


is the name used. 


can cram 


“T want your frank opinion about a new product we 
are putting out,” a salesman asked an opinionated mer- 
chant. “‘Will you give it to me?” Frail man likes to offer 
And like a judge, 
and like many men, this one wanted to be fair. 

He listened with close attention to the salesman’s ex- 
planations, and decided to become a customer ! 


his weighty judgments; this one did. 


MIDDLE west wholesaling house teaches salesmen 
new sales talks with ingenious use of dictating 
machines. 

Memorizing the sales message, each salesman talks it 
into the machine. Then he “listens back”. Have his words 
the ring of sincerity? Do they sound like a parrot, or 
are they the spontaneous—seemingly—words of a man in- 
spired with enthusiastic conviction? How about enuncia- 
tion? Are key points brought out with sales-making 
emphasis? 

Cylinder and reproducer tell the story. The salesman 
becomes his own critic. 

Improvement, I am told, is very rapid. 

I know was born in the 
He knew his mongrel English 


NE of the best salesmen 
South 
wasnt the right thing, and he employed a school-teacher 
to tutor him evenings. He Americanized his name. He 


of Greece. 


can now meet anyone, and sell anyone. 

Realize what a handicap poor grammar, faulty pro- 
nunciation, are in selling. Good English is the best, most 
Messy speech disgusts 
from sales effi- 
Learn to be proud of the precise quality 


effective way of saying a thing. 
an occasional customer, and it detracts 
ciency with all. 
of your sales language. 
hed IS a fact that, dealing with a salesman whom they 
respect, a good many merchants will permit themselves 
to be bored. Bored merchants are poor buyers. Learn to 
distinguish between polite, feigned interest and attention, 
and the genuine kind. Adapt your sales talk to the indi- 
vidual. Become so acutely sensitive to the prospect's 
true state of mind that you know at all times the degree 
of his interest. Make the prospect participate, by asking 
him, every few moments, a question. The interruption 


(Turn to Page 108 ) 


will rest yon both. 





The “Yes”? Man 


In the antithesis of the 
“Yes” Man we have an in- 
dividual! Here is the liv- 
ing example of a man able 
to stand on his own two 
feet, tell the “boss” just 
where he’s wrong, and 
“where is the nearest lunch 
counter?” 


One of the fallacies of so 
called modern business is 
that there is no room for a 
“ves” man in an organiza- 
tion, but aren’t we all? 


Consider the salesman, as 
the professor might say. 
Just exactly how far would 
he get without a certain 
amount of “yes’s” in his 
system. Does he go to the 
sales manager and say “I 
won’t sell that patented di- 
aper opener. You're all wet, 
and the field and_ the 
babies are now completely covered.” He does not. 
He may still think the safety pin which rammed him 
in his cradle days continues to be pretty practical, 
but his only comment is, “That’s a great idea. I'll 
cover every nursery in the city.” 


Consider, if you please, the poor copy-writer. Here 
is a fellow who knows just what the Digit Manufac- 
turing Company should use in its advertising space 
to get results. Does he write it? Not if he wants to 
hold the account for his agency. He fidgets around, 
assists in increasing dividends in the cigarette indus- 
try and finally submits a layout full of pretty pictures 
which brings a “Swell” from Mr. Digit. And when 
Mr. Digit gets to the point where he says “Swell,” 
God’s in His heaven and all’s peace with the world. 





There is as nice a distinction between a “yes man” 
and the clerk drooling at the mouth as there is be- 
tween silk and rayon, but there is a distinction and the 
chap who does not recognize it is the same individual 
who ’phones his wife that “the position is filled and 
put off the milkman until a week from Saturday.” 











A Rookie’s 


By WILLIAM E. COYLE 
Jobber’s Salesman for Carnahan & Dalzell, New York 


N A WARM humid New York summer morning 

my career as a salesman began, but I did not 

notice the heat or the oppressive humidity. My 
thoughts were far from the weather or my personal 
comfort. I was dreaming wonderful dreams of my com- 
paratively short business experience which I considered 
at that time highly successful. Still more wonderful 
were my dreams of the future, for I had reached that 
point where I thought anything was possible. I was at 
last out on my own. I would stand or fall on what I 
did or did not do. The heights of a long cherished am- 
bition had been reached. I was a jobber’s salesman. 
How unreal it all seemed. Only yesterday I was a mere 
clerk slaving away behind a counter, laying out orders. 
marking lamp cases for shipment, weighing and packing 
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The Vertical Pronoun Guy 


“We've all met him— 


“The Vertical Pronoun 

Guy.” Rolling from his 

tongue like molten brass hy (. : 
from a ladle the letter, fol- yy 





lowed by an endless proces- 
sion of its brothers, straight- 
ens out, stands erect, then 
leaps from his tongue to our 
ears in a constant bombard- 
ment of “I’s.” 


“J did this and I did 
that” and once in a while 
a “me” wraps the side of 
our head, but most of the 
time it is a very important 
“J” bent on a very important 
mission—to impress us all 
with the grandeur of this 
“little” guy in a big or lit- 
tle suit who is so well 
trained in the use of the 
expression that his lips can 
now lie dormant as_ his 
throat ejects the term. 


“The Vertical Pronoun Guy.” We meet him on 
every hand and usually, if you will note, it is past ac- 
complishments which are recited in an effort to fortify 
a precarious present position. 


Like sandbags thrown before a trench he surrounds 
himself with “I’s” to strengthen his conversation and 
his argument. “You” might be harder to say, but it 
is infinitely more pleasant to the eardrums. It’s the 
chap who takes the “I’s” in the other fellow’s system, 
breaks them up and converts them into “you’s” that 
seems to get just a little farther up the well known 
but rather mythical ladder. 


An “I” isn’t worth much standing alone. The most 
that can be said for it, is that it has graceful archi- 
tectural lines. As a matter of fact, the only time it 
seems to be of value is when used as collateral, and 
even there it has to be coupled with a “U” and an 
“O” between them in order to get anywhere. 











Experience 


Flying to the First Customer and Land- 
ing In A Nose Dive the First Day Out 


package after package, writing up express receipts and 
doing various other insignificant routine tasks that any 
dumb-bell could do, but that was all passed now—from 
now on I would be a figure in the world of business. 
Through my personality, my salesmanship and my ability 
to tell others of the wonderful services my firm was 
capable of rendering, I would win the favor and inci- 
dentally the orders of the men on whom I called. The 
world sure was good to me. 

Such were my thoughts as I stepped out to make my 
first calls on the trade. Little did I realize how wild they 
were until after those first calls were made. 

I had been assigned three definite places to call that 
morning. Bravely I stepped into the establishment of the 
first. It was a hardware store right in our neighborhood. 


The proprietor did the buying. I asked for him and was 
told he was in but I would have to wait a few minutes 
as he was busy with a customer. As I waited I reviewed 
briefly in my mind the past history of my potential cus- 
tomer’s connection with my firm. He had bought appli- 
ances and a small amount of wiring Aevices and special- 
ties from us in the past. I knew, however, that he bought 
quite a lot from a competitor of ours. This would be 
easy. I would simply stress the fact that by our location 
so close by we were particularly fitted to give him ab- 
solutely the best in service and delivery and that the 
quality and prices of our goods were beyond compare. 
I saw my man, identified myself and told him my little 
story. No, he didn’t need anything. He realized that 
all I said was true, he told me, but it was mid-summer, 
business was very slow. I should call around again later 
and he would see what he could do then. This was all 
very disappointing. I stepped into the street again a 
‘ittle less briskly and for the first time since starting on 
‘ny adventure I realized it was a little warm. 

Well, I had not landed an order but after all that was 
only one call. I had two more prospects and I was sure 
to land something with them. Two out of three would 
not be so bad. A fellow cannot expect too much the 
first day. And so I journeyed to my next call. This was 
the establishment of a contractor who had favored us 
with very few of his valued orders. He also was located 
nearby and I saw no reason at all why I should not use 
the same line with him as I had used with my first 
prospect. 
needing anything at all from our large stock so I felt 
quite sure of an order of some kind. 
with most of the men in the place; they being in the 


I could not possibly conceive a contractor not 
I was acquainted 


habit of picking up small lots of material from us over 
the counter, so I spent the first few minutes saying 
“Hello” to old friends. I finally got to the boss and told 
him my little story but alas! he heartlessly told me al- 
most the same things, word for word, that I had heard 
from my hardware friend. 

Well, I walked out in a daze. 
The prespiration rolled down my face. This would never 
do. Two calls made, out an hour and a half and no busi- 
ness done yet. The world had somehow lost its rosy hue 
and I was slowly but surely coming back to earth. One 
more call to make before I had to report to my chief. 
One more chance to obtain at least one order. Would I 
succeed or would I return a complete failure? Waste 
a whole morning and perhaps be sent back to my clerk- 
ship and insignificance. 

I vowed then and there that if I ever tried, if any 
salesman ever tried I would try now. 
be made on quite a large contractor. The buying was 
done largely by a woman. I was already acquainted with 
her and respected her highly, as everyone who knew her 
did, for her unquestionable business ability. It had been 
my opportunity in the past to do her a few favors in 
promptly delivering orders for material that she needed 
in a hurry. 


The heat was terrible. 


My call was to 


This I thought she might remember and in 
appreciation try a little harder to find something she 
might need from us. I approached her and told her 
my story in my most convincing manner. I tried as I 
had vowed I would try, but I must have tried too hard. 
No order was forthcoming. 

When I finally realized this I left the place and slow- 
lv started to walk to the of- (Tura to Page 108 ) 
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How WE 
Our RANGE 


Weare Building Up a Profitable Ran: ] 
Business Through a Goodly Number 
of Small Dealers 















By J. D. TODD 


Vice-President and Secretary, 
Missouri Valley Electric Co., 
Kansas City, Mo. 


ranges, but not in volume. This year, however, In the larger towns, having sold the dealer or central 
we are selling the “Standard” line and through station, we secure his order for not less than three 
special and consistent efforts have increased our busi- sample ranges and arrange a time for a public demon- 
ness about 500%, which everyone will agree is a splen- 


} NOR several years we had been selling electric after you have shown him that he has a good market. 







did showing in such a profitable specialty. In selling 






ranges, we maintain our standard policy of selling 






through central stations and dealers. However, in case 






of a large installation, such as an apartment building, 






we do go direct to the owner but only after we find it 






impossible to handle the deal through the regular trade 






channels. In selling ranges for apartments the methods 






used will vary, but we believe the quickest and _ best 





one is to convince the owner that you have the 





particular range for his apartments. Sales for apart- 






ments help the volume, but the sales expense is high, 






the negotiation spreads over considerable time, and the 






price is usually the minimum. . So these sales are not 
the most profitable. 

We are building up a profitable range business 
through a goodly number of small dealers, each of whom 















may sell only a few ranges each year. These dealers 






are secured through the mail and by personal calls 






from our salesmen. It is not hard to sell the dealer 











Increased 
JUSINESS 


zg 
ot 
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stration in his store. The most suitable of the follow- 
ing advertising mediums are used: Hand bills; news- 
paper; printed invitations, and personal letters. 

The demonstration is conducted by the manufacturer's 
representative and sometimes the lady demonstrator from 
the factory is present. Lectures are given and cooking 
done in the afternoons, while the mornings are used to 
help the dealer line up prospects. Each visitor is asked 
to register and to write on the blank the kinds of ap- 
pliances used in the home. 
the cakes and other food cooked is given to the visitors 
and at the end of the last day all of the registration 
cards are carefully assorted and classified. These regis- 
tration cards form the basis of the dealer's prospect 
list. The manufacturer contributes the time and expenses 


To stimulate attendance, 








of their representatives and the dealer pays the cost of 
advertising and food. 

The rates for service to ranges in this territory vary 
from 2c to 6c per KW hour, therefore we do not meet 
with sales resistance on this score. In localities where 
the higher rate prevails other fuels are priced corre- 
spondingly high. Some dealers and central stations in 
towns where natural gas is supplied at 25c per thousand 
are beginning to believe there is a market for electric 
ranges based on their safety, convenience and improved 
cookery. As a matter of fact, the rates are not deter- 
mining the buyer’s decision, as they once did. At first, 
they seemed prohibitive, at least in some localities, but 
it has not been a difficult matter where the gas and 
electric rates are in any way comparable to show that 
after all the money spent in cooking this modern way 
is quite in line with prices on other modern commodities. 
When one considers the money wasted in extravagant pleas- 
ures, in which even the middle class indulges, the cost 
of this neat economical method of cooking is a negligible 
quantity. As far as first cost is concerned, most of our 
dealers sell on the deferred payment plan, arranging 
to have the paper handled locally. 

One of our apartment sales is of particular interest. 
C. G. (Charlie) Batement, of our company, knew the 
apartment owner and he spent much time in convincing 
his friend that we had the best range for certain of 
his apartments, yet the job was not done. Competition 
placed many obstacles in the way of the order, and Mr. 
Batemant had a pretty strenuous time of it convincing 
his friend that electric ranges were the stoves to in- 
stall, but eventualities proved that his selling was well 
done for the owner finally walked into our office and 
signed the order. 

Our entire organization thinks, talks and sells elec- 
tric ranges. Even the Scotch-Irish-Indian who sits at 
the wheel of our city delivery truck sells ’em. Yes, 
McPherson, for that is his name, sells em and tells ’em. 


A Corner of the Range Display Room of 
the Missouri Valley Electric Co. Here the 
Dealers May Bring Their Prospects to Show 
Them the Various Styles Available. 
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Get the Rabbit Meat 


There’s Plenty of Crow Meat Near the Rabbit Meat. 


Be 


Sure You Get Your Share of the Latter. 


N IRISHMAN and a Welshman went hunting, the 
A agreement being that the resultant game would be 
evenly divided. When the day was over the bag 
contained a rabbit and a crow. “All right” said the 
Welshman, “you take the crow and I'll take the rabbit.” 
“Well, then,” said the Welsh- 
The 


The Irishman protested. 
man, “I'll take the rabbit and you take the crow.” 


Irishman stooped over to pick up his share, then straight- 
ened up and said: “Say, why don’t you take the crow 


some of the time.” 
There is plenty of crow meat lying by the plump, 
juicy rabbits in the mighty sport of selling and if you 


PITTSBURGH GAGE & SUPPLY CO. SALES ANALY- 
SIS FOR MARCH, 1928 


are not keeping your wits about you, your share, like the 
Irishman’s is likely to consist solely of crow meat. 

In handling the thousands of different items which a 
wholesaler is called upon to sell, it is essential to main- 
tain a schedule which will at all times clearly indicate 
how much of your sales efforts are being devoted to bag- 
ging “crow meat,” and likewise how much is resulting 
in sales of material carrying attractive profit. 

Illustrated here, is the schedule maintained by the 
Pittsburgh Gage & Supply Co., a mill supply distributor. 
Shown also is a schedule of products carried and 
sold by the average electrical wholesaler. This Pitts- 





SALES 





Warehouse 








Shop Sales 
Less Credits 
Net Sales 





Class of Sale 
ISU PREIS 5 ioe bGansceenen see setee es 
2—PIPE (REGULAR) 
$—PIPE (Cut in igts. PS.) .......s002se0008 
4—FITTINGS 
5—VALVES 
a. ree Se aoe ee es 
7—IRON, STEEL & SHAFTING 
8—NAILS 
9—SPIKES 
10—BOLTS 
11—BELTING 
12—LUBRICATING GOODS 
1S AG ATS ss ios oso ciantnas Mooue tes see see 
14—PUMES & TIRATERS.... oi ccc ceeded 
1S Pe oo oe 55 55 Wa ion RONG Ue neoeSr 
16—BROOMS 
17—W ASTE 
18—W HEELBARROWS 
19—GRINDING WHEELS. « ......05.02s.060% 
20—EMERY CLOTH—SAND PAPER 
21—PACKING—(General) 
22—PACKING (Johns-Manville) 
23—FILES (Delta) 
24—FILES (Best of All) 
25—CHAIN HOISTS (Wright) 
26—CHAIN HOISTS (Y & T) 
27—PULLEYS (Transmission) 
28—REPAIRS TO GAGES 
29—MANILA ROPE 








31—PREPAID FRT. & EXPRESS.......... 
382—POSTAGE 
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burgh company is in a position to tell at a glance 


profitable stock is moving, whether or not too many direct 
shipments are being made, the situation on returned 
goods, and any sign of weakness in the sales of any key 


product listed. 


If a group of products falls behind its records of 


previous months, this fact stands out like a sore 


Steps can then be taken to bring their sales back to “par.” 


If, however, an item in this group indicates 
carries profit of no consequence, that fact also is 


revealed and the product is either dropped, or steps are 
This particular com- 
pany, however, does not drop a product without consult- 
This is important, for salesmen know 
the facts about the importance of a delinquent piece of 
equipment to a purchasing agent which fact must not be 


taken to increase its profitability. 


ing its salesmen. 


overlooked, profitability or no profitability. 


This method of keeping track of sales could certainly 
be followed with tangible results by the wholesalers in the 
The schedule as suggested is, of 
course, arbitrary and other items could be included if 


electrical industry. 


desired. 


how its 


thumb. 


that it 
readily 





If You Don’t Keep Your Wits About You, You'll Get The 


Irishman’s Share of the Game. 


HOW AN ELECTRICAL WHOLESALER CAN APPLY 
THE SAME METHODS OF ANALYSIS 





SALES 


Warehouse 





Profit 


To Sales 


Total 

Gross Sales 
Less Credits 
Total 

Net Sales 
Total 

Gross Profit 


oY 
% 





I—RADIO SETS AND PARTS............ 
INCANDESCENT LAMPS 
-WIRING DEVICES 
RUBBER COVERED WIRE.......... 
~CONDUIT 
RESIDENCE LIGHTING EQUIP...... BP acauraieh 
DRY BATTERIES (including Radio)...| 
-FAN MOTORS 
—ALL OTHER HEATING APPLIANCE 
CONDUIT FITTINGS 
-SAFETY SWITCHES 
~-COMMERCIAL LIGHTING EQUIP.... 
-WEATHERPROOF WIRE 
14—ELECTRIC RANGES 
15—CLOTHES WASHING MACHINES....|........ 
16—TRANSFORMERS, INSULATORS, etc..| 
i—POLE LINE HARDWARE............. 
I8—PR. MOTORS AND CONTROL EQUIP. 
-POLES 
20—FUSES 
21I—PANEL BOARDS, PR. & LTG.......... | 
22—ELECTRIC FLATIRONS 


2 
S—WeERGREWER ROME Y BEAMS 6 66sec cece cc cers seglepeewese 
1 
5 


~ 


zx 


‘s 
c— 


10 
11- 
12 


13 


2 





-VACUUM SWEEPERS................. 
-ELECTRIC IRONING MACHINES....! 
27—TAPE 
-FRACTIONAL H. P. MOTORS 
—LIGHTNING ARRESTERS 
-VENTILATING EQUIPMENT 
-MEASURING AND TESTING IN- 
STRUMENTS 


Erertre 


Peeecees BPeescves fovssers 


oe? Fateecies Minaeess.. Leaena de 


Peesesce-foeeeees Leoeunces 
Pe 2 Eee a tee Eee «| CCU ee we Be wes ug es Eee we a 


COCRCC Ce MeeKews FOO46 6a Thee cee Ss «> Oe eee 
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Dead Spots 


Imperfection Is Everywhere. Looking for Faultless 
Humans Is Like Searching for Winter Figs 


By DR. FRANK CRANE 


dialogue with himself: ‘Who is wise? He 


GS “aies POOR RICHARD, holding a little 
that learns from everyone. Who is power- 


ful? He that governs his passions. Who is 
rich? He that is con- 
tent. Who is_ that? 


sawing, odds and ends, shavings and sawdust 
fill the room. It is a place of preparation, but 
out of it will come, in the end, music. If you 
conceive of this world as finished, you are sur- 
prised and continually 
saddened by seeing im- 





Nobody.” So let’s give 
itup! We will be hap- 
pier if we do. Let's 
give up seeking perfect 
men. 

The _ philosopher- 
slave of the Roman 
age, Epictetus, wrote: 
“To look for the fig in 
winter is the madman’s 
act.” Looking for 
faultless humans is 
searching for winter 
figs. We are not in- 
tended to be perfect— 
yet. We are intended 
to grow. That is what 
you are here for. That 
is what all the others 
are here for. Imperfec- 
tion is everywhere: the 
dead point in the turn 
of the wheel; the blind 
spot in the human eye; 
“dead spots” on the 
surface of the earth 








perfections in those 


around you. It puts 
your attention upon 
the failures. If you 


think of it as a place of 
growth, you have your 
eyes alert to see the un- 
folding buds of char- 
acter and you tend to 
judge men on the far 
sounder basis of their 
development rather 
than upon their attain- 
ment alone. For the 
true touch-stone of 
worth in this world is 
growth, not achieve- 
ment, alone; traveling, 
not arriving, exclusive- 
ly. 

When a building is 
in process of erection, 
there is much confusion 
of saws and hammers 
and much scaffolding. 
One who would judge 








where radios refuse to 
function. And especial- 
ly in the characters of men, imperfections great 
and small. “Man partly is and wholly hopes to 
be.” Let it go at that. Cease the endless dis- 
appointments caused by seeking the winter figs 
of human perfections. 

As Professor Potter observes, this world is 
not a completed orchestra playing endless har- 
monies, It is a piano factory where pounding, 


the building while it is 
going up is a poor 
judge. When a tree is growing the apples are 
hard and bitter. A pessimist is one who tastes 
the growing fruit and says that all fruit is bad. 
To test the value of a thing, you need not only 
to know what it is but what it is going to be. 
To judge anything in this world that is alive 
without taking into account the factor of 
growth is to arrive at erroneous conclusions. 


Copyright, 1928, by Dr. Frank Crane 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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How Electrical Wholesalers 
Serve Their Trade 


To Demonstrate the Economic Strength of the Whole- 
saler in the Electrical Industry, It Is Only Necessary to 
Show the Tremendous Service He Renders His Trade 


By THEODORE N. BECKMAN, Ph. D. 


HILE the _ Fac- 
We: - to - Jobber- 
to-Dealer method 


of distribution has been 
pronounced in various 
quarters as the most prac- 
tical and economical means 
of bringing electrical goods 
to the consumer, some 
doubt has recently been 
raised on this score and 
the efficacy of the plan has 
been seriously questioned. 
This questioning has been 





chose to buy directly even 

| from a smaller number of 
manufacturers, practically 
all of his time would be 
spent in buying, leaving no 
time or very little for sell- 
ing and merchandising op- 
erations. 

Just imagine the life of 
an electrical dealer in the 
absence of the wholesaler 
and his services. Picture 
that dealer with hundreds 
of different catalogs from 
as many different factories 


sufficiently persistent to 
shake the electrical whole- 
saler from his compla- 
cency. 

The modern wholesaler, 
therefore, has adopted a 


different attitude. He is no 


A Simple Problem 
Three Men In This Boat Can Make Progress And Even- 


tually Reach The Buoy. Throw Out The ‘‘Middle Man.” 
How Much Headway Can The Other Two Make? Very 
Likely None At All, If The Combined Power Of The Two 
Men Were Just Sufficient To Overcome The Force Of Wind 
And Wave. The “Middle Man,’’ The Wholesaler, If You 
Please, Is The Fellow Who Actually Gets Them Through. 


located in all sections of 
the United States. You 
can see that dealer thumb- 
ing over numerous catalogs 
in search for the 
needed by his customers. 


items 





longer satisfied to sit with 

his arms folded and serve as a target for the blows of 
criticism, just and unjust, that come from without and 
sometimes from within the industry and even his own 
organization. He has found that no matter how logical 
and secure his position may be it is not altogether safe 
from assaults. ‘This accounts for his departure from 
his traditional reticence, and he is now more willing to 
take up the cudgel in his own behalf. He is now more 
willing to tell the truth about his economic position, just 
as it will be told here, and to submit his case for exam- 
ination on the basis of facts and logic and nothing but 
facts and logic. 

Serving Retailers in a Dozen Ways. To demonstrate 
the economic strength of the wholesaler in the electrical 
industry it is but necessary to show the various means 
by which he serves his retail dealers, for he truly serves 
them in no less than twelve different ways. These con- 
stitute a dozen reasons why the electrical dealer will 
usually find it advantageous to patronize the wholesaler. 
Just how the wholesaler renders these services and what 
these services are constitutes the substance of this article. 

Facilitates Buying. The electrical wholesaler assem- 
bles a representative stock of about 30,000 items from 
hundreds of different factories, all for the dealers’ con- 
venience. By buying from the wholesaler the dealer 
saves a great deal of time and trouble. If the dealer 


This in itself is a task for 
In fact, it is so difficult and so 
discouraging and uneconomical that the average dealer 
wants to buy from the wholesaler who carries a reservoir 
of merchandise to fill his needs. 

Simplifies Bookkeeping. It has already been shown 
that in the absence of the wholesaler, the retailer would 
have to purchase his goods from hundreds of sources 
instead of concentrating his purchases with a few houses. 
This would necessarily entail a tremendous amount of 
correspondence, postage and bookkeeping. Instead of 
having one account with a single wholesaler, or perhaps 
an account with each of two, three, or four wholesalers, 
the dealer would have to keep an account in his pur- 
chase ledger for each of perhaps a thousand different 
factories. The work involved in checking and balancing 
these accounts, auditing hundreds of statements, tracing 
numerous shipments on account of delays, and writing 
hundreds of checks each month is another good reason 
why retailers turn to the wholesaler instead of buying 
direct from the manufacturer. 

Makes Quicker Delivery. It is a general policy on the 
part of wholesalers to fill orders on the same day they 
are received. Ordinarily, the dealer has the goods on 
his shelves in two or three days after placing his order. 
This is made possible, first, by the close proximity of 
the wholesaler to his trade; second, by the fact that the 


more than one man. 


Copyright, 1928, By The Electrical Trade Publishing Co. 
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wholesaler usually has the goods in readiness, for he 
aims to maintain an ample supply of merchandise; and 
third, by the variety of delivery facilities which he has at 
his disposal. Being within easy shipping distance, de- 
livery can be made to out-of-town customers, by rail, elec- 
tric railway, or by truck. Some of these facilities, the 
truck for example, are not available for distant shipments 
as when goods are sent from the factory to the retail 
dealer. Experience has shown that on the whole a ship- 
ment from a factory would ordinarily consume at least 
two weeks, and usually much more than that. Of course, 
much depends upon the location of the factory with re- 
gard to the dealer, the dispatch with which orders are 
filled at the factory, and the transportation facilities 
available for use. 

Assures Faster Stock-Turn. Quicker delivery, coupled 
with the fact that the wholesaler carries a large and 
complete stock of goods in his warehouse, close at hand, 
enables the retailer to handle a wide variety of merchan- 
dise at a minimum investment. Buying in compliance 
with current needs, commonly known as “hand-to-mouth” 
buying, is so clearly advantageous that dealers who have 
tried it are not likely to change to the old way of pur- 
chasing less frequently but in larger amounts. This prac- 
tice of current buying is an economic stabilizer and pre- 
vents overstocking, thereby speeding up the stock 
turnover. 

Within certain limits, the more rapid the stock of a 
dealer turns or moves from his. shelves and the more 
often he has to replace it, the lower his costs of doing 
business, and hence the higher his net profit. A merchant 
who turns his stock rapidly has much less capital tied 
up in inventories. This means a real saving in interest 
and prevents him from being cramped for money with 
which to buy additional goods. A rapid stock-turn also 
enables a dealer to transact his business in smaller quar- 
ters and thus save in rent, heat and light. A smaller 
investment in merchandise inventory also means less in- 


surance. These and other savings that accrue from a 
rapid stock-turn are sufficiently important to justify care- 
ful attention. 

To effect a high rate of stock-turn, it is necessary to 
buy continuously, but in relatively small amounts. This 
would be impossible, if the dealer attempted to buy from 
the factories. In addition to the reasons already stated, 
there is another reason why direct buying from manu- 
facturers and high turnover are incompatible. Manufac- 
turers usually insist that retailers buy in certain quan- 
tities, which are often much larger than justified by 
current requirements even in the face of apparently better 
prices. A manufacturer’s representative recently ap- 
proached a dealer and offered him a certain item at 50 
cents a piece instead of 55 cents asked by the wholesaler, 
but he was required to place a minimum order for one 
gross, while the wholesaler’s price did not stipulate min- 
imum orders. A little figuring on the part of the dealer 
showed that a gross of that item would last him ten 
months. This would slow up the turnover on the item 
to such an extent as to eat up the difference in prices, 
and the offer was turned down. This retailer apparently 
realized the significance of a high rate of turnover. 

Prevents “Outs.” Not only does buying from a whole- 
saler speed up stock turnover, but at the same time pre- 
vents the dealer from saying, “I am sorry, but I am just 
out of it.” Being out of things when customers call for 
them is a source of considerable trouble. It loses good 
will which has probably been built up with considerable 
pain. The wholesaler is nearby, delivery can be ob- 
tained quickly, and his salesman watches to see that the 
dealer does not run out of items which are more or less 
in demand. 

Backs up Guarantees. If the wholesaler did not guar- 
antee the reliability of the thousands of items which the 
retail merchant handles, how would the dealer know 
whether the items are all that the manufacturer claims 
for them? True enough, most (Turn to Page 94) 














magazine, which is published there. 


day and Friday. 





-You’re Going to 


the Drake 


The National Electrical Wholesalers Association 
Meets at this Famous Hotel in Chicago 
the Week of November 12, 1928 


‘a : “HIS is the first meeting of the National Electrical Wholesalers Association, formerly the Electrical 
Supply Jobbers Association, to be held in Chicago in many years. Chicago, the “Great Central 
Market,’’ welcomes you, as do the electrical interests of the city, and THe Jopper’s SALESMAN, your 

As was announced in our last issue, the date of the meeting was changed to the week of November 12. 

This was to give an opportunity for the members of the N. E. W. A. to attend the annual dinner of THe 

Evecrric Association, which is to be given November 15. 

Following the custom of the past, the first two days, Monday and Tuesday, are to be devoted to executive 
and other committee meetings. The convention proper begins Wednesday morning and holds through Thurs- 
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The Adventures 





Dear Phil: ; 

KNOW you read Liberty every week, so you must 
| of seen those letters to Vox Pop where some woman 

says please don’t print any more of those war 
stories, as they harry my feelings something terrible 
and I’m sure you don’t want the feelings of several 
million women harried, anyhow, if you publish any more 
by Elliott Hot Springs about submarines being shot 
down in flames I will not read Liberty any more. 

Well, it will probably be the same way with this tale 
of mine. When I get through they won't be a dry eye 
in the electrical business. But instead of stopping the 
subscription the wives will likely send me a letter of 
thanks and then tell their old man to get in some other 
business quick, before the boss sends them after one 
of those blanked-up, blankety-bammed ‘“‘town lettings”. 

I've swore a dozen times never to go near one of ’em 
again, but every time a bad one comes up (and there 
ain't no good ones!) it’s just when the Old Man has me 
marked for Extra Duty and there’s another two weeks 
gone to blazes. 

Not that it’s hard or anything, oh, no! All you need 
is Andy Mellon as financial advisor and Charles Evans 
Hughes to comb out the legal tangles. Then if you can 
hire Lindbergh to fly you over the swamps to the town 
you're after and if you got the best posts in the world 
and the lowest price you will get the order. Then when 
the house finds out they made $80 on the deal the only 
way you will hold your job is if you’re the sales man- 
ager’s cousin or maybe you owe the firm so much they 
can't fire you. It’s a great life! 

This last deal I tackled was the daddy of them all. 
The town was Robindale, and to make it more interest- 
ing the whole affair was full of politics. It’s bad 
enough when the town is unanimous for light, but in 
this case the camp was split in two factions and boy, 
how they did tangle! 

It seems that Robindale had worried along for 50 


of Harp Luck 


AM 


And the Next Day it Rained 


By 
COIT A. (DUKE) SMITH 


years without no real lighting on the streets. Then one 
dark midnight one of their prominent citizens sailed 
into a pile of gravel at the head of Main street, going 
about 45 per. They found him and his Packard a 
straddle of ‘““Roast Beef Charlie’s’ barbecue stand. 
Naturally, when this big Note and Mortgage man 
came out of his slumber he raised such an unholy 
squawk about the poor lighting that the Public Con- 
science busted right out of its coffin to the tune of a 


special referendum. 
Here was where the split in 


(Turn to Page 98 ) 





“‘Here Comes the Dog, Some Kind of a Bulgarian Fish Hound 
With a Trap Like an Alligator.” 
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R. De Lano 


S YOU get to know R. De Lano, there appears as an 

A essing trait a certain respect for himself and 
the mission that he believes to be his. He is 
serious and earnest in what he does, but without going to 
the point that he is not a very human sort of a fellow. 
Unremittingly he extends the circle of his acquaintance 
with other people, for therein he seems to find a sincere 
and honest pleasure, and al- 
ways these associations carry 
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MEN YOU SHOULD KNOW 





Vice-President and General Manager 
Commercial Electrical Supply Co. 


million dollar plant in the Mojave Desert. As he ex- 
presses it, he there dealt with “desert rats” on the one 
hand, meaning the roughest and most turbulent element, 
and on the other had dealings with the highest type of 
chemical engineers and large organizers and builders. In 
this branch of work he added to his fund of knowledge 
of human nature and learned to be able to closely frater- 
nize with the desert rats and 
talk their language, but with- 





with them respect on the part 
of others. 

De Lano did not start in the 
shipping department and work 
up to his present commanding 
position, although he is plenty 
young enough to have done 
that, being, in fact, one of the 
youngest managing executives 
in an electrical wholesale house 
of major size in the country. 
He had had quite a variety of 
experiences before he even had 
thought of the electrical whole- 
sale business, and so it will be 
interesting to scan through 
them from the very beginning. 

Born September 29, 1890, 
in Buffalo, N. Y., this young 
man is a direct descendant of 
Mayflower stock. Shortly after 





A Man’s Creed 


MAN’S business life, 
pretty much like his social 
life, is depended upon the creed 
which he has adopted. Riley De 
Lano has held steadfast to the 
belief that a man’s greatest as- 
set in business lies in his group- 
ing around him, men who will 
work with him, not for him. 
The evidence of the success of 
this policy is well reflected in 
Mr. De Lano’s progress and the 
esteem in which he is held by 
every man in his organization. 


out being contaminated by this 
contact, so that the next day 
he could go to a meeting of en- 
gineers or executives and “be 
himself’. In other words, it 
is a theory of life with De Lano 
to be able to meet a man on 
his own plane, no matter what 
that plane may be, without 
feeling that he is either raising 
or lowering his own plane. 
Human contacts of this kind 
and all kinds, as pointed out 
before, are to him the staff of 
life. 

In 1920 he came to the point 
where he had to look forward 
to the balance of his life and 
what he was going to make out 
of it. So he said that he cast 
around for a_ business that 








his birth the family moved to 
Baldwinsville, N. Y., which is 
12 miles from Syracuse. In this place he received his 
early schooling and graduated from the high school in 
1908, which represented the end of his formal education. 
But this education was amplified afterwards by much 
reading, some correspondence school work, and by associa- 
tion with all kinds of people. 

From 1908 ‘to 1915 he went through the ordinary pre- 
liminaries which a high school boy generally goes through 
He worked 
for a while in a trucking and freight house belonging to 
the Beebe Syndicate of electric railways. While there 
he was bill clerk, bookkeeper, etc., and finally became 
auditor of all the ticket and freight business of thé sys- 
He moved about in this work from Syracuse to 
Buffalo, to Auburn, Oswego and other points. In fact, 
his territory was pretty much all of central New York 
state and electric railways at that time were prospering. 

In 1915 he left the Beebe Syndicate to take up work 
with the Solvay Process Co. of Syracuse, now part of the 
Allied Chemical and Dye Corp. A year later in 1916, he 
was sent to Salt Lake City by this company where they 
had constructed a large potash plant. 
the financial end of this undertaking. 


with trying to “‘bust’’ into the big league. 


tem. 


He had charge of 
‘jt’ 

I'wo years there, 
and he was moved on to Los Angeles by the same com- 
pany and had a part in the construction work of a five 


would offer the best security 
for investment of the only cap- 
ital he then possessed—ability and willingness—that he 
had accumulated up to that time with the greatest assur- 
ance that it would in the end pay dividends. He settled 
upon the electrical wholesaling business, principally on 
account of the diversity of its lines. While he felt that 
possibly it might not yield the largest returns, still he 
believed that it was bound to be stable, on account of this 
very diversity of products which the wholesaler handles. 


Back in his home town of Syracuse there was the Mo- 
hawk Electrical Supply Co., to whom he applied for a 
position in October, 1920, and he became auditor of this 
company. Six months later he was made secretary and 
treasurer. This was at the time that George N. Ellis was 
head of the Mohawk company. Three years after this, 
Mohawk was sold out to the Robertson-Cataract Electric 
Co. and the Syracuse house became a branch of Robert- 
son-Cataract. This gave De Lano an enlarged scope for 
his activities. He was made assistant treasurer of the 
company and in charge of pretty much everything outside 
of sales. He made good use of this opportunity, and in 
the position gained a sound knowledge of the general 
operation of an electrical wholesaling business. 


From then on his rise was quite rapid. In December, 
1925, he went with the Westinghouse Commercial Invest- 
ment Co. as a staff member and (Turn to Page 104 
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R. De Lano 


Vice-President and General Manager, Commercial Electrical Supply Co., St. Louis 
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Below: Miss Margaret Fillegi, 
feature dancer, believes that 
sunlight helps her dancing. 
ae She is shown here taking a sun 
en, bath, with the aid of a health- 
o-my-sun-light machine. It is 
a new beauty device which was 
said to have been shown for 
the first time at the ninth an- 
nual convention of the Ameri- 
can Cosmeticians Society which 
met last summer in Chicago. 
Sun-light machines are _ being 
introduced into modern beauty 
shops as part of the routine in 
beauty treatment.—Underwood. 


Above: No, it is not a balloon. It is the unique diabetes 
sanitarium built here by H. H. Timken, wealthy steel manu- 
facturer of Canton, O., to carry out the oxygen treatment of 
diabetes developed by Dr. O. J. Cunnig of the University of 
Kansas. Persons undergoing the treatment will live inside 
the balloon-like place for a certain period under an atmos- 
pheric pressure of 30 pounds per square inch—twice that of 
the pressure at sea level. Besides the tank there has been 
built a three-story building in which preliminary examina- 
tions of patients will be made. The two structures are con- 
nected by steel tubes which permit a gradual change in 
pressure. ‘The entire project for this modern diabetes treat- 
ment will cost Mr. Timken a million dollars——Underwood. 


at W 
mm Wf 
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Left: A new earth boring machine and pole 
setter is offered in a combination for line con- 
struction and maintenance work. Owing to the 
fact that it will traverse and operate in thick 
underbrush where it would be impossible for 
man to go on foot, no skids are required. It 
is said to operate in ditches, and on knolls and 
embankments. It reaches the site and digs the 
hole as well as sets the pole, in any kind of soil 
and all kinds of weather. In addition to dig- 
ging straight holes it will dig at any angle 
which is a time saver in digging anchor holes 
suitable for all types of anchors. It is made 
by the Highway Trailer Co., Edgerton, Wis. 
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In accordance with its policy of consistent improvement of its product, Stan- 
dard now announces scientific time and temperature control, available on 
many Standard Electric Ranges. ‘The control mechanism makes the cookin g 
scientific and accurate. This feature—added to Standard’s automatic cooker, 
makes the Standard assortment of electrical cooking devices the most extensive 
and accurate ever produced. ‘The whole thought at Standard is to make avail- 
able to the trade and to the public a complete line of electrical cooking devices 
of the highest quality—merchandised through legitimate electrical wholesale 
and retail channels on a basis of mutual profit and harmonious relations. In 
awarding Standard representation to wholesalers and dealers, it is the desire to 
establish such merchandising outlets in the expectation of satisfactory trade 
relationships over a period of years. ‘The ‘‘jobber’s’’ salesmen representing 
houses with a Standard connection can feel sure that their time and effort in 
producing Standard business in their territory will be rewarded—for this mer- 
chandise is of a type that builds a steadily increasing business with responsible 
and progressive dealers. 


information on time and temperature control, and discusses other 


The current Standard News (our monthly publication) gives fuller 
things of interest. Copy gladly sent, if you will simply request it. 


The Standard Electric Stove Company 7 Toledo, Ohio 
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He Knows His Fuses ! 


: When an Engineer or 
| Electrician pries into the 
.. inside of 


































Renewable Fuses and knows them prac- 
tically, idle gossip won't sway his better 
judgment. Their superb performance keeps 
Engi Bill Neahr is registering glee. He just chased a ' 
idler wis tried to tell him he was “all wet’ about TRICO him sold. . 
Fuses. That’s where the Wholesaler’s Salesman 
Bill says: “Since using TRICO Renewable Fuses our plant benefits. Business on TRICO fuses and 
has had no need for fire extinguishers when a fuse blows. ‘ . 
Another thing—we have had less than one-half as many renewal elements is his to have and to hold. 
blows as formerly.” (These fuses are afhxed to a screw ma- . . o.° ; 
chine and are constantly spattered with oil.) His quarrel with competition 1s at an end. 


TRICO Renewable Fuses have started NEW business for 
many Wholesalers’ Salesmen because they are different and 
have a genuine money saving and worry eliminating appeal 
to the user. Plus, of course, absolute protection. 








roee=ak. No, they are not interchangeable, but who questions that 
a when a reliable, substantial and steadily growing manufac- NON-RE- 
turer is back of the product, with Distributors in every FUSES 


section of the country and Canada. Fuses and Elements can 
be had anywhere on short notice. 


Any Wholesaler’s Salesman not fully acquainted with 
TRICO products may write us freely for information. Do 
it today! 


for the salesman, whether of a 
TRICO Distributor or not, who 
can give us a story of facts similar 
to that of Mr. Will Neahr’s. The 


money will be paid on any story 
vant een. accepted by us and which will appear in any of our advertising, either 


NEWABLE magazine or broadside. 
FUSES 
































TRICO 


TRICO FUSE MFG. CO., --- Milwaukee, Wis. PULLERS 








BETTER QUALITY — MORE SALES — SATISFACTORY PROFIT 
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Effective 
Flood Lighting 
Produced by 


Sterling 
FLOOD-O-LITES 


THE picture tells the story. Here 
again #terling Exterior FLOOD-O- 
LITES No. 5240 focus their radiant 
beams majestically in the illumination 
of the Broadway M. E. Church in 
Indianapolis. 

THIS masterpiece of Flood Lighting 
is typical of the gratifying results 
obtained whenever and_ wherever 
Sterling Exterior FLOOD-O-LITES 
are used, and furnishes to Electrical 
Contractors convincing assurance of 
their quality, service, reliability, and 
satisfaction. 

Complete Catalog of Sterling Equip- 
ment Will Be Mailed on Request. 


ies 





sy wean Se 


Reflector & Illuminating Co. 


Manufacturers and Engineers 
1411 Jackson Boulevard CHICAGO, U.S. A. 


REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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Below: Gertrude Noble, per- 
former at the Pacific South- 
west exposition, at Long 
Beach, Cal., tried to powder 
her nose with the aid of a 
giant Army searchlight, but 
the instrument had _ been 
doctored to produce bizarre 
illumination, and it showed 
Gertie’s features in reverse, 
and decidedly out of line. 
If you really want to see 
how Gertie looked, turn this 
picture upside down. 

Herbert. 


Above: Leopards have ailments just as do 
humans, and this  three-month-old cub, 
“Spitfire” is being ““X-Rayed” to discover 
the cause of his sudden illness. Dr. C. J. 
Keeton of the Martyn Laboratories pro- 
nounced him to be suffering with sacrolliac, 
or an acute inflammation of the sciatic 
nerve, caused by injuries received at his 
home, the Luna Park Zoo. The photo- 4 ~ 
graph shows “Spitfire” giving Dr. C. J. fs 
Keeton (left) a “dirty look” as the x 
doctor tries to get the cub to hold y 
still. At the right are the nurse, ‘ 
Thelma Talley and Olga 

Celeste, the famous animal 
trainer.—Underwood. fe 


Left: This is a portrait of Al W akefield 
winning thirty dollars. The idea is this:—Al 
sits in the boat and lets the wind blow the 
boat somewhere, and when it does Al collects 
the thirty. While the wind is blowing the boat 
somewhere Al sits in it and thinks up new 
ways to help jobbers’ salesmen sell more “Red 
Spot” hangers during the coming lighting sea- 
son, and while the jobbers’ salesmen are busy 
selling “Red Spots” during the coming lighting 
season, Al sits in a swivel chair in his office 
and thinks up new places where he can sit in 
a boat during the coming boating season and 
win thirty more dollars. The thing is as 
simple as perpetual motion and has resulted 
in Al being general manager of The F. W. 
Wakefield Brass Co., Vermilion, Ohio, during 
the lighting season and champion star boat 
skipper of the Great Lakes during the boating 
season. 
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Below:—A perspective of 
San Diego’s new triple air- 
port, named _ Lindbergh 
Field, which was formally 
dedicated on August 16. 
Tremendous strides are be- 
ing made in aviation and 
hand-in-hand with that prog- 
ress there has been a de- 
mand for products of other 
industries. Aviation is one 
outstanding industry which 
draws on practically every 
other one for products and 
supplies. In it, for in- 
stance, rests innumerable 
prospects and orders for all 
kinds of electrical supplies. 
—Herbert Photo. 








Above: Mlle. Paris, a noted electrical 
engineer of France, is the first woman en- 
gineer to open an engineering school exclu- 
sively for women. Her electro-mechanic 
institute in Paris is said to be one of the 
most complete ones in the world. Her 
graduates will have the same opportunity 
of obtaining high positions as were hitherto 
reserved for male engineers.—Underwood 
Photo. 


Airplane rides plus induction 
heat treatment before the flights 
as a cure for deafness, is said to be 
meeting with much success, accord- 
ing to Dr. W. A. Chaikin of Los 
Angeles. The induction heat treat- 
ment is given at the airport a few 
minutes before flying and tends to 
relieve congestion and makes for 
better blood circulation. A number 
of positive cures of persons handi- 
capped by years of deafness have 
been reported. Dr. Chaikin is 
shown treating several patient’s 
before their flight—Underwood 
Photo. 
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Prize Winners in August Contest 


Twenty-five Dollar Prizes Will Be Given by THE JOBBER’S 
SALESMAN to the Men Listed Below—The Result of the August 




























“Summer Sales Prize Contest ” 
























PRODUCTS OF WINNER COMPANY 
American Flyer Mfg. Co. G. E. Conrad H. C. Roberts Elec. Sup. Co., Wilmington, Del. 
Appleton Elec. Co... O. F. Helvie Otto Reiman, Inc., Chicago. 
Arrow Elec. Co. ; Herman Kull __. Philip Cass & Co., Philadelphia. 
Beardsley & Wolcott Mfg. Co. Philip Schaeffer __...West Phil. Elec. Sup. Co., Philadelphia. 
Benjamin Elec. Mfg. Co. H. F. Siemsen __ Republie Elec. Co., Davenport, Ia. 
Bryant Elec. Co. _- : V. L. McElmurry _.Commercial Elec. Sup. Co., Detroit. 
Buffalo Forge Co... Edw. L. Pritchard __.ReQua Elec. Sup. Co., Rochester. 
Burgess Battery Co. Howard T. Ross _. Commercial Elec. Sup. Co., Detroit. 
Bussmann Mfg. Co. ests Howard T. Ross __..Commercial Elec. Sup. Co., Detroit. 
Chicago-Jefferson Fuse & Elec. Mfg. Co. Raoul DeQuette _L. A. Woolley, Inc., Buffalo. 
Clements Mfg. Co... H. F. Siemsen Republic Elec. Co., Davenport, Ia. 
Colt’s Patent Fire Arms Mfg. Co. Wm. H. Green Commercial Elec’l Sup. Co., St. Louis 
Cutler-Hammer Mfg. Co... G. F. Brackett___ P. & A. Elec. Sup. Co., Mansfield, O. 
Day-Fan Elec. Co.___...-...-..-- Geo. M. Harding, Jr. Franklin Elec. Co., Philadelphia. 
Rastern Tube & Tool Co... W. W. Eagles_- Philip Cass & Co., Philadelphia. 
Economy Fuse & Mfg. Co.. ; V. L. McElmurry _______. Commercial Elec. Sup. Co., Detroit. 
Erie Malleable Iron Co.______- W. M. Kline Iron City Elec. Co., Pittsburgh. 
Fansteel Products Co.__-__-______-- Edw. H. Weigle Iron City Elec. Co., Pittsburgh. 
Fitzgerald Mfg. Co.___-_-------_--- -_Howard T. Ross _...Commercial Elec. Sup. Co., Detroit. 
Hamilton-Beach Mfg. Co... Edw. H. Bernhardt Steiner Elec. Co., Chicago. 
Fl a Se ieiecdsteinAiarcetcteesiptelncas -Herman Kull _...Philip Cass & Co., Philadelphia. 
Hemingray Glass Co... Sid P. Brown _Interstate Elec. Co., Shreveport, La. 
Ei lesa cacdecanaeanereinenes _G. W. Sorenson Capital Elec. Co., Salt Lake City. 
Harvey Hubbell, Inc.___---____. Fred M. Wolf Varney Elec’l Sup. Co., Indianapolis. 
Indiana Rubber & Ins. Wire Co. O. G. Thorp... ; Listenwalter & Gough, Los Angeles 
et Gk es _J. F. Shevlin West Phila. Elec. Sup. Co., Philadelphia. 
Metropolitan Device Corp.__-_-__---- W. W. Eagles______- __..Philip Cass & Co., Philadelphia. 
National Carbon Co.___-__.-.___---- ; _.W. E. Moran __..Manhattan Elec. Sup. Co., New York. 

™ The Ginette Ga. oo A. R. Summers eet Crescent Elec. Co., Detroit. 

ts Pass & Seymour, Inc.______------ meee | ee _....Otto Reiman, Inc., Chicago. 

Raytheon Mfg. Co... old __..W. D. Morton, Jr. ....._ Interstate Elec. Co., Birmingham. 

os Reynolds Spring Co._.._...- O. F. Helvie__.................Otto Reiman, Inc., Chicago. 

a Robbins & Myers, Inc._...........-....-.........A. R. Summers___...............Creseent Elec. Co., Detroit. 

to H. B. Sherman Mfg. Co. _...Roy C. Dear______._._.........W. T. McCullough Elec. Co., Pittsburgh. 

“a Signal Eng. & Mfg. Co. 2.1260 Sam Sudak___ ___............Frankelite Co., Cleveland. 

li- Squeaw8e QaGsis Si... EL ER ee ___.......Canfield Supply Co., Kingston, N. Y. 

rd Steel City Elec. Co... _.R. Every_......._._.Canfield Supply Co., Kingston, N. Y. 

L's Sylvania Products Co.._......... eps Nate. A Pa ncstcwii oe Barrett Elec’] Supply Co., St. Louis. 

ws Triangle Conduit Co. ___ Philip Schaeffer... West Phila. Elec. Sup. Co., Philadelphia. 
Tries Fat Be. Co. eee oe Se Barrett Elec’] Supply Co., St. Louis. 
Trumbull Elec. Mfg. Co.__-.__---..------------- in he Southern New England Elec. Co., Hartford. 
Tubular Woven Fabric Co._____-----------.----- Edgar R. Howe_._...-.-------- Wetmore-Savage Elec. Sup. Co., Providence. 
United Elec’] Mfg. Co. OS enn Otto Reiman, Inc., Chicago. 








Wadsworth Elec. Mfg. Co.___.._-----...-------- Bernhard L. Nelson_..--...-. Hyland Elec’l Sup. Co., Chicago. 
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Editorial! 





‘Henry W-You ng Editonial Director 


Electrical Trade Publishing 


Beginning with November, 1928, the Electrical Trade Publishing 

. publisher of THE JOBBER’S SALESMAN, will take 
over THE ELECTRAGIST and publish it thereafter under the 
name of ELECTRICAL CONTRACTING. Under the new 
management, the publication will be enlarged and improved edito- 
rially in keeping with its wider scope, which will be to embrace and 
adequately serve the whole electrical contracting industry. In 
addition, it will continue to be, as before, the official organ of 
The Association of Electragists, International. 


T IS felt that every electrical wholesaler 
and every salesman whose daily work 
brings them in such intimate contact with 

the electrical contractor will be highly grati- 
fied over the above announcement. It is also 
expected that they will see instantly the op- 
portunity which is now presented for real, 
constructive work in bringing about a still 
greater co-operative relationship between the 
wholesaler and his customer, the contractor, 
by having these two publications The Job- 
ber’s Salesman and Electrical Contracting 
under one roof and management. 


The electrical contractor is in the position 
of needing a great deal of help and encour- 
agement. He is the kingpin, you might say, 
of the electrical industry, the focal point of 
its activities. Realizing this, we must all try 
to help him to put his business on a more 




















satisfactory and remunerative basis. Electri- 
cal Contracting will at all times endeavor to 
be a leader and a constructive force in this 
work. We feel, therefore, that every whole- 
saler will join hands with us in the promotion 
of the magazine to make it a most important 
factor in the electrical contracting field. 
Whatever will help the contractor will help 
the wholesaler. 


With the October issue, “The Electra- 
gist’ completed its 27th year of publication 
as the official organ of the Association of 
Electragists, International — formerly the 
Electrical Contractors Association of the 
United States. Its successor, Electrical Con- 
tracting will, therefore, have a background of 
great value. With its last issue, “The Elec- 
tragist” had a circulation of nearly 9,000 
copies a month. This we propose to extend 
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| Comment 



































W.J.M§S ‘Laughlin, Managing Editor 


Co. Buys “The Electragist” 


To electrical wholesalers and their salesmen this announcement 


should be of unusual interest for two reasons. 


An educational 


medium will be placed in the hands of all contractors that will raise 
their standards of ethics and business efficiency. And it will also be 
an objective of ELECTRICAL CONTRACTING consistently 
and persistently to plant and cultivate in the minds of the contrac’ 
tors a true appreciation of the electrical wholesaler and the service 
he is in a position to render to them. 


at once to 15,000 copies, so that practically 
every worth while electrical contractor will 
receive it. Then, as said, the publication will 
be enlarged and changed considerably from 
an editorial standpoint. It will be made as 
practical as possible. Information will be 
presented very largely in pictorial form. 
Much news of the field will be included as 
well as information on pricing, construction, 
and accounting and business methods. Every- 
thing will be made readable and interesting. 


Conditions in the electrical contracting 
business are changing rapidly. New prob- 
lems face it. Some of these problems have to 
do with the relations of the contractor with 
the wholesaler, others with his relations with 
the electric light and power companies, etc. 
Furthermore, he has a big fight on his hands 
for the consumer’s dollar, and the “big boys” 
in all the other industries are mussing him up 





considerably in the scramble. In all these 
things, Electrical Contracting proposes to 
help him, and to stand up fearlessly and mili- 
tantly in his interests. 


We should like to feel, then, that all 
wholesalers will have common cause with us 
in this work. Whatever form their co-oper- 

.ation may take, it will not be one-sided. 
Since the wholesaler is necessary to the con- 
tractor and the contractor to the wholesaler, 
it naturally will be one of the principles of 
Electrical Contracting to cultivate a friendly 

co-operation between the two branches of 
the industry. This will take form in articles 
and editorial utterances which will tend to 
sell the contractor and more on the function 
of the wholesaler, just as in the past, in THE 
JOBBER’S SALESMAN it has been sought 
to impress upon the wholesaler the necessity 
for him to promote the interests of his con- 
tractor friend. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numer- 


als Indicate Number of Wholesalers Reporting in the Respective Territories. 








COMMODITY 





i 








WESTERN STATES* 





EASTERN STATES* CENTRAL STATES* 

MARKET | PRICES || MARKET ; PRICES || MARKET | PRICES 

Aug. 15 to General Aug. 15 to General Aug. 15 to General 
Sept. 15 Trend Sept. 15 Trend Sept. 15 Trend 
























































































































































Transformers, insulators, distribution equip- | | | | | | | | | 

Mth. ca scaseenkeunsnsemmenenniecnenial 1j 2] 2| oj] 3] 1 3; 9/ 4] O| 11] 5 7| a| o| | 

Poles and pole-line hardware .............-. 0 4 1 | 0 4 0 3 | 12 2 0 11 0 4| 2 | 4 | 0 | 7 1 
Switchboards and accessories..............- 0 6 1 0 3 2 2 | 7 | 8 0/ 10| 0 0 | 3 | 3 0 4 3 
Motors and control apparatus.............. 3 38 1 1 | 6 0 2 12 4 1 : 2 0 | 4 | 0 | 0 3 1 
Safety switches. ......ccccscccsesssvcconens 4| | if 1| é| 0 12| nf of o| 15 0 o| Zl o| a | 2 
WEFT GOVICES 5 655s ci ciie secs cee eiccssunves | 4 1 | 7 4 1 11 10 1 0 17 0 6 [2 2| 0 0 | 7 0 
Conduit and fittings.................eeeeeee 5 | 2 | 1 1 6 0 14 8 2 0 17 2 3| 7 of 0 5 0 
RODE! 5 sin w cine ois ais os ope eos oo leew niomiee ails 4 4 1 0 5 2 12 13 0 0 17 | 0 a| «| a] : 6 0 
Bee AS ATS A RNG ob 5 eos 's so sisneeu ens eee | 1 1 5 1 11 12 1 | 1 12 4 4| | hs 3 ts 2 
Ne NE Seer ee 1 6| 1| 1| | 1 otal sf 1} wt 1 7| a| : o| I 1 
OS ES Oat IO) oes Se " | 1| 1| | 1 o| 16] 1| ofl s o| | | 6| ‘dl 2 
Industrial reflectors ..........ccesscccccces 2 5 2 0 5 1 5 16 2 0 15 1 0 6 0 | 0 4 0 
Commercial lighting units.................. 1 5 3 0 6 1 6 14 2 0 16 0 0 | 4 | 3 | 0 5 1 
Residential lighting units................... 2 1 4 0 5 0 6 8 6 0 12 2 3 4 # 0 6 2 
Street lighting equipment.................. 0 2 8 0 4 0 0 1 15 0 11 0 2 | 5 | 0 : 0 | 5 1 
RENEE MANOS 5 6565055565 ses ess. ees 3 | 5 1 0 5 2 3 14 6| 0 17 0 0 | 5 | 3 | 0 | + 3 
Motor-driven appliances..................0- 0 5 2| O| & 1 3 10 6 0 13 | 1 0 | 5 | 2] 0 | 7 0 
PRR. .s seesnaiaveesheu cae ouciess ace eee | | 7 | 1| 6 0 of | af ohud 0 sf . sf o| ef 2 
REND: one dusxcsiokee eivines ves <cabeo emma | “f 1| al s| 2 9 a] at 110 0 3| at ty ‘| 6| 0 
Flashlights and batteries. ..... <0. 0000006 s6 0% 3 4 2 1 4 | 2 6 | 15 2 0 10 7 3 6 0 0 8 0 
Telephone equipment ..............ccse000- 0 3 2 | 0 3 | 1 0 4 § 0 | 6 0 0 3 | 2 0 5 0 
Storage batteries ..........cccccscccseccces 3 2 | 2 0 4. | 1 0 | A | 7 | 0 5 2 0 | 9 4 0 6 0 





ALL 22 LINES COMBINED 


EASTERN STATES 





CENTRAL STATES 











WESTERN STATES 






































__|_ Good Fair Poor Good | Fair | Poor || Good Fair Poor 
Aug. 15—Sept. 15, 1928 .............-----_ 82% | 48% | 20% 28% | 50% | 22% 28% | 54% | 18% 
July 15—Aug. 15, 1928 ..... Vox onli 27% | 40% | 33% 20% 54% | 26% 25% | 56% | 19% 
Aug. 15—Sept. 15, 1927 .............0.0-. 20% | 47% | 33% 26% | 61% | 13% 28% 51% | 21% 





*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama. 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8. Dakota, Nebraska, Kansas 


Oklahoma and Tevxas; 


Central States include all between. 
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BETTER BUTTER 
from Ventilated Creameries 


Good Ventilation is an 
important factor in many 


similar industries. 











No one needs to be told now-a-days that 
working conditions affect the quality of 
manufactured products. We all know it. 
And that is going to make it easier for you 
to sell Buffalo Breezo Exhaust Fans to 
Creameries, all types of food product estab- 
lishments, as well as every type of plant 
where heat, odors, moisture or fumes affect 
the quality of the air. 





In plants of this sort, the air should be 
changed every 3 to 5 minutes. Multiply the 
three dimensions of the room together, di- 
vide by 4 to get the volume of air to be dis- 
placed per minute. It is then easy to recom- 
mend adequate Buffalo Breezo Equipment. 





Show your contractor dealer friends how 
a easy it is to sell industrial plants as well 7 
as larger auditoriums and recreation rooms 
on adequate ventilation. When they see u a oO or e om an 
bs that proper ventilation has a dollars and 
cents meaning to the buyer, they will 
realize that 


- & ah. f 201 Mortimer St. Buffalo, N. Y. 
there’s profit in 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


















“ BUFFALO BREEZO” 
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P RACTICAL SucGESTIONS FOR 


INDOW IRIMMI 


A Department of Timely and Workable Ideas 
for Wholesalers’ Salesmen to Pass on to Their 
Dealers, With Questions and Answers. 


Materials Required 


Three boxes, 30 by 12 by 12 
ins. in dimensions. 
One box 36 by 12 by 12 ins. 


Three boxes 12 by 12 by 18 
ins. 


Twelve rolls of crepe paper. 
One show card. 


Merchandise Required 


Eight heaters, different sizes. 


Two modern style floor lamps 
or torcheres. 





HE modern trend in decor- 

ation has found its way into 
the display window and very 
striking it is there. Being so 
distinctive, there is difficulty in 
finding merchandise not modern 
in design which appears to ad- 
vantage in such a setting. In the 
arrangement illustrated above 
the simple lines and colors of 
electric heaters fit in perfectly. 
Oblong boxes are used in place 
of pedestals. They are even bet- 
ter than regulation window fix- 
tures for they give the architec- 
tural effect on which much of the 
modern design is based. For 
color, crepe paper is just the 
thing because it comes in strong 
vivid colors and also it takes 
on geometrical forms as draping 
material could scarcely be ex- 
pected to do. It is used for 
covering the boxes. Some strips 
are spread out in rectangular 
patches on the floor and others 
are pleated in to form half cir- 
cles. The colors are indicated 
by the letters: A orange, B light 
yellow, C maple or oak leaf pat- 
tern, D dark green. The one 
card is enough to tell the story 
of the display to the public. It 
is 6 by 18 ins, and on it may be 
lettered some appropriate sign 
such as “*EBLECTRIC 
HEATERS.” 

















Conducted By PAUL SUTTON 
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Lighti 
T IS with a two-fold aim that 
] the dealer in electrical merchan- 
dise provides for thorough light- 
ing in his show window. The pri- 
mary reason is to attract attention to 
his own display but in addition to 
this, he can, in many instances, in- 
stall window lighting fixtures for 
other merchants and by the example 
he sets, develop that branch of his 
business. 

The purpose of reflectors set in a 
row along the top of the glass is 
general illumination of the window. 
They should be kept on throughout the 
day to dispel reflections from the 
front glass which invariably result 
when there is no such lighting. Due 
to constant use and vibrations caused 
by passing traffic, the bulbs tend to 
wear out rather quickly; they should 
be inspected every morning and re- 
placed where necessary. Either the 
clear or the frosted bulb may be used. 

Spotlighting is of valuable addition- 


al aid for concentrating light on a 
single article or group. There are 





the Show Window 


several different ways of placing the 
spotlight: it may be fastened at the 
top of the window in line with the 
reflectors, set in a high corner or if 
strong light from below is desirable, 
placed upon the floor and concealed 
by a show card, a piece of merchan- 
dise, or velours. 

* For: colored lighting effects in the 
windows, the colored bulbs are not 
entirely successful because experi- 
ment has shown that they lessen the 
intensity of the light. Much better 
and more effective are the screens of 
gelatined paper which come in many 
colors with wire frames to fit over 
the reflectors. These should be used 
with care because the appearance of 
some merchandise is altered by col- 
ored light. 

1. A dealer customer of mine in Neb- 
raska wants to know why small appli- 
ances are shown on pedestals instead of 
being displayed flat on the floor of the 
window. BR. SB. 

The smaller appliances are made for 
table use and raising them above the 
level of the floor in a display suggests the 


appearance they will have when doing 
(Turn to Page 34) 
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NY salesman gets a big kick out of taking an 
order for goods when he knows that both he 
and the buyer stand to make a sound profit 

on the deal. 


And that’s just the class of goods Ettco Products 
fall into. 


The national reputation of Ettco Products has 
been built upon the satisfaction dealers and users 
have always experienced with the quality of the 
materials themselves, and with the service they 
have received. 


T real Thiill. / 
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Armored Cable 
Flexible Steel Conduit 


Non-Metallic Sheathed 
Cable 


Non-Metallic Conduit 
(Loom) 








Sold Through the Jobber 





EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 





6 Co PRODUCTS | 
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The original parE OMS of 
malleable iron, heavily galvanized and — 
rustproof. Cast in one piece—no seams 
or inserts—and they won’t crack. Hubs 
are threaded accurately, assuring water- Ne, 
because of extra aie wiring ; 











Five models operate all makes and 
sizes of electric trains and toys—perfect 
— of speeds without additional 
rheostats. Conforming to requirements 
they provides Board of Fire Mtor nea te 
the highest possible degree 


JEFFERSON 


Universal Toy 














Invaluable to Salesmen 


Salesmen who carry this catalog for ready 
reference are not ‘‘stumped” by questions. 
Their answers, backed by knowledge, are 
convincing and close sales. Ask your 
sales manager for a copy of this new and 
complete catalog, No. 383, and see that 
each of your customers has one. 
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with established reputations 
and wide markets... 


Salesmen who consistently follow this law of selling find it to 
be one of the easiest ways to add to their own net profits—at the 
same time making themselves more valuable to their company. 


The Union-Gem-Jefferson line offers you this opportunity. It is 
a line of good margin products with highly regarded reputations 
for unsurpassed quality and service that make selling easier. 


Their market is practically unlimited in the electrical field. 
Union Renewable Fuses, for example, are needed by every class 
“Of customer, dealer, contractor, factory, office building and hotel. 
& | Mention Union Fuses on every call—the fuses accepted since the 
darly days of electrification as the standard for quality, service, 
/4>w maintenance cost. 


Both industry and contractors use conduit fittings. Thus Gem 
Powerlet Malleable Conduit Fittings is a profitable line to push. 
They are easier to sell because they have many advantages— 
quicker, more economical installation—greater service. 


Jefferson Nucode Bell Ringing Transformers also have a wide 
market. Designed to meet every requirement from the single 
door bell of the small bungalow to the complicated systems in 
apartment houses, industrial plants and public buildings, ]effer- 
son Transformers are known to be good—everywhere. 





Thus the way is open to add at least a few of these Union- 
Gem-Jefferson products to every order—all of which yield a 
margin of profit that is and always has been based on the “live 
and let live” principle. 





CHICAGO-JEFFERSON FUSE & ELECTRIC CO. 
1519 West 15th Street, Chicago, Illinois 





The Union-Gem-Jefferson Line Is Sold Through Wholesalers 





yi 


/ 


<A 


4 


¥ 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Rating and Netfrofit 


..consistently push good margin products 
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(Continued from Page 30) 
service in the home. Lamps, toasters, 
irons and percolators come in this class, 
to mention only a few. Larger equip- 
ment which rests on the floor when in use 
is generally so shown in the window which 
presents an assortment of appliances. 
Vacuum cleaners, floor lamps and washing 
machines are common examples. There 
are, however, exceptions to both rules. 
When covering or draping a pedestal with 
velours, the natural thing to do with one 
end is to carry it to the floor and to “tie 
it down” a small article may be placed 
upon it. If a particular make of vacuum 
cleaner is to be featured in a window, for 
instance, the display may be centered 
around a single cleaner raised up on a 
box or pedestal. Lifting an article above 
the others attracts attention to it. Having 
pedestals of different heights for mer- 
chandise gives the display variety. 


2. What holidays should be observed 
by special displays in a dealer’s window? 
PA. 


The holidays to which electrical mer- 
chandise can make a contribution should 
be recognized by artistic and suitable win- 
dow displays. For all dealers everywhere 
there are Thanksgiving, Christmas and 
Easter. Since Thanksgiving implies home- 
coming and food, table appliances of all 
kinds, percolators, toasters and grills as 
well as carving sets and dishes suggest the 
spirit of the season. The whole line of 
electrical merchandise suitable for gifts 
is featured for Christmas in a series of 
displays. Egg cookers and toasters for 
the Easter breakfast may be combined 
with colored eggs in a display for spring. 
Every year there are local business cele- 
brations. Recognizing these town _holi- 
days with interesting windows helps to 
retain the good will of customers and fel- 
low merchants. For patriotic anniver- 
saries, Washington’s birthday, Armistice 
Day and such events, flags and red, white 
and blue decorations are in order. 


3. In what way can the window dis- 
play man and the advertising man work 
together toward increasing the sales of the 
electrical store? 


CG &. 


The display man can put before the 
public in his windows pictures of what the 
advertising man has described in the news- 
papers and other printed forms. The lat- 
ter works with the general manager of the 
store in preparing his copy. The display 
man co-operates with both by showing 
merchandise in the windows at the same 
time that attention is being directed to it 
in the papers. 


4. One of my dealers has limited space 
for display purposes within his store. 
He would like to know how he can arrange 
a vacuum cleaner demonstration so that 
it will take up the least possible room. 

F. C. 


A moving demonstration in the store 
will make customers stop and_ look 
as nothing else will so it is important 
to provide one wherever it can be done. 
In the case of the vacuum cleaner, the 
observer is most readily convinced if she 
can see the dirt actually being taken up. 
Where floor space is at a premium, a 
cleaner may be demonstrated on a table 
no larger than two by three feet (top 
measurement) covered with Brussels car- 
pet. It should not be difficult to find a 


location for so small a piece of furniture 
and the table has the advantage of being 
easily moved from one part of the store 
to another. 
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Here’s one the soldiers will like. 


Jacksonville, Fla., has just shot a “natural” for 10 francs. 
is about to sock R. J. and drag him to the hoose-gow. 





R. J. Brindell, General Electric Supply Corp., 
John Law (himself) 
The three innocent (?) 
bystanders are W. L. Joseph, T. E. Satchwell and “Stoney” Ford, of the Satchwell- 
Joseph Electric Co. 





James T. Hessel Dies 

James T. Hessel, of New Haven, 
Conn., died August 24 in a hospital in 
New York. In the passing of “Jim” 
Hessel, we lose one of the pioneer 
salesmen in the electrical field. Over 
35 years ago, he began selling for a 
Philadelphia jobbing house. He was 
later associated with the Western 
Electric Co. in New York, the Stuart- 


Howland Co. of Boston and, in 1911, 
was one of the organizers of the 
Hessel & Hoppen Co. of New Haven, 


Conn. 


Jim was often spoken of as one of 
the best known and most popular 
salesmen in the country—of a happy 
and genial disposition, he made warm 
personal friends of his customers. 
Everybody loved “Jim” Hessel. 








A fine organization and a fine building is shown in this photograph of the South- 


ern Electric Co., Richmond, Va. 
ager. 


At the left is the office and inside sales force. 
sales department, has corralled the shipping boys. 


The top center close-up is H. R. Weisiger, man- 


On the right, Marcus Ehmig, 
Below is the “bungalow” itself. 


The girls, left to right, are: Mattie Johnson; Georgia Whitaker; “Bert” Johnson; 
Maria Beazley; Dorothy Gaston; Lucy Clarke; Anne Montague, and Violet King. 


In front of them are: 


Nelson Bland; George B. Fleming; Robert Johannesen; 
Thomas Campbell; Marcus B. Ehmig, and Edward J. Davis, 


In the shipping-room 


picture are: Bernard Patterson; Ehmig, again; Alton Palmer; Frank Cline; James 


Ford, and Sam Gray. 
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Every hot water 
bottle owner 
will want one 














Every family that has a hot water bottle (and 12,000,000 
are sold each year) is going to want one of these Appleton 
“Keephot” Stoppers that fits any bottle. 


Here is a way that such bottles can be kept at an even temper- 
ature as long as one wishes and with no danger of overheating, 
burning or short-circuiting—for it is thermostatically controlled. 





You can bet that they won’t overlook such a needed conven- 
ience when it costs only $3.00 at retail, complete with 10 feet 
> of rubber covered cord. What’s more, it uses only about 4c 
worth of current (A. C. only) for every 24 hours of service. 









Each ‘‘ Keephot”’ Stopper 


The name of Appleton assures you of its superior workman- is put up in an attractive 

ship, finish and principle of operation. red and black box whose 

lid opens to form a small 

} APPLETON ELECTRIC COMPANY compact counter display. 














j 1734 Wellington Ave., Chicago, U.S. A. 
New York — 150 Varick Street Los Angeles — 340 Azusa Street 
A si Check this coupon and 
Pp ec on a attach to your letterhead 
APPLETON lie a JA 
J | O ELECTRIC Co. a hig 
4 \@ 36 1734 Wellington Ave. “Si =< Uf, y 
é m par. off Chicago : ly 
ae® . = 
_ Gentlemen: : 
nig, oO oes F [] Please send us sample of your ‘‘Keephot” Stop- 
elf. per. We enclose $2.00. 
~aghe [] Please send us literature on “Keephot” 
od . h Stoppers. 
a or hot water bottles 








mes 





MAINTAINS HOT WATER BOTTLES AT AN EVEN TEMPERATURE 
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“I” 500,000 ¢. 


a introducing a NEw NAME 
a Great National 


THINK of it! ... Over half-a-mil- 
lion dollars to be invested by the 
Yale Electric Corporation to make , 
November and December record- 
breaking profit months for its deal- 4 
ers... $500,000 for advertising and 
selling, including seven startling col- 
or-pages in the Saturday Evening 
Post — dramatic big-space newspaper advertisements in 59 key cities 
sensational radio programs over 21 important stations — striking 
window-displays and selling helps! . .. All tieing in with a great 
$10,000 Prize Contest that will send sales soaring and put plenty of 
rich sugar-frosting on the Dealer Cake! 





f 
i 
f 
4 
i 





Over 90,000,000 people—every section of the country—will be reached 
by this sweeping effort!— Week in and week out during the intensive 
two-months’ drive this vast audience will be told about the amazing 
new features which have been added to the line— of the huge million. 
dollar plant which Yale has erected in Jersey City —of the new trade. 
mark which has been adopted: “_BOND!”’—This change of brand-name 
has recently been put into effect to avoid confusion with other products 
bearing the name “Yale.” 





BOND ama 
\ FLASHLIGHTS & # & BATTERIES / |v 
will embody all the distinctive features which have given Yale products : | 
in the past their preeminence. And, in addition, new improvements {9 ac 
which will still further enhance their value and appeal. St 

















$10,000 in Prizes to the Public! 


So that the entire country may come to know thoroughly all the remark- 
able features of YALE-BonpD Flashlights and Batteries and learn to 
identify them by their new name, we shall launch on November Ist the 
Greatest Contest for Slogans ever Conducted by Any Concern in the Flash- 
light or Battery Industry.—$10,000 in prizes will be distributed among 
1183 people—those who submit the best slogans on the features of 
YALE-BonD Flashlights or Mono-Cells which they consider most 
important. 
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ibe spent by YALE 


and a New LINE through 


PRIZE CONTEST! 


500 in Additional Awards to Dealers! 


Every Retailer has a Good Chance to Win! 
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Samad 


In addition to the $10,000 customer prizes, we have appropriated $2500.00 for 
| Dealer Prizes, to be distributed among those retailers extending the best coopera- 
tion during the Contest period. Any dealer in the country may enter this contest 
and any dealer—large or small—has an equal chance to win one of the big Cash 
® Awards!—No puzzling tricks to it! 


ntest planned directly to bring Customers into Your Store 


In each of the newspaper and magazine 
advertisements and in the radio broad- 
casting, only five of the six principal 
YALE-BOND features will be described. 
To learn about the sixth or “mystery 
feature,” the public will be directed to 
© counter card depicting this feature 
Bwhich can be seen only in the store of 
# cin authorized YALE-BOND dealer. 


} Also, we have prepared a_ special 
Contest Window Display —supplied 


free to authorized YALE-BOND 
Dealers—which is considered the 
most arresting and compelling 
thing of its kind ever put out. 
And here again the public is 
directed to come into your store to 
learn about the “mystery feature.” 


Ae 


WE 





x 


Moreover, in all the advertisements 
and in the window display, the public 
is directed to secure Contest Blanks 
through the dealer. 


oe 


| 


a 





Special Jobbers’ Salesmen Contest—$2500 in Awards! 


» We don’t want to leave the hard-working representatives of the jobbers out of the 
* prize-winning. And so we have planned a special contest for Jobber Salesmen, 
also with big Cash Prizes. Full details will be supplied upon request. 


eS 


No expense has been spared in the 
Swhole campaign. Nothing has been 
Foverlooked to make it a big success 
for the dealer and the jobber.—A 
wonderful new line of BOND Colored 
Flashlights has been brought out as 
additional bait for holiday business.— 
Special advantages are being offered 


eee 














most 








Chicago 


Manufacturers of 
RADIO “A,” “B” 
and 
7 “C” BATTERIES 
STORAGE AND 
DRY BATTERIES 
FLASHLIGHTS 
MONO-CELLS 


to all dealers handling YALE-BOND 
Radio “B” (Batteries. — Millions of 
people all over the country will be 
keyed up to a high pitch of excite- 
ment over the big prize awards. It’s 
up to you now to cash in to the full- 
est extent. Mail the coupon for further 
particulars. 


ma” 
—— ~~ 





BOND ELECTRIC CORP. 
| Jersey City, N. J. 
















Dear Sirs: Please send us full 

IND ELECT * CORPORAT ] information about the 
BOND ELECTRIC Co RI ORATION ye hee case eon 
(Formerly Yale Electric Corporation) enatiniie Guanes Mleane 

JERSEY CITY, N. J. San Francisco Padeeand? tile tndiennention 


as to how we can tie in. 


NEP CREE OTC ON CREE ee 





DEI can weitaaeacduaee 
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News From The Wholesale Field 


The JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly ‘What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 


and their Salesmen. 
Month the Personal Element in the Industry. 


All this Enables It to Reflect from Month to 
Your Co-operation is 


Solicited in Making this Human Side of the Magazine More Interesting. 


Belmont Enlarges Stock Room 


Due to an ever-increasing volume 
of business, The Belmont Corp., Min- 
neapolis, has found it necessary to 
again enlarge its stock room. All 
merchandise will be stored in bins and 
shelves, and its motto from now on is 
“A place for everything—everything 
in its place.” Guy Kenly is in charge 
of the stock. 

A new city desk has also been built, 
with Clarence Nelson in charge. 

There are also two new names on 
the payroll of this company—Keith 
Laing, who will do radio service 
work, and R. J. Heymer, a salesman. 
Mr. Heymer has had long experience 
in the electrical field, having worked 
with the Dayton Engineering Co., 
Wagner Electric Corp. and Northland 
Electric Supply Co., and he will 
spend most of his time calling on large 
industrial plants. 

* * * 


“Chief”? Wilson Returns 


Although many have heard it, this 
will be news to hundreds of men in 
the wholesale electrical business— 
that C. H. (Chief) Wilson, formerly 
manager of the Manhattan Electrical 
Supply Co., St. Louis, Mo., is back 
among them as manager of the Lake- 
States General Electric Supply Co., 
Republic Division, of Cleveland, O. 

Many years ago Mr. Wilson was 
with the New York house of Man- 
hattan. From there he went to take 
charge of the Red Seal battery fac- 
tory at Cincinnati. His next move was 
to St. Louis as assistant manager of 
the Manhattan branch there. Soon 
he took full charge and remained 
there until 1924. 

His wife’s health being seriously 
impaired, “Chief” left St. Louis, re- 
turning to Long Island and buying a 
retail hardware business at Greenport. 
This venture proved successful and 
Mrs. Wilson gradually regained her 
health. 

In May, 1928, with a nice business 
and two fine children, his plans were 








ruined by the greatest sorrow of his 
life. The younger child took pneu- 
monia, and though it recovered, Mrs. 
Wilson’s devotion to the little one cost 
her life. She also contracted pneu- 
monia and passed away. 

A change of some kind became im- 
perative. The “Chief” found no dif- 
ficulty in selling his business, which 
had grown remarkably. He then took 
a trip West and spent some time just 
resting and meeting old jobber 
friends. During these travels he re- 
ceived the Lake-States offer and took 
charge at Cleveland July 1. 

He has the confidence and friend- 
ship of his organization and, if good 
wishes mean anything, he will reap 
the harvest he deserves from his thor- 
ough training and knowledge of the 
business. 


* * * 


Braid Entertains Dealers 
The Braid Electric Co., Nashville, 


Tenn., held its fourth annual conven- 
tion of Atwater Kent dealers on Au- 
gust 16. 


The day was given over to discus- 
sions on merchandising and in the 
evening the guests were entertained at 
a dinner in the Andrew Jackson hotel. 

Mrs. W. W. Gambill, Jr., wife of 
the sales manager of the company, 
acted as hostess to the ladies, taking 
them through the new station WLAC 
and “The Hermitage’—the home of 
Andrew Jackson. 

% *% % 
Fixture and Radio Showroom 
for Commercial 

The Commercial Electric Supply 
Co., Detroit, has opened a combined 
fixture and radio showroom. Thi 
store layout also has been re-arranged 


to give better service. 
* & * 


Sager in Politics 

Joseph E. Sager, president of the 
Sager Electrical Supply Co., Boston. 
Mass., has announced himself as a 
candidate for the unexpired term of 
former Congressman  Frothingham 
according to The Boston Traveler. 
This is Mr. Sager’s first venture in 
politics. 








Here are 13 at a table again, and nobody cares. Meet the folks of the General 
Electric Supply Corp., Chattanooga, Tenn, Standing, left to right, Avis Burks, Be !c 
Murphy, R. A. Shackleford, sales manager, R. W. Thurman, I. L. Faucett, general 


manager, W. H. Daly, G. L. Meyers and Edna Burks. 
Lewis, Ida Gilliland, Hazel Lingenfelter, E. R. Morphew and Kate Noakes. 


Down in front are R. F 
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7 reasons every jobber’s 
salesman should feature Romex 





1. Romex is the most 
modern and the safest 
wiring material on 
the market. 





2. Romex is easier to 
handle and makes 
more money for the 
contractor. 





3. Romex gives the con- 
tractor a larger profit 
per job. 





4. Romex reduces the 
jobber’s stock invest- 
ment and takes up 
less storage room. 





5. Romex lowers the job- 
ber’s handling and 
freight charges. 


6. Romex gives the job- 
ber a larger profit per 
dollar invested. 


n 


7. Romex gives the job- 
ber’s salesman a larg- 
er profit per sale. 





If you want further in- 
formation about 
Romex, write for the 
latest Romex booklet. 





stearneb CABLE ROME WIRE COMPANY 


DIVISION of GENERAL CABLECORPORATION 
Rome, New York 








ROME WIRE 


2813-R 








FROM WIRE BAR TO FINISHED COPPER WIRE 
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This bunch at the H. 


M. Hopkins Electric Co., Detroit, Mich., were all quite 


busy, but they obligingly piled outside and it only took a couple of minutes to get 


this good picture. 


Rear, left to right, B. H. Chamberlin, H. M. Hopkins, president, 


R. W. Peterson, Miss L. M. Ehrlich, S. R. Wade, Miss J. Perkins and J. R. Ecken- 


rode. 


Front, A. Dresden, Robert Hopkins, F. J. Rumps and E. O. Rosenau. 





Wakem & Whipple Form 
Club 

The Kolster Radio Club of Chi- 
cago, organized under the auspices of 
Wakem and Whiple, Inc., the Kolster 
distributor for the Chicago territory, 
held its first organization meeting 
Friday evening, September 14, at the 
Lake Shore Athletic Club of Chicago. 

Franchised Kolster dealers from 
every section of Chicago as well as 
other cities and towns in the several 
counties covered by Wakem and 
Whipple, Inc., were present, and the 
enthusiasm and good fellowship and 
get-together spirit evidenced at this 
first meeting of the new organization, 
augur well for the future success of 
their club. 

The meeting was called to order 
promptly after dinner. The session 
was presided over by Roy A. Whip- 
ple, president of Wakem and 
Whipple, Inc., who acted as _toast- 
master. Mr. Whipple outlined the idea 
behind the founding of this Chicago 
Kolster Club, which will be similar 
in purpose and in operation to the 
Kolster Radio Clubs now operating 
in St. Louis, Kansas City, and other 
large metropolitan centers throughout 
the National Kolster territory. 

In the of H. H. 
vice-president of the Kolster Radio 
Corporation, who was to speak at the 


absence Frost, 


dinner but was unavoidably detained 
in the east, Mr. Reilly read a con- 
gratulatory telegram from Mr. Frost 
the assembled dealers 
veyed to them the Kolster Corpora- 
tion’s best wishes for success. 


to and con- 





Delinquent Accounts 


The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Asociation by 
member manufacturers and jobbers 
through its various divisions, for Au- 
gust, 1928, as compared with the 
same month the previous year. Also 
these figures are shown for the first 
eight months’ period of 1927 and 
1928. 
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Is One General Meeting 
Desirable? 


The suggestion is often made by 
members of the National Electrical 
Wholesalers Association that but one 
general meeting should be held each 
year. There is much to be said in 
favor of frequent gatherings of mem- 
bers and undoubtedly the regular 
meetings of the association at rather 
short intervals has aided in making 
it a very solid organization. Just 
what effect less frequent meetings 
would have is problematical. On the 
other hand, it is pointed out that un- 
der conditions as they exist today, 
economy of members’ time and ex- 
pense is an important consideration. 

In order that the executive commit- 
tee may be fully advised as to the 
views of the general membership on 
this important subject, a post card 
survey is being made by the manag- 
ing director, among the whole mem- 
bership, the results of which are 
looked forward to with a great deal 
of interest. 


* * * 
Graybar Opens Wichita Office 
The Graybar Electric Co. has 


opened another office and warehouse 
at 323 S. Wichita St., Wichita, Kans. 
A complete stock will be carried. R. 
L. Miller is the local manager. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
AUGUST 31, 1928 
NUMBER OF ACCOUNTS REPORTED 








% 

Increase % 
or Increase 

August Decrease 8 months or 
Division ‘1927 1928 1927 1928 Decrease 
WOW RE es so aici ces ewan 295 289 — 2.08% 2641 2424 — 821% 
Middle & Southern Atlantic .... 146 246 +685 % 1840 1529 +141 % 
New? MGB ouch eeeaeea es 147 183 +24.4 % 1249 10385 —I17.1% 
PPACHNC SSGRBE 2 s65 sce sn eon ewes 22 17 —22.7 % 139 110 —20.8 % 
Cpe. ah 5 cece eee 975 649 -—33.4 % 7505 6278 —l163 % 
NON ive Wareonves Seana 1585 1384 —12.7 % 12874 11376 —116 % 

TOTAL AMOUNTS REPORTED 

% % 
Increase Increase 

August or 8 months or 
Division 1927 1928 Decrease 1927 1928 Decrease 
New York ............-.$ 43,216 $ 42,222 — 2.30% $ 420,361 $ 346,629 —17.5 % 

Middle & Southern 
TINIE oi cae saseen 15,984 27,742 +73.5 % 162,039 170,861 + 5.44% 
New England .......... 22,424 19,442 —13.3 % 143,889 128,605 —10.6 % 
Pactne Coast ..6ci<cses 1,472 1,998 +35.7 % 17,766 15,948 —10.2 % 
“2 eae 83,587 75,732 — 9.40% 843,702 748,310 —11.3 % 
TOTAL .........$166,683 $167,136 + .27% $1,587,757 $1,410,353 —11.2 % 
AVERAGE AMOUNTS 

August 8 months 
Division 1927 1928 1927 1928 
RT MOE 66s cs chs ls See kw eeeeen $146 $146 $1289 $1160 
Middle & Southern Atlantic ................ 109 112 967 1027 
Mew RMON — 6:06 coxconerenemactnaane viernes 152 106 923 994 
Pare Wemaee n st. ck oe oe SE. 67 117 1307 1005 


Central 





116 905 953 
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For Productive 


N Lighting 





A good lighting system calls for the correct PRT Aer et tr teh On 





: F e every industrial executive 
design of reflector; the maximum amount of should have. Full information 
: : on the planning of a productive 

useful light on the working plane; a reflector lighting installation. 





: 5 7 Send for it today. 
unit to meet the requirements of the particu- 3 


lar job it is to do. It calls for equipment easily 
put up and taken down; easily and economi- 
cally maintained. Above all, it calls for equip- 
ment that will last long and wear well. 


BENJAMIN 
Certified Lighting Equipment 





has every desirable feature required of a pro- 
ductive lighting installation—a lighting system 
that results in lowered production costs, im- 
proved quality of product, fewer accidents, 
and maximum utilization of floor space. 


Benjamin Electric Mfg. Co. 
120-128 So. Sangamon Street 
Chicago 
New York San Francisco 
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ive News 


bout Live Ones 


W 





We) 





W. F. Benson is a new salesman 
at the Grand Rapids, Mich., house 
of the Commercial Electric Supply 
Co. This company has also employed 
H. E. Hartman as_ industrial light 
specialist in the fixture department of 
their Detroit house. 


W. H. Danitets was recently added 
to the sales force of the Bunnell- 
Stevens Co., Binghamton, N. Y. 

A. G. with the 
American Electrical Co., St. Joseph, 
Mo., has joined Graybar’s staff at 


Barb, formerly 


Kansas City. 


J. S. Haines is now with the Elec- 
Supply Co., Des 


Moines, as radio and telephone sup- 


tric Contractors 


ply specialist. 


S. T. Burier is a new counter man 
with the Varney Electric Supply Co., 
Indianapolis. 


Cavin R. Nevins replaces Walter 
F. Euler as counter man at the Gen- 
eral Electric Supply Corp., Spring- 
field, Ill. 


J. W. Cuapman has severed his 
connection with the Tri City Electric 
Supply Co. to join the sales force 
of the Valley Electric Supply Co., 
Quincy, Ill. Chester Kock is also a 
new with the 
working at the counter. 


man above company, 


Two New men with the Steiner 


Electric Co., Chicago, are Paul Ber- 
nard, a salesman, and Jack Van Heu- 


sen, counter man. Mr. Bernard was 








Commercialites at Play. 


joyed a long motor tour through Canada and New York state. 


C. G. Parmalee, sales manager, and S. H. (Stan) 
Woleben, purchasing agent, of the Commercial Electric Supply Co., Detroit, en- 


Passing through 


Toronto, Kingston, Montreal and the city of Quebec, they returned by way of Albany, 


Buffalo and Cleveland. 
gallons of gas and nine quarts of oil. 
wives at Fort Ticonderoga. 


In eight and one half days they covered 2064 miles on 125 
The upper pictures show them with their 
Below is shown a group at one of the fortnightly 


outings of the Commercial Golf Club, at Mr. Parmalee’s cottage at Walled Lake. 
This was Ladies’ Day and Messrs. Benke, Hooker, Mathis and McElmurry brought 


their wives. 


The McElmurry twins were there, too. 


T. E. Wright, Commercial’s 


American Blower specialist, is also a cameraman, and takes movies of the outings. 
At this session he was filming McElmurry pitching to the cup and almost had his 


brains knocked out by one of Mc’s fast ones. 


formerly with the Edison Electric Ap 
pliance Co. 


Fioyp AVERILL, president of the 
Fobes Supply Co., Portland, Ore., re- 
cently made a trip to San Francisco 
by airplane, to visit in that city and 
also at the branch in Los Angeles. 


Jobbers Sales Activities 


WerinseraG & Co., Chicago—Sep- 
tember 1 marked the beginning of a 
sales campaign on Stewart-Warner 
radio sets, reproducers and consoles. 
Leo Shapiro has been placed in charge 
of all radio sales for the company. 


VarNEY E vectric Suppty Co., In- 
dianapolis—A lamp contest was 
started September 4 and, from re- 
ports, is going good. A lighting cam- 
paign was opened September 17. 


Sutton Exectric Suppity Co., 
Wichita, Kans.—This company has a 
G. E. cleaner campaign under way. 


STEINER Exvectric Co., Chicago— 
A three-ply campaign on “Star-rite,” 
Waage and “Sunbeam” appliances is 
being run. 


GrayBar Execrric Co., Kansas 
City, Mo.—A Graybar radio receiv- 
ing set campaign is in full swing. 


Lines Added by Wholesalers 


F. D. Lawrence Execrric Co., 
Cincinnati, O.—This company has 
just taken on the Erie Malleable Iron 
Company’s line of “Kondu” threadless 
fittings. 


Kierer Exvectric Suppity Co.. 
Peoria, Ill—Kiefer has been ap- 
pointed exclusive distributor in thir- 
teen counties in central Illinois for 
Kellogg radios. The Wakefield “Red 
Spot” line of hangers has also been 


added. 


Betmonr Corp., Minneapolis— 
Belmont was recently appointed dis- 
tributor for the American Flyer Mfg. 
Co., F. W. Wakefield Brass Company 
products, including the “Red Spot’ 
line, and American Circular Loom 
products. 


Steiner Has New Fixture and 
Radio Rooms 
The Steiner Electric Co., Chicago. 


has re-arranged its entire office, add 
ing a fixture room and a radio room 
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—for wiring the “White House” 
the brown house, or any other 
building where a quality wiring 
job is to be done, with the great- 
est saving of time—assuring a 
good Profit to the Electrical 
Contractor. 

















Durabilt Prouucts 
Speed Up 
Wiring 
Jobs .; 
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Rubber-Covered Wire 
and Flexible Cords 
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The Safe Armored Cable 
and Flexible 
Steel Conduit 





You’re Selling Satisfaction 
with every foot 
of Durabilt Products 





DURACORD 
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The heavy-duty 
Portable Cord 
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The Non-Metallic 


<a PRODUCTS 
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alesman’s Prayer 
H LORD, look with a forgiving eye, we beseech thee on the prospects who lie to us about the low prices 
our competitors give them; Lord, soften the hearts of our customers, who as soon as they see a jobber 
salesman, get as busy as a hen with one chicken and keep us standing around until our two feet warp and 
then buy as much as one 25 watt bulb for twenty cents and want that billed out the first of next month. 
Good Lord, curb us our tendency to flirt with the married women; the single ones don’t count and they 
expect it. Teach us not to complain at the roller towels that the multitude has used before we get there. 
Lord, give us digestions like Alligators that we may well digest the loin steaks cut from the neck where 
the yoke worked. Teach us to be thankful for the stump water served and called coffee. 
hides that we may sleep soundly in the boarding house and hotel beds already inhabited. 
with charitable eye upon our competitors who are a sorry lot anyway. Lord, soften the hearts of our 
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that place here on Earth. 





employers that they may render us what little commissions are due us in full. 
patience, so that they won’t expect our wages until we get them. 
our absent mindedness when we are away from home and forget that we are married, and in conclusion 
we beg that when we have made our last trip, please don’t send us down below. 
Amen, 


\e ae of 


We beseech thee, Oh Lord, to overlook 


Oh Lord, teach our wives ’ Ws 


We have had our part of 











“‘Radisco” Inaugurates Sales 
Promotion Department 

The Radio Distributing Corp., 
whose principal office is in Newark, 
N. J., and who operates branches in 
Asbury Park and Trenton has insti- 
tuted a sales promotion department 
with Paul R. Krich vice president, as 
sales promotion manager. 

Mr. Krich has been with the Radio 
Distributing Corporation since __ its 
formation seven years ago and has 
been actively participating with deal- 
ers on sales and service and is there- 
fore thoroughly familiar with their 
methods and their merchandising 
The department will ac- 
tively assist its dealers in the selling, 
servicing and advertising of R. C. A. 
products. 

Some of the thoughts Mr. Krich 
will put into actual practice and in 
which his dealers will aggressively 
participate are outlined below. 

On inside selling, the primary fac- 
tor leading to dealer success is the 
location of his store. It should be ob- 


problems. 


vious that he should locate on the best 
available street and that he should 
select his site with due regard for its 
accessibility, its conspicuousness, and 


the number of people who may reason- 
ably be expected to pass by it in the 
course of a day. 

Second in importance is the dealer’s 
window. » Suitable and attractive win- 
dow display is the most important 
factor in a retailer’s business. Assis- 
tance in this regard is offered by the 
Radio Corporation of America who 
will donate window cards, streamers 
and the like ‘“Radisco” will offer 
suggestions for attractive window dis- 
play and will in many cases show 
sample windows for the dealer’s help. 


Third in importance is the dealer 
tie-in with R. C. A.’s national adver- 
tising campaigns. For this purpose, 
“Radisco” will be available and anxi- 
ous to assist in the selection and prop- 
er use of mats, electrotypes and photo- 
graphs. It must be recognized that 
the insistent and localized type of ad- 
vertising ultimately brings success. 
Billboards and car cards can also be 
utilized in helping the dealer increase 
his sales. Another means of advertis- 
ing and closer contact between the 
dealer and the consumer can be accom- 
plished by the frequent use of printed 
announcements and handbills circu- 
larized through fairs and club func- 





tions. A direct mail campaign is quite 
important. Material will be furnished 
by R. C. A. and _ introduced by 
“Radisco” through its sales promotion 
department. 


On Saturday, August 11 the com- 
pany held its annual pre-season sales 
meeting at the Washington Hotel in 
Newark, N. J. The sales depart- 
ments of Newark, the main office of 
the company, and of Asbury Park and 
Trenton, the branch offices were all 
present. 

* * # 


Weinberg to Handle Stewart 
Warner 

Weinberg & Co., Chicago, has been 
appointed a distributor of the Stew- 
art Warner line of radio sets and 
reproducers in the city of Chicago 
and surrounding territory. 

Leo Shapiro, formerly with the 
United States Electric Manufac- 
turing Co., has been placed in charge 
of radio sales. 

Abner Cowen will travel the north 
side and north shore suburbs for the 
company on radio. He was previous- 
ly with the Superior Electric Supply 
Co: 
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The 
VW Current Breaker 


is making history 


The T-V Current Breaker is the outstand- 
ing safety switch of the year. 

It is built with 7 outstanding features that 
make it superior to all switches in its class. 
It will break the full rated load indefinitely, 
with a minimum of arcing. 


It is the leader of a complete line, all the 


items of which are outstanding in their ll 


the T-V line produces sales and these sales 


| particular classes. , 
| | Distributors and their salesmen find that 
, 


show a profit. 

It is our aim to build the best safety 
switches possible and to put back of them 
a service that will be complete. 

If you haven't a copy of our Safety Switch 
Manual, just write for it. 


Just try it. 


Complete information 
about Current Breakers 
sent on request. 


Trumbull-Vanderpoel Elec. Mfg. Co. 


BANTAM, CONN. 
Boston New York St. Louis Chicago Philadelphia 
On the Pacific Coast—C. Dent Slaughter 


VV SAFETY SWITCHES 
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Strassburger Cops Prizes 


E. A. Strassburger. of the Triangle 
Electric Co., Chicago, continues to 
hold first place as leading radio sales- 
man, in connection with the company's 
plan for stimulating sales which was 
inaugurated several months ago by 
Allan C. Forbes. sales manager. By 
this plan a salesman must maintain 
a highest sales record for three con- 
secutive months in order to qualify 
and to get one prize. Then if he re- 


mains at the top for one, two, or 
more months he takes a prize for each 
month—prize being his choice of a 
toaster, lamp, waffle iron or percola- 
tor. 

Mr. Strassburger won a waffle iron 


in July and a “Toastmaster” in Au- 


gust. 
Query: When the reports are in. 
what will he have carried off for Sep- 


where’s the rest of 


—And 


Come on, boys! 


tember ? 


the team? 


This Business of Ours 


The “elimination of the middle- 
man” is a meaningless expression, it 
is pointed out, because the functions 
of the middleman have to be per- 
formed whether by individuals or by 
branches of the chain store organiza- 
tions. Whether the individual middle- 
man will continue to operate to the 
best advantage depends largely upon 
the conduct of his business. 

Recent studies by the Commerce 
Department have shown that the prof- 
its of many wholesalers and retailers 
alike are being dissipated through 
practices, such as the handling of un- 
profitable items, soliciting unprofitable 
customers, striving for volume with- 
out regard to costs and the use of un- 
economic credit practices. In a whole- 
sale grocery analysis prepared by the 
Department it was discovered that one 
carried 2100 separate 
items in his inventory, although four 


wholesaler 








Above is a photograph of the sales force of the Fobes Supply Co., San Fran- 


cisco, taken on the occasion of a sales conference held recently. 
from the left and you come to R. J. Holterman, manager of Fobes. 


Pace off eight men 
On his left 


is C. W. Hunter, the Kellogg Switchboard & Supply Co. representative on the 


Coast. 


Next to Mr. Hunter is R. F. McDonald, sales manager of the Fobes Supply 


Co. Below is the company’s exhibit of Kellogg radio sets. 








items accounted for nearly one ha | 
of his total sales. At the same tim 
representative grocery  chain-stor, 
warehouses handling a much larger 
volume of business included only 700 
items. Moreover the chain stores se 
cured stock turn-overs of 20 times 
annually while the wholesaler had a 
stock turnover of only seven times. It 
it obvious from this that the mark-up 
of this wholesaler based on the aver- 
age expense of doing business would 
necessarily cause certain items to bear 
a disproportionate share of the oper 
ating expense. 

An analysis of wholesale hardwar 
operations made by the Department 
revealed one case where a wholesaler 
increased his dollar profits 35 per 
cent by dropping his unprofitabl: 
accounts which amounted to half th 
total, cutting his sales territory by a 
third, and reducing his inventory al 
most one-half. 

* * * 


Extension of Electric Service 
Rapid 

In these days, when even the most 
modest cottage in any community is 
wired for electricity, it is difficult to 
realize that to more than a third of 
the people of the United States elec 
tric lights in the home are almost as 
new as the radio. Within the short 
span of seven years 9,000,000 homes 
—the hearthstones of nearly 40,000, 
000 people—have, for the first time, 
commenced to enjoy electric service. 
During the year 1927 alone mor 
than 1,250,000 homes were added to 
the rapidly growing list of customers 
for what is no longer a luxury but is 
looked upon as an absolute necessity. 

Speaking chronologically the light 
and power industry itself is but littl: 
more than a youth, while electricity 
for domestic purposes is but a lusty. 
squalling infant. 
of service has been rapid, those in the 


Although extension 


business foresee enormous possibilities 
in the larger home use of electrical 
energy. Over 62 per cent of our 
people now live in electrically wired 
homes and in 1927 household consump 
tion increased 15 per cent as against 
an increase of 11 per cent in factories 

Much of this increase in consump 
tion is due to a rapid increase in th: 
use of household appliances and labor 
saving devices, new household uses 
such as electric refrigeration, radio 
and home movies having been deve! 
oped and generally adopted. Builders 


are no longer wiring houses for elec- 
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| Ride with 


HE FINEST line of Elec- 

trical Trains and Equip- 

ment will carry the 
FINEST National Advertising 
for 1928. 


Over twenty years of constant 
striving by American Flyer to pro- 
duce the FINEST is NOW NA- 
TIONALLY TALKED OF by the 
Country's most CRITICAL and 
LEADING TOY BUYERS. 


All authorities on miniature 
trains agree that the 1928 Amer- 
ican Flyer Rainbow Line is the 
FINEST. 


BOASTING of 16 ENTIRELY NEW 
TRAINS, both Narrow and Wide Gauge, 
led by the incomparable ‘‘President’s Spe- 
cial’’ which is 100incheslong, allmodels 


of the FINEST Enamels. A full line 
of NEW and IMPROVED Equip- 








are brilliantly coloredin modern shades (naz 








Transtormers Electric Trains Mechanical? 


# AMERICAN FLYER MEG. CO. 
2219 So. Halsted St. 
CHICAGO 


NEW YORK 
200 Fifth Ave. 


SAN FRANCISCO, 


660 Mission St. 


the Finest! 


ment has also been introduced by 
American Flyer, offering you the 
GREATEST money-making line in 
Miniature Railroadom. 


If you havenot seenthis BEAUTIFUL 
NEW LINE visit your distributor TODAY 
or Write for our NEW COLORED CAT- 
ALOG that tells you the complete story 
at a glance. 


Over 37 million combined magazine and 
newspaper messages will herald this new 
line to many more boys, fathers, mothers, 
and the boys’ relatives, through the FIN- 
EST NATIONALADVERTISINGEVER 
CREATED BY AMERICAN FLYER! 


It will pay you well to ride with the 
AMERICAN FLYER for 1928. Place 
your order NOW for your full require- 
ments of Catalogs, Envelope Enclosures, 
Window Display Cards, Posters, News- 
paper Cuts, etc., so that you can hook 
up with this brilliant program as- 
sured the 1928 AMERICAN 
FLYER RAINBOW LINE of 
Trains and Equipment. 


Tré aims y 


CALIF. 
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Here’s your chance to “ask the man who owns one.” 
Electric Supply Co., Miami, Fla., and his Packard. 
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rin ole eB ‘ 


O. A. Flannery, Flannery 
He also has a sea-going motor- 
boat that is known and feared by all the fish in the bay. 





tric lights—they are wiring them for 
power as well. This means heavier 
copper wires and more outlets in all 
parts of the house from the basement 
to the attic. The result is that much 
of the drudgery of house-keeping has 
been eliminated. 


Electric refrigeration, keeping the 
food supply at a constant and even 
temperature, has cut down much of 
the waste of the old fashioned ice box. 
The electric sewing machine is restor- 
ing the art of dress-making in the 
The 
vacuum cleaner actually removes the 
dirt instead of distributing it around 
There are electric dish and 


home to its former high estate. 


the room. 
clothes washers, ice cream freezers, 
stoves, bath room appliances and a 
score of other devices which are in 


use today in literally millions of 
homes. 
Twenty-five years ago it was 


thought that the incandescent lamp 
with the carbon filament was the last 
word in lighting. Today we have the 
Mazda lamp giving 40 times the light 
for the same cost. Instead of a single 
lamp or single lamp clusters we have 
portable the 


house and lighting has become as 


lamps everywhere in 


much a part of interior decorating as 
draperies or the pictures on the walls. 


Americans use almost as much elec- 
tricity as the rest of the world com- 
bined. In the past 15 years the 
population of the United States has 
increased 24 per cent while the pro- 
portion of that population living in 
electrically wired homes has increased 
520 per cent. The electricity generated 
has increased 626 per cent while the 
total 
creased 165 per cent. 


number of customers has_ in- 


The Detroit Plan 


Considerable attention has been 
drawn to the Detroit plan as it was 
put into operation in that city under 
the guidance of N. Biddle. 
Credit departments of _ electrical 
wholesale houses can learn a great 
deal from a careful study of this effec- 
tive idea. 

The plan in brief is this: 


Jay 


A—Goods purchased must be paid 
for with no back balances, by the 
tenth of the following month in order 
to take advantage of cash discount. 

B—Shipments are net 30 days. If 
not paid for in full by then all fur- 
ther shipments to be C. O. D. 

C—First of each month wholesalers 
report all their delinquent accounts 
which are compiled in a master list 
for the guidance of each co-operating 
wholesaler. 

D—A committee of three passes on 
all applications for extension of time 


— 





and supervises the operation of co: 
cerns receiving special consideratio: 
and accommodation. 

The experiment was begun Augusi 
1, 1926. On that date there wer 
some 850 licensed electrical contrac 
tors in Detroit. By the end of March 
this year their number had been re 
duced to 481. 

A year ago the past due receiv 
ables of Detroit wholesalers stood at 
$207,000. Seven months later, March 
this year, the past due receivables had 
been reduced to $78,000. They wer 


reduced as of July 15, 1928, to 
$59,389. 
Detroit wholesalers report _ thiat 


present trade conditions are great}, 
improved. Contractors have become 
better collectors, enabling them to 
respect credit terms. Pyramiding of 
accounts no longer possible. Notes 
are not accepted in payment. Past 
due receivables reduced 50 per cent 
or better. Unfair trade practices and 
irresponsible competition practically 
ceased. Before the plan became effec- 
tive neither wholesaler nor contrac- 
tor had respect for terms of settle- 
Both have become better busi- 
ness men. More friendly relationship 
between contractors and jobbers. 


ment. 


One wholesaler claims the plan is 
not working 100 per cent. He adds 
it cannot be made to work 100 per 
cent until the undesirable element is 
kept out of the business and the de- 
sirable element is kept in the game 
making them stronger. 

What human agency does 
continuously 100 per cent results’ 
Who is the wholesaler, or contractor, 


yield 


who is 100 per cent efficient and suc- 








Old Sol was hitting on all six in dear old Birmingham, Ala. when these boys «t 


the Moore-Handley Hardware Co. came out to pose. 


Left to right, Jean E. French, 


Westinghouse Lamp Co., H. W. Brown, T. R. Ellison, L. W. Jones and J. H. Good- 


son. 





The last four are all salesmen for Moore-Handley. 
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It Is{Going Over Big! 














ATTACHMENTS 
EXTRA 


Jobber Salesmen Everywhere Endorse the 


“CLEMENTS-Jewel Plan of Co-operation 


with Jobber Salesmen” 


From all sides come enthusiastic responses 
from jobber salesmen who in a remarkably 
short time have profited from this plan. 
Simple and practical, it costs the jobber sales 
man nothing, is operated entirely by us, and 
has a record—which we can prove—of in- 
creasing sales. Get the facts and ride in on the 
tide of new business which is waiting for the 
jobber salesman who seeks greater volume and 
greater earnings. 

A special portfolio giving full details of the plan 
and complete information on CLEMENTS Jewel 
will be sent authorized jobbers’ salesmen on request. 





Facts You Should Know 
About CLEMENTS- Jewel 


On no other cleaner at anywhere 
near the price will you find 1/4, H.P. air 
cooled motor—Free floor Polisher— 
Nozzle adjustable for Perfect Seal— 
All Wood handle—Fully covered 
“lead-in” wires—Automatic shut-off 
hose connection which makes use of 
attachments attractive and practical— 
Underwriter’s and Good Housekeep- 
ing approvals. 











Protection to Jobbers Guaranteed 


CLEMENTS-Jewel being sold through jobbers only, protects the jobber against 
the competition of mail order houses and unfair competition of all kinds. Sales helps, 
advertising and catalogues are all described in the special portfolio. Write for it. 


CLEMENTS MEG. CoO., 625 Fulton Street, Chicago, Illinois 
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cessful, all the time? At the same 
time, the apparent attitude of the 
wholesaler quoted is one which may 
well be considered. 

The Detroit plan has been objected 
to as being of doubtful legal sound- 
ness. The above quoted expression 
points a possible embarrassing, if not 
hazardous, position for one of the co- 
operators to take. 

There is danger, too, in placing a 
contractor the list for an 
alleged past due account, in the event 
that the claim in law fact 
could not be proven to be legally past 


on cash 


and in 


due and owing. 

It is evident that so long as the 
agreements are made and carried out 
within the confines of a single state, 
neither the Federal Trade Commis- 
sion is interested, nor does the Sher- 
man Act apply. 

The state statutes 
should be carefully briefed and the 


and case law 
group should be counseled as to the 
respective rights and liabilities of the 
parties of interest and of the public 
at large. 

As a general principle it may be 
stated that the law is in a state of 
flux, or evolution, with respect to giv- 
ing recognition to the right of busi- 
ness to seek to eliminate wasteful, in- 
efficient, and 
practices. 

Others have declared that the De- 
troit and kindred plans are fundamen- 


unintelligent unsound 


tally unsound and improper in trade 
principle. 

The fixed policy of leading whole- 
salers is to co-operate with other elec- 
trical wholesalers in a_ confidential 
interchange of credit facts as they ap- 
pear from books of account, files and 
But such wholesalers will 


not enter into any agreement as to 


records. 


what action they, or the other whole- 
salers should take after the credit in- 
formation has been interchanged. 
This policy is in line with the 
Maple Flooring Association Case, 268 
U. S. 
penalty may be properly provided to 
compel a member to submit to the 
of the group, but 
each should be left free and uncon- 


563, which provides that no 


concerted action 
trolled to exercise his individual dis- 
cretion in all matters entering into 
trade. 

Another element of possible weak- 
ness has already been observed. There 
is a tendency on the part of some 
local wholesalers to regard the plan a 


cure all. 
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Here are 10 of the 11 main reasons why manufacturers’ representatives find it so 
necessary to call on the p. a. of L. A. Woolley, Inc., Buffalo, with astonishing 
regularity. The eleventh reason is to solicit some business. Standing, left to right: 
Ruth Duttweiler; Mabel Holmes; Eunice Harmon; Margaret Wasasier; Eunice 
Weber; Clara Billeb; Myrle Beeman, and Litta Stratford. Kneeling, left to right, 








Anne Lindner and Anne Gibson. 





No city or section of the country 
may smugly say that its knowledge of 
trade and credit conditions is all suffi- 
cient. If a delinquent debtor has 
worked his limit in his local section, 
he next distant markets 
where his record His 
nerve and desperation constitute a 


turns to 
is unknown. 


trade menace. 

A premium is placed on business in- 
competence of its debts and delinquen- 
cies are not promptly published. in 
order to avoid preventable losses 
throughout the industry and all its 


branches. 


In the present period of diminishing 
net, the trade should unite in self- 
protection against the unbusinesslike 
and inefficient, the improvident, in- 
competent and incapable who uninten- 
tionally make losses just as surely as 
the commercial crook and the business 
plunderer do. These should not be 
permitted to play other sections with- 
out due notice. 


Hence it should be regarded as 
sound credit policy for jobbers, even 
though their trade territories are 
closely circumscribed, not only to in- 
terchange in confidence and for the 
mutual protection of the local group 
the names of slow and unsatisfactory 
customers, but they should give at the 
same time the same information to 
such a trade clearing house as the 


N. Bot ek 





Reiman Adds to Sales Force 


Frank Pipenhagen and Edward 
Thoraldsen, both of whom were for- 
mer city salesmen of the Metropoli- 
tan Electrical Supply Co., for a num- 
ber of years, have joined the sales 
force of Otto Reiman, Inc., Chicago. 
In joining Otto Reiman, Inc., they will 
again be associated with “Al” Faden, 
who also was at one time with Metro- 
politan. . 

Earl Franklin, who had been with 
Reiman and who left to accept a 
position with the Electric Appliance 
Co., Chicago, is back with the com- 
pany. 

* * * 
Eaco to Distribute Kelvinators 

A. D. Peabody, president of the 
Electric Appliance Co., Dallas, an- 
nounces that “Effective as of August 
16, the Electric Appliance Co., Inc., 
Dallas, has acquired the wholesale 
exclusive distributorship on Kelvina- 
tor electric refrigerators from the 
General Appliance Co., of Oklahoma 
City, covering the entire state of 
Oklahoma. 

“This is somewhat of a new depar- 
ture for an electrical jobber to ente: 
so extensively into the sale of high 
grade specialities, and it is our inten 
tion to maintain a specialty sales and 
service department handling this line 
which will be entirely divorced from 
the general electrical supply line.” 
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One of the Ingot pouring rooms 


Interstate Iron and Steel Co. 
Chicago, III. 


Fnterstate 
Uses Buss 


EN working under intense heat 
Cranes going here and there with 
huge vats of molten metal—Ingots being 
poured—Various steel and steel-alloy prod- 
ucts being formed—all going at high speed 
a regular beehive of activity. 


Such are conditions found in the three 
plants of the Interstate Iron & Steel Com 
pany, Chicago, Illinois. 


Top efficiency must be maintained for 
these many and varied operations. Un 
necessary stops due to useless blowing of 
fuses will not be tolerated. Fuses must 
carry their share of the tremendous activ 
ity; yet blow to protect if, and when, such 
protection becomes necessary. 


Industrial plants of any character are 
good prospects for Buss Fuses. Sell them 
on the basis of positive protection at low 
cost plus freedom from lost time due to 
useless blowing. Tell industrial customers 
that the indorsement of such a concern as 
Interstate Iron and Steel, who have selected 
Buss Renewable Fuses after careful investi 
gation for their three plants, is evidence of 
Buss proven superiority. 


BUSSMANN MANUFACTURING CO. 
St. Louis, Mo. 
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Graybar’s Newest House 


The address of the newest house 
of the Graybar Electric Co. is 492 
Hohman St., Hammond, Ind. 

of the 


September 1. 


there 
New 


Possession property 


was taken on 





Harry Werts 


stock racks have been erected in the 
that time 


material 


warehouse since and sev- 


eral carloads of received 
and put away ready to make its next 
appearance when the orders begin to 
come in from the customers. 

W. E. 
the new house with the title of sales 


N. Olmstead will look 


Guy will be in charge of 


manager. G. 


after the inside sales work and the 
office routines and J. J. McBride 
will be in charge of the warehouse. 


All are experienced men of the Chi- 
cago house. 


Harry Werts, who has had quite 





G. N. Olmstead 





The Newest House of the Graybar Electric Co., Located in Hammond, Ind. 
It Is Under the Supervision of the Chicago Office. 


a slice of Hammond territory in the 
past, will also make his headquarters 
at the new address and it is expect- 
ed that Mr. Guy will also spend 


considerable time on sales work out- 


side of the office. 

Hammond will be the sixth branch 
opened under the jurisdiction of the 
Chicago house, the others being, in 
the order of their opening: Indian- 
apolis; Milwaukee; Grand Rapids; 
Davenport, and Fort Wayne. 

* * # 
Worthington Back in 
Louisville 

T. C. (Dick) Worthington of the 
St. Louis office of the Triangle Con- 
duit Co. is now back home in Louis- 
ville, Ky. 

Dick, who started in the electrical 


business with the James Clark Jr. 





W. E. Guy 


Co., in that city 20 years ago, will 
have charge of Kentucky and south- 
ern Indiana for Triangle with head- 
quarters at 563 Eastern Parkway, 
Louisville. 


* * * 
Death cf Arthur Organ 
Word has come, through _ the 


thoughtfulness of J. L. Owen of E. B. 
Latham & Co., New York, of the 
death of Arthur Organ, formerly 
of Plainfield, N. J., which occurred on 
September 4, 1928. He was stricken 
by heart disease while travelling in a 
train going to Plymouth, England. 

Mr. Organ was well known in the 
electrical and for many 
years was general sales manager for 
the Hunter Fan & Motor Co., Fulton, 
N. Y., and their New York represent- 
ative. Later, he was with the Laun- 
dryette Sales Co. of New York. 

He is survived by a widow and 
daughter. 


industry 


* * 


Averill Makes Flying Trip 

Floyd Averill, president of the 
Fobes Supply Co., Portland, Ore., re- 
cently made a flying trip to San Fran- 
cisco and to the company’s branch at 
Los Angeles—literally fiying, for he 


made the journey by airplane. 
* * 


Wild Goldfish 
had finished a_ very 
evening; he crashed into the goldfish 
bowl and as he tiptoed into the house 
rather unsteadily sprawled onto the 
floor. 


John large 


Ah—a voice from upstairs: 

“John is that you?” 

“Aw, you gwan back t’bed—I ain't 
goin’ t’ leave no damn goldfish bite 


, 


me. 
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BURGESS 
Swap LITE 
FLASHLIGHT 


ACTUAL SIZE 








It’s a 
Gold Mine of Profits for 
Every Type of Retailer 


THE Burgess Snaplite Flashlight is an 
amazing innovation in flashlights. It is 
a complete, self-contained flashlight that 
fits the pocket and fits the purse . . . with 
color, beauty and style—retailing at 39c 
and costing the dealer 26c. Shipped in 
striking counter display carton contain- 
ing 20 in 5 assorted colors. Shipping 
weight three lbs. Jobbers will find this a 
profitable item to carry. Write for our 
proposition. 


BURGESS SwareLTe 
FLASHLIGHT 


_ BURGESS BATTERY CO.~ IIL W. Monroe St.Chicago, Ill. 
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Glad It Helped You 
To THe 
Regarding the report of Mr. Marker 
of the Revere Electric Co. on “Light- 
ing Equipment,’ which appeared in 
the September issue of Tue Jopper’s 
SatesMaNn, I have read this report 
with very much interest and feel that 
articles of this nature should be pub- 
lished often as they are very educa- 
tional. 


EpITor: 


Very truly yours, 
M. E. SHAFFER, 
Electric Sales Co., Canton, O. 


We Preach the Same Gospel, 
Mr. Gertler 


To Tue Eprror: 

In the electrical supply business, 
we find several seasonable items one 
of which is fans, and as every job- 
ber knows, it is perhaps an item 
enjoying the shortest season of any 
of its competitors. While fan sales 
have a great deal to do with the 
uncontrollable elements, as may, per- 
haps, be the opinion of the majority 
of the jobbers, yet under proper 
conditions they can be transformed 
into one of the most profitable items 
the jobber is handling today. 

To illustrate my assertion I will 
relate the activities of our 1928 fan 
season which is a matter of record 
and may be furnished to any jobber 
on request. 

About the month of February, we 
were approached by Mr. Bradshaw 
of the Emerson Electric Manufac- 
turing Co., St. Louis, regarding their 
fan proposition, and, as usual, our 


Letters 
to the 
Editor 


reply was that the “snow was yet 
on the ground,” and we had better 
defer the matter to early spring; 
but Mr. Bradshaw differed with my 
opinion and suggested that I get 
started immediately and that it was 
already too late for a real successful 
fan campaign. 

After discussing the subject pro 
and con, I, was finally sold on the 
idea and we immediately started an 
intensive dealer campaign in_ spite 
of the “snow on the ground,’ and 
while it looked rather difficult at 
first to realize on the efforts put 
into it, yet the enthusiasm displayed 
by the salesmen due to prizes being 
offered made it possible for us to 
sell approximately 35 per cent of 
our total sales during the month of 
March, with the prizes given to the 
following salesmen: J. Greenfield, 
first prize; J. Rodman, second prize ; 
A. Gershoff, third prize; I. Ginstling, 
fourth prize, and M. Metzger, fourth 
prize. 

I can readily appreciate now how 
easy it is to accomplish your fan 
sales before the season is actually 
on hand and I feel now that had 
we started the campaign two months 
sooner, we probably would have 
reached as high as fifty per cent of 


our total sales during the winter 
months. 

Now how can you accomplish this 
successfully ? 


The first suggestion that I can 
make is that you must pick your 
fan and stick to it. The next sug- 
gestion is to get an early start dur- 
ing the winter months with perhaps 
business in general being a bit quiet- 
er than in the fall, with sufficient 
time on hand to concentrate, and you 
not only sell perhaps half of your 
entire season’s capacity, but you also 
spread the other work attached to 
it for a period which enables you 
to handle a volume of business much 
more efficient than could be accom- 
plished during a rush season. 


The biggest mistake that any ot 
us in the jobbing business commit is 
duplication of lines with concentra- 
tion on none—a sin which we our- 
selves are perhaps guilty of, but 
gradually eliminating. 

This fan experiment taught us how 
to handle seasonable merchandise and 
we shall profit by our past in future 
merchandising of such products. 

N. GERTLER, 
President, Gertler Electric Co., Inc., 
New York. 


Thinking in Cains 


To Tue Epiror: 





Van N. Marker’s report on the sub- 
ject of Lighting Equipment hits the 
nail on the head. 

That is just what we need: an ar- 
ticle of that type to show us that we 
have to think in acres and carloads, 
not in just groups and rooms. 

Yours very truly, 
Puitip SHAEFFER, 
West Philadelphia Electric Supply 
Co., Philadelphia. . 





They Liked Your Article, Van 


To Tue Epiror: 


I read very closely the article by 
Van N. Marker and was very much 
interested in it. Surely, such an ex- 
perience as his would be enough to 
make any wide-awake jobber’s sales- 
man wake up to possibilities of illu- 
mination. I enjoy reading such items 
as this very much in Tue Jopser’s 
SALESMAN and have been benefited 
more than once by information I 
gleaned from them. 

I am afraid that many of us “little 
fellows” in the field are not visualiz- 
ing the full possibilities of what we 
can do to promote better lighting. 
Such an experience as Mr. Marker’s 
would not appeal to many of us be- 
cause of the aeroplane feature. 

I have never been “up in the air” 
actually but I would gladly have 
changed places with Mr. Marker for 
just long enough to see what he de- 
scribed. I will have to substitute in 
my mind and close my eyes and imag- 
ine the whole thing as other jobbers’ 
salesmen who read this article will do. 
and go out and “cash in” on what | 
see. 

Let’s have more of these real help- 
giving articles. 

Very truly yours, 
E. L. Prircuarp, 
ReQua Electrical Supply Co., 
Rochester 
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BALL BE, 


53 Million Housewives - 


will read this and the other advertise- 
ments appearing this Fall in the Rotogra- 
vure Sections of a large list of Sunday 
Newspapers in principal cities. 


RING a 
MOTOR C4 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


THIS IS THE 3rd ADV. IN THE FALL SERIES 


Uy it at 


yous Mode] to $3 
Old n 


dealer's 
ecessity, © 9 You 





Salesmanagers, write for details of a sell- 
ing plan that enables Dealers to sell this 
Cleaner “Over the Counter without 
Door-to-door Salesmen”’—and at a Profit. 
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SUPERLATIVE Quatity 


Of every Crescent Product has been the goal of 


this organization from the beginning. 


That 


Crescent has attained a position of leadership 
in the industry today testifies to the high degree 
of satisfaction in product and service that has 


continually been given. 


é RESCENT ‘PRODUCTS 


“Crescent” National Electric Code Rubber Covered Wire 


Cable 


Intermediate Grade Rubber Covered Wire and Cable 


“Imperial” 30% Rubber Covered Wire and Cable 
“Crescent” Lead Encased Wire and Cable 
“Crescent” Armored Cable 

“Crescent” Lead Covered Armored Cable 
“Crescent” Flexible Metallic Conduit 


Also Lamp, Heater, Brewery, Canvasite and Packin- 
house Cords; Plain Rubber Sheathed and Braided 
Portable Cords; Elevator Lighting, Control and An- 
nunciator Cables; Borderlight and Stage Cables; 
Dampproof Office and Annunciator Wires and Cables; 
Special Flexible Cords, Cordage and Cables for Tele- 
phone Instruments and Radio; Magnet wires—cotton 


and silk covered; Organ Wire and Cable. 
tinned copper wire and cables. 


‘ CRESCENT 4 


r INSULATED WIRE& CABLE CO.,, 
CRESCENT ARMORED WIRE CO., 





TRENTON, N. J. 





TRADE MARK 
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Bare and 
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Lighting Automobile 


Showrooms 
By C. F. FARGO 

McKenney & Waterbury Co., Inc. 

BELIEVE 

that one of 
the greatest 
fields of en- 
deavor for the 
lighting expert 
lies in the lay- 
ing out and 
planning of the 
lighting scheme 
of the up-to- 
date automobile 
showrooms and 
show windows. 
Every manager in that industry 
knows that a car well displayed is 
half sold. The salesman who gets a 
prospect of this kind and is fortunate 
enough to land him should write up 
a fair order. 

The plan which I found worked out 
the best is this. After measuring the 
floor space, place the outlets 12 feet 
apart with 300 watt units, using type 
“C” daylight lamps to get the best re- 
sult. These units should be numerous 
enough to warrant a watt to every 2’ 
square feet. This will give the nearest 
approach to the actual daylight that 
may be obtained artificially. A dif- 
fusing unit with three cased glass will 
be pleasing to the eye, and when in- 
stalled nine feet from the floor gives 
no glare or shadow. 

The show windows are the greatest 
problem. I have found that for the 
best window illumination the following 
is necessary. A conduit fitted with 














Two of the boys from Southern Electric 
Co., Norfolk, Va. On the left is E. L. 
Johnson, salesman. His buddie is A. L. 
Wilkinson, who looks after that good old 
stuff called service. In addition to know- 
ing the electrical business these men are 
unusually well posted on civic affairs and 
conditions in their territory. 
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Reproduction of the 
special holiday display 
for Hankscraft Electric 
Egg Cookers. 


ai 


eight at the 
“je- quickly” 


& 


cooks them : Ks 


or 
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Automatic 


roth while 


Elects i& 
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¥/ tablespoon 


of water cooks 
4 eggs without \ 
watching or 


waiting ‘ 


a 


is Christmas its E¢¢ Cookers/ 


Jobber Salesmen are Featuring a Christmas Winner— 


The Hankscraft Electric Egg Cooker 


OBBER salesmen have found 
that the Hankscraft Electric 
Egg Cooker is the easiest to sell 
of any appliance in the entire 
catalogue. This is especially so 
now when dealers are stocking 
up for the approaching holiday 
season. 


( During the past year thou- 
sands of dealers have demon- 
strated that MHankscraft Egg 
Cookers will actually sell them- 
selves when displayed properly. 
We furnish free display ma- 
terial to do 
just this for 
you. Win- 
dow display 
streamers, 
counter 
MES cards, litera- 
y ture — all 











The Egg-Ett 





The Hankscraft Egg Cooker 


this 1s furnished to insure the 
success of the Hankscraft line 
of appliances. 


@@ The 4-egg size cooker re- 
tails at $5.50. For those who 
want to spend less, suggest the 
Egg-Ett (which cooks one or 


two eggs). The Egg-Ett retails 


at $2. 

@@ The Hankscraft Egg Service 
consisting of the 4 - egg size 
cooker, 4 egg cups and an en- 
ameled bronze tray, all beauti- 
fully matched, is the gift su- 
preme. It retails at $11.50. 


GC The gift for mother is easily 


chosen, the Fairy Warmer, 
which automatically heats baby’s 
bottle to the scientifically cor- 
rect temperature. Retailsat$5.00. 


@@ These comprise the quartet 
of Hankscraft “‘sure - fire” holi- 
day appliances. Ask your job- 


ber for details. 


(Ne te: 
iz 









Prices are 
slightly 
higher on 
the Pacific 
Coast.) 





The Farry Warmer 


THE HANKSCRAFT COMPANY ~—, Madison, Wisconsin 
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MURRAY 


METER SERVICE SWITCHES 


Accessible Main 


Fuses 


And 





Combined with 









Accessible 





Branch Fuses 






Types 
to Suit All 


Requirements 

























Easy Wiring is 
Characteristic 
of Every 
Murray Switch 








Catalog on Request 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 





CHICAGO PITTSBURGH DETROIT 

PHILADELPHIA ST. LOUIS MINNEAPOLIS 

BOSTON ATLANTA SEATTLE 
DALLAS 
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This picture was taken recently at the 
jobbers’ show given by the Freed-Eise 
mann Radio Corp. at Briarcliff Lodge. 
The man with his hand on the receiver 
is N. Gertler, president of the Gertler 
Electric Co., New York. 











mogul sockets and spaced three feet 
apart with 500 angle reflectors using 
type “C”’ daylight lamps, or a conduit 
fitted with regular receptacles spaced 
15 feet apart with 100 watt reflectors 
and type “A” regular lamps. 


The above conduit comes all as 
sembled and may be obtained in any 
length for both sizes of reflectors. A 
rotary. switch should be installed to 
control the lights individually accord 
ing to the amount of illumination re 
quired. A time clock should be in- 
stalled to control the lights. From 
the corner of the window frame, or 
from a standard on the floor, a flood 
light reflector should be used to throw 
a powerful light on the individual car 
on display, while the balance of th: 
show room should be in complet 
darkness. This will work out especial 
ly good at night. The reflection from 
this kind of an installation will mak: 
the show room a bright and cheerfu! 
place. 

On a recent installation over 200 
steel enameled reflectors were used to 
light the ramps at the entrances and 
on the five floors of car space. Th: 
pipe, conduit, switches, receptacles. 
outlet plates, fuse plugs and cutouts. 
cabinet and panel board used on this 
job comprised quite an order, besides 
the incandescent lamp contract and 
reflectors. 

In many cases the architect shou! 
be consulted just as soon as the report 
of a prospect is out, in order to grt 
the material you are trying to sell in 
the specifications, and sometimes tlic 
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| THE ie st PERI( RE 


COMPANY) (ome, SUPPLY CO 


\ 


et KT OS 


SOME RECENT CATALOGUES 
COMPILED ON 
THE DONNELLEY 
UNIT SELECTION PLAN 


HARDWARES SUPPLY 
COMPANY 





Which PLAN 


WILL EARN MORE MONEY FOR YOU? 

















$100,000.00 tied up in 7 $95,000.00 in a “hand 
stock investment, picked” stock and 
without a catalogue to OY $5,000.00 in catalogues 
keep the goods before to speed up the stock 
the buyers? p \ turnover? 


Would you like to have us send you samples of catalogues made 
for other jobbers? You can have an up-to-the-minute catalogue 
of your own selection of goods at work before the spring business. 


ER, R. DONNELLEY & SONS CO., CHICAGO 
Builders of Electrical Supply Catalogues since 1904 
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Usedin 
Knockout 




















Canopie 
of Storea 





Ideal for 
Canopie 





Fit Shallow 
Ceiling Pans 





Office Fixtures 





of 
Conduit Box CW 


Fixture Switch 


. Better factory, store and ofhce lighting 
will give you the biggest selling oppor- 
* tunity you have ever had. And the new 
Levolier Fixture Switch is the easiest, 
most economical and most reliable means 
of individual control you can offer your 
customers. ) 


The new Levolier Fixture Switch is the 
most widely advertised and universally 
accepted device of its kind on the mar- 
ket. Our big campaign is reaching every 
phase of industry, building management 
; and store-keeping and finding new uses 
ni and new users every, day. 


Let us send you a sample 
and full information 











ESTABLISHED 1904 


VALPARAISO - INDIANA 
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— 


Taken in front of the Coronado Hotel, 
St. Louis. E. J. (Jack) Diehn, on the 
left, is with the Commercial Electrica! 
Supply Co., and has been a jobber sales- 
man at least 15 years. Vincent Lonergan 
is now a manufacturer’s agent. In the old 
days he was with Wesco and McGraw in 
St. Louis. He ‘was also one of the best 
amateur ball players in the city. 





salesman can make suggestions in re- 
gard to the kind of lighting equipment 
to be supplied, and the information 
will be passed along to the owners. 
Also endeavor to find out the contrac- 


| tor who has been awarded the work, 


| 
| 
| 
| 


and by working together you will have 
a better chance of getting the business. 

A salesman would be quite discour- 
aged, after doing a lot of missionary 


| work, to find that all the material to 
| be furnished were lines he does not 


_ handle. 


| disappointment is to get your goods in 


The best way to avoid this 


| the specifications. 


| 


It is quite essential to follow up all 
leads, such as the real estate news. 
Dodge reports and your local news- 


| papers. 


There seems to be no reason at the 
present time, when the automobile in- 
dustry is forging ahead with leaps 


| and bounds and new show rooms be- 


| ing opened all over the country, but 


| that a “Go Getter” will do well. 


Let's 


| £0. 








“Hello, Fred, howsa boy?” says W. \ 
| Shaffer, sales manager of the Capitol 
Electric Co., Indianapolis, Ind., to F. G. 


Balz, secretary. And Fred allows thal 
business is fine, in fact, so good he offers 
to buy an extra lunch for W. A. 
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NEW YORK Plaig 
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114 Liberty St. BRANCH PANEL BOAM SW BOARD FACTORY AT 
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Here’s a Line of 


Switches 


you can sell 


Everywhere! 


Dt) fo The | 
—— “Circle T”’ MAGNETIC 


With Self-Resetting Relays 

















HE new “Circle T” Magnetic Switch made in both Ratings 


V.,A.C. Single Phase Polyphas 
Local and Remote Control Types for either standard 110 —_  ¢ ae 


self resetting relays or the hand reset type forms a line 220 1, HP. 
of interest to Contractors, Industrials, and Machine Manu- pa . as 


facturers alike. 











This line combines the latest developments in Magnetic- 
Acrossthe-Line starters for Polyphase A. C. Motors, up to 
and including 10 H. P. at 440 or 550 Volts, (maximum 
rating) which represents a very large and fertile field. 


“Circle T” Magnetic Switches possess a number of new 
and unique features. 





Simultaneous double break contact construction gives an Beeline 
exceedingly high interrupting capacity which permits of a 
high rating for a small compact switch. 


One size of Box for all Types—105%” long x 714” wide x 
4 11/16” deep. 


Contacts are self aligning and self cleaning, removable for 
replacement in a few seconds. No flexible leads are re- 


quired. Local Control 
Self Resetting Relays 
Make sure your customers are acquainted with this line. Cover Open 





Sold Through Jobbers 
Yea 


CHICAGO 
2001W Pershing Rd. 


SAN FRANCISCO Local Control 





BOSTON 


1002 Statler Bidq, hte 595 Mission St. Hand Reset Relays 











SAFETY IN POWER CONTROL IS A KEY TO INDUSTRIAL PROGRESS 
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TheNew SQUARE D 





BRANCH OFFICES BRANCH OFFICES 
Boston New York Cincinnati Chica 
Philadelphia Baltimore Milwaukee Minneapolis 
Richmond Atlanta Indianapolis St. Louis 
a nenens ont racuse : as City Le R. - 

uffalo ittsburgh a Jenver s Angeles 
Grand Rapids Cleveland EQUIPMENT San Francisco Portland 


LIGHTER ... 


MANY NEW AND EXCLUSIVE FEATURES 


Panelboard.... 


With Main Fuses 
Door-in-Door 


With Main Switch 
Single Door 


Designed and Built 
to SQUARE D Standards 


Square D has spared neither time nor engineering expense to 
make this new line of panelboards worthy of the Square D name 
—in appearance, serviceability, durability, safety, value. 


They are less bulky than previous types of panelboard—and lighter 
by far. Yet innumerable construction features show what 
extraordinary attention has been paid to strength and capacity for 
heavy duty. 


Among the outstanding features, exclusive with Square D, is the 
use of genuine Bakelite, in walnut color, for all molded parts, 21 
in number. Circuits, too, are designated with Bakelite numbering 
buttons. 


Main switches of 60, 100 and 200 ampere capacity are of the 
Square D improved brush type with exceptionally quick break— 
a new and exclusive design. Handles and panel trim adjusting 
screws are all chromium plated—another exclusive feature—as is 
the use of olive green dull finish on the standard trim. 


These are but a few of many advantages that make Square D 
panelboards easily salable—a permanently profitable electrical 
line that will repay your immediate inspection and sales attention. 


SQUARE D COMPANY, DETROIT, U.S.A. 


FACTORIES AT: DETROIT, MICH., PERU, IND. 
(134) 





ELECTRICAL o ‘ 














SMALLER .. . 





With Lugs in Mains 
Single Door 











Believe it or not, these boys were sell- 
ing fans and Christmas lighting outfits, 
and plenty of both, on the fourteenth of 
August. They are J. B. Paige and T. E. 
McEntee, salesmen for the Frank C. Teal 
Co., Detroit. 





More Prize Winners 

Apparently those gathered at the 
30th annual convention of the National 
Electric Credit Association found time 
to drop the red ink bottle and take 
a golf club in hand. Here is what 
happened in the golf tournament: 

Frederic P. Vose Cup was won by 
Wallace G. Page of the American Mo- 
tor Equipment Company, Boston, who 
had the lowest gross score. Mr. Page 
is the acknowledged, undisputed N. E. 
C. A. champion. 

W. L. Goodwin Cup was won by 
Harold E. Wilkins, secretary Belden 
Mfg. Co., Chicago, who had the low- 
est net score. 

Louis F. Anschutz, treasurer, The 
Ansonia Electrical Co., Ansonia, 
Conn., carried off the National Board 
Prize, consisting of a $25.00 order 
on A. G. Spalding & Bros., for 
second low gross score. 

W. L. Adams, Union Electric Sup- 
ply Co., Providence, R. I., got the 
handsome golf bag put up by A. D. 
Stein, for having the second low net 
score. 

F. G. Macomber carried off the 
third low gross prize of a $10.00 
order on A. G. Spalding & Bros. 
It was put up by the New England 
division. 

W. J. Kreger, secretary, New York 
division, captured twelve golf balls 
put up by F. G. Macomber, as third 
low net prize. 

L. W. Witbeck of the Pettingell- 
Andrews Co., Boston, won the Kick 


| ers Handicap prize, the silver water 
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QUALITY s PARAMOUNT! 








All Plug Fuse Prices Have Been Reduced! 
NOW! 


Clearsite Fuses Cost No More! 
Clearsite Fuses Worth Increased! 


Clearsite Fuses Profits Greater! 
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“STEEL CITY 











Wirelet Conduit Bodies are made in three 
types and eliminate the necessity of using cast- 
ings designed for each condition. By using wire- 
lets you have less stock to contend with and get 
the maximum of flexibility as thousands of com- 
binations are met with three bodies and two 
couplings. Wirelets take all standard wiring 
devices and are furnished with covers of all types. 





Wirelet Couplings rigidly connect the conduit 
to the Wirelet Body. Made in two sizes, one for 
14” conduit and the other for 34” conduit. Both 
couplings fit the one size knockout used through- 
out the three Wirelet Bodies. 





Covers can be furnished to take any standard 
make of Wiring Device. 
The use of Wirelets means Greater Economy. 


They reduce your stock investment and increase your 
profits. A live line for live wholesalers. 


Manufactured by 


Steel City Electric Co. 


PITTSBURGH, PA. 








SipaETEtaLicargliseicaatindpndabieaiantundinnenasenenimeatenesamealaanensamermmmaaaatamnematenamemensneets 














F. G. Macomber, Stern & Co. 
Inc., Hartford, had the best on three 
selected holes first nine and was ac. 
cordingly awarded the ‘‘Starrite’ 
grill donated by G. H. Buckminster. 

Benjamin P. George, Beardslee 
Chandelier Mfg. Co., got the six 
golf balls put up by J. J. Shannon, 
by having the. best score on three se- 
lected holes second nine. 

R. J. Koch, Ilg Electric Ventila- 
ting Co., Chicago, the nearest to 
average between highest and lowest 
gross score, received a prize of six 
golf balls donated by F. G. Ma- 
comber. 

T. A. Daugherty, Alpha Electric 
Co., N. Y., got the six golf balls 
put up by Mr. Macomber for the 
nearest to average between highest 
and lowest net score. 

A. D. Butts, Times Appliance Co., 
N. Y., got the electric egg cooker 
put up by Joseph Milhender for the 
player with the greatest number of 
strokes on any one hole. 

J. B. Keller, General Elec. Sup. 
Corp., N. Y., was awarded the “Dub- 
biest Dub” prize, put up by the New 
England Division, a book by Doug- 
las B. Wesson, “I'll Never Be 
Cured.” 

Jos. H. Lecour, Mitchell-Rand 
Mfg. Co., N. Y., was rated the 
“Boobiest Boob’ and awarded the 
New England division prize for this 
distinction, a book by P. G. Wode- 
house, “Golf Without Tears.” 

In conclusion it might be well to 
add that when Bill Adams told one 
of the players that “golf was _ first 
played in Scotland by shepherds with 
crooks,” the comeback was, “Yes. 
and it hasn’t changed much.” 











A pair of handclaspers, shaking for a 
bottle of “Cliquot Club.” On the left is 
J. E. Sims, purchasing agent of the Gen 
| eral Electric Supply Corp., New Orleans 
The other is C. W. Chapman, of Fulwile: 
and Chapman, Atlanta manufacturers 
agents. 
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No. 3951 Tumbler Switch with 
No. OS71 ‘De Luxe’* Ma- 
hogany inlaid plate, with bronze 
























No. 2860 ‘‘Trigle’’ 
Tumbler Switch 
with No. OS351 
“Templus’’ com- 
position plate. 








No. 122 Duplex Receptacle, 
having cupped bosses and “‘find- 
ing ribs,"’ with No. OV71-B 
““De_ Luxe’’ all-metal, nickel 
silver plate. 








Patines 





No. 2892 ‘*Dugle’’ Tumbler pee. < 
Switch with No. O8S211 a rr ee os \o's Ne $968 Houck pub 
brass plate. - 





switch, Luminous, with No. 
No. 760 Receptacle, with cupped OP51 ‘‘Templus’* composi- 


boss and ‘‘finding rib,"’ with No. tion plate. 
OF71 ‘*De Luxe”’’ Circassian Walnut 
Inlaid plate. 


this glimpse of a room corner 


in a modern house shows Bryant switch and receptacle installations. The residence, 
office or factory, completely Bryant equipped has wiring devices of reliability that 
assure long service and satisfaction. 
“From left to right” - the devices shown above are A “Trigle” switch, with “Templus” 
composition plate, controlling lights in hallway and porch; a “Dugle” switch with 
brass plate, for bedroom and closet; a single convenience receptacle, with “De- 
Luxe” Circassian Walnut inlaid plate, for wall panel in dining room; a push button 
switch at the entrance to all bedrooms: a duplex convenience receptacle, with “De- 
Luxe” all metal plate, - two or three for each important room; and a tumbler switch 
with “De Luxe” mahogany inlaid plate, (indications on handle) for each entrance, 
hallways, dining room, library, living room, sun parlor, kitchen and basement. 





THE BRYANT ELECTRIC COMPANY, Bridgeport, Conn., U.S. A. 
New York - Philadelphia - Chicago - San Francisco 
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News from Graybar, Chicago 

Along with the entry of the Gray- 
bar Electric Company into the radio 
field, it became necessary to organize 


The Heat Indicator Sells This 
Waffle Iron 


For You and Your Dealers 


\\e 


The “Total Eclipse” 
Heat Indicator, an ex- 
clusive feature of the 


Star Rite Empress $18.50 


Waffle Iron, relieves 
you and your dealers 
of all sales effort. All 
that needs be done is 
display it in a noticeable spot. 

No other waffle iron on the 
market today has this pat- 
ented feature. With the heat 
indicator there is no possible 
way of starting the waffles 
until the iron has reached the 
proper heat to turn them out 
crisp and brown from first to 
last. 

Housewives today are mod- 
ern women demanding for 


STA 


ELECTRICAL 


The Star Rite Waffle Iron with— 
Zo" the Total Eclipse ” Heat Indicator 








their households 
equipment that repre- 
sents the latest in efh- 
ciency and ‘saving in 
time and labor. All 
guesswork is elimi- 
nated with this new 
waflle iron. It is as 
accurate as an oven thermom- 
eter and as dependable. 

The “Star-Rite Empress 
Waffle Iron” is being adver- 
tised to thousands of dealers 
and hundreds of thousands of 
women. Cash in on it now. 
It’s a case of first come, first 
served. Get your order in 
early and put this beautiful 
iron on display in every one of 
your dealers’ stores for the 
holiday trade. 


ite 





rs 


negennarecsscncoeresss 


NECESSITIES 


Fitzgerald Manufacturing Co. 


Torrington, Connecticut 


Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont. 
Makers Never-Leak Automotive Gaskets 


¥ 








Willis Murphy 


a new department at the Chicago of- 
fice of Graybar, to be known as the 
merchandise department. 

In addition to radio, this depart- 
ment will also handle other resale 
items such as household appliances, 
reproducers, audiphones, etc. 

This new merchandise department 
will be in charge of a merchandise 





J. P. Lawton 


manager and Willis Murphy, a man 
of very wide experience in manufac- 
turing and in merchandising appli- 
ances has been engaged to act in 
that capacity. 

J. P. Lawton will continue to have 
charge of the sales’ of household ap- 
pliances and he will report to Mr. 
Murphy. The “Hearing Aid” divi- 
sion, with E. J. Barland in charge, 
will also come under the jurisdiction 
of the new merchandise manager. 

A display room and offices for the 
new department has been arranged 
on the eighth floor. It is the in- 
tention to have on exhibition there 
the latest models of Graybar radios 
and appliances at all times. 
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Type LBL 





Type SE 





Type TL 





= 


Type H 
Coupling 








Type KO 


Connector 








A Type for 
Every Need 


KONDU THREADLESS 
FITTINGS can be used in so 
many combinations and are 
so simple in design and 
practical in use, that job- 
bers’ stocks are considera- 
bly less as compared with 
stocks of threaded fittings. 








All classes of Industrial 
Users, Public Utilities, and 
Contractors testify to sav- 


ings effected by the use of 
KONDU THREADLESS 


FITTINGS. 


Can you, as a jobber, af- 
ford to pass up a line so com- 
plete and so profitable? 


Send for catalog fully il- 
lustrating our complete 
line. 





Erie MalleablelronCo. 
Kondu Division ERIE, PA. 


Offices in Principal Cities 





Type R. 
Konbu Reducer 





Sleeve to Clamp 
Fibre Conduit 





90° Knockout 
Connector 


Pe 





Type SLP 
90° Short 
Elbow 
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’ : Mak e 


‘ » Those who 
% plan wiring 
will 
remember 
your help 








YQ LY 


The switch mechanism of the C-H 
Porcelain Socket is strong and positive. C-H ae ren i, «om 
The construction throughout is rugged Fi gn 30 ie a ” ae om ‘ 
to withstand years of service. A single pote, eg ee, ee —_ lied 
assembly screw saves time in wiring Patri , ‘ln, 6 paimene ei! maw e 
and interchange of caps and bases is bi dis a magpie way es one targe 
possible. Made in the key, keyless, = pon Prem gg = ee ap eney 
push-button and pull-chain types. = “ Ps y the 
Approved by the Underwriters. RaOretee re 


4 3 Y Y 
SELL COMPLETE CONVENIENCE 





























, 
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your knowledge sell 


more wiring jobs... 


Before wiring plans are settled, 
co-operate with your experience, to assure 
complete wiring and a better job 


OW-A-DAYS, the man 
who sells any product 
is expected to be an expert 
in its uses... From lawn- 


the home more attractive, 
and thus more readily sal- 
able at a good price—as 
well as a more satisfying 








mowers to motor trucks, 
the buyer looks to the seller 
for pointers on how to get 
the most satisfaction, serv- 
ice, or profit out of his 
investment. 

Use this modern sales 





C-H Duplex Receptacles are small 


and shallow—designed for easy han- 
dling and quick wiring. Parallel slots 
are polarized. Contacts are heavy one 


piece phosphor bronze doubled to in- 
sure firm contact at all times regardless 
of lengthof service and to prevent stub- 
bing. Approved by the Underwriters. 


place to live. 

It will pay you two ways. 
A completely wired home 
gives you the maximum 
profits on the job because 
more material is used. And 


trend in your business. Your special- 
ized experience has made you the logical 
source of electrical wiring knowledge 
in your locality—a source which the 
architect, builder, or owner, whoever 
plans the home, will gladly use—if you 
make him think of you. 


Before the wiring plans are settled, 
offer the results of your experience—your 
knowledge of how wiring can make 


a satisfied customer will 
remember you—give you first chance 
on the next job. 

To safeguard the goodwill thus built 
up, always install C-H Wiring Devices— 
a complete line with an unquestioned 
reputation dating back over a quarter 
century behind it. 

You will need the latest Cutler-Ham- 
mer Catalog describing a quality wir- 
ing device for every need. Write for the 
Catalog and stock up from your jobber. 


C-H Wiring Devices are sold through jobbers 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 


1285 St. Paul Avenue 


CUTLER 


MODERN WIRING 


Ww 





MILWAUKEE, WISCONSIN 


AMMER 


NECESSITIES 


aN 











C-H Automatic Door Switch can be 
installed in any door jamb. Light is 
turned on automatically when the door 
is opened. Especially convenient for 
lighting closets. Designed to fit in any 
type of box and to use any type of wire 
including “Romex.’’ Approved by the 
Underwriters. 


aN 


GS © Oo D 


C-H Toggle Flush Switches handle all 
lamps including gas-filled bulbs. Built 
shallow, they are convenient to install 
in any standard box. Made in single- 
pole, double-pole, 3~way and 4way 
types. Approved by Underwriters. 
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DAYTIM 


Cat. Nos. 2002 and 2003 


‘ _MAZDA LAMPS 


DECOR 






[ESAS WELL 
RWRITER 





P&S Quality 


Colorful Lighting Sets 


hae striking colors make the 
new P @ § sets effective in the day- 
light as well as at night. They add a 
new attractiveness to decorative light- 
ing. These sets are available in three 
styles, all of the multiple type, and a 
burned-out lamp does not affect the 
balance of the string. They are all 
listed as standard by the Underwriters’ 
Laboratories. 


The new intermediate base develop- 
ment has increased the desirability of 
attractive indoor decoration. Cat. Nos. 


Cat. No. 2002 is particularly for use when 
several sets are to be connected. It is equipped 
with a lead ten inches long from the plug to 
the first socket. List Price, per set, $4.50. 


Cat. No. 2003 is for use where a long 
lead is necessary to reach the outlet. There is 
a six foot lead from the attachment plug to the 
first socket. List price, per set, $4.50. 


These sets—including the lamps—are thorough- 
ly tested on full current before 
Factory. 


leaving the 


Now is the time to get orders on these sets. 


2002 and 2003 are intermediate base 
sets with brilliant red and green sock- 
ets, red and green wire and genuine 
Mazda lamps in seven vivid colors. 
Each set has seven lamps evenly spaced, 
twenty inches apart. Electrically, they 
are right and their strong, rugged 
durability will withstand the most se- 
vere weather conditions, as well as 
rough handling, thereby serving both 
indoor and outdoor use. 








This is the standard P & S 2000 Outdoor 


Decorative Set. It is intended for lighting 
larger objects. The sockets are for standar 
house size lamps. Lamps are not furnished. 


List Price, per set, $6.10. 
They mean profit for 


both you and your customer. 


PASS & SEYMOUR, Inc. 


SOLVAY STATION, Syracuse, N. Y. 


NEW YORK: 71-73 Murray St., 


CHICAGO: 730-32 W. Monroe St. 


SALES REPRESENTATIVES 


BOSTON 
A. D. Stein 
156 Purchase St. 


DENVER 
F. E. Staible, Inc. 
2356 Blake St. 


SAN FRANCISCO 
C. R. Bach Co. 
252 Fifth St 
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Here’s A Good Man 


It is known to us that a 
high grade man, who has been 
in charge of credits, collec- 
tions, accounting and office 
management of one of the 
largest electrical wholesalers 
of the country, will be open 
for a position in about 30 
days. He has had 18 years 
of experience along his line 
in the electrical field, and has 
been with the above-mentioned 
wholesaler for the past six 
years. 

This man is thoroughly 
capable and his reasons for 
looking elsewhere are solely 
to secure if possible broader 
opportunities for development 
work in a good company 
where his experience will help 
to increase its earning possi- 
bilities. He is a married man, 
but will consider a location 
in practically any part of the 
country. His address may be 
obtained by writing to Tue 
JospBEerR’s SALESMAN. 











Knoll to Distribute Fada 
The A. Knoll Electric Supply Co., 
Cincinnati, O., has been appointed a 
distributor of the “Fada” line of radio 
sets. This company also has taken 
on Cunningham tubes and “Universal” 
appliances. 








David Aitken, Sr., manager of the 
electrical department of the George 
Worthington Co., Cleveland, O., hasn't 
much to say about his own career, but is 
justly proud of his three sons and their 
prospects. One is a draftsman, another 
a budding scientist and naturalist, while 
the third is working and studying hard 
at aviation. 
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Now for the first time 
you can cash in on Hallowe'en 


for Hallowe’en—yet thousands of people enter- © MaGazine—October. 


| | NTIL now the electrical trade had nothing to sell November. Vocue—October 13th. DENNison’s Party 


tain at that time—individuals, 
clubs, societies, churches, put on Hal- 
lowe’en parties and dances. They are 
all looking for something new and inter- 
esting in decorations. Why shouldn’t 
your dealers supply it and make the 
profit ? 

Suggestions to decorate for Hallow- 
een parties with Noma Lights appear 
in leading magazines. SATURDAY EVEN- 
ING Post—October—full page in color. 
Goop HousEKEEPING—full page in 
four colors—November—(out October 





The leading people in every commu- 
nity will see these advertisements. 
Millions will see our advertisement— 
“For a Peach of a Party.” 

Tell your dealers to display Noma 
strings of Color-light October 15th to 
October 30th. Hundreds of people who 
have already made up their minds to 
buy Nomas for Christmas will see 
the opportunity to get this extra use. 
They will make the sales if they 
display the Noma Strings of Color- 
light in their windows and on their 








25th). Lapres’ Home JournaLt— counters. 


Suggest dealers’ windows decorated with Noma Lights and you’ll make new sales 
If your dealers haven’t stocked, get them to order at exceeded the supply. This year there will be a greater 


once. You can supply them. Three chances to sell— demand. This year a bigger and greater advertising 
Hallowe’en, Thanksgiving week, Christmas week. campaign—this year greater co-operation than ‘ever 
from all electrical organizations. That means more sales 

Watch for Noma’s Christmas Campaign for you— 
Bigger—more colorful—more exciting than ever If your dealers display Noma Strings of Color-light 


they'll sell them. 
NOMA ‘ELECTRIC CORPORATION 
340-344 Hudson St., New York 





Last year hundreds of dealers didn’t order large 
enough stocks. Letters and wires at thelast minute 4 
failed to bring them. Demand in most cities 7 


NOMA ei LIGHT 


© 19283 N. Kw. Corp. 
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At the end of Every Wire 


There’s a Terminal 





..emake it a 
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HERMAN Terminals and 

Connectors have an ap- 
plication on practically every 
electrical installation, 
whether power, lighting, ra- 
dio or automotive. The 
Sherman Line is the only 
complete line, with every 
item the highest quality, in 
materials and design. 





















You can build up a profit- 
able repeat business on 
Sherman Connectors and 
Terminals among contrac- 
tors, dealers and automotive 
electrical establishments. 









» SAERWRA 


a. 
yy 
* sid + 
~ / 


Send for complete catalog. 


Sold through 
Jobbers 


e 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 
























Here is Morris Lipshultz, manager of 
the Incandescent Supply Co., St. Louis, 
enjoying a little outing. “Just away from 
business for a day.” 





Schuster to Increase Ware- 
house Space 


The Schuster Electric Co., Cincin- 
nati. O., has purchased the lot next 


| to its present location at 2169 Spring 


Grove Ave., and will build an addition 
for warehouse and shipping purposes. 

John Schuster, president of the 
company reports that business, espe- 
cially in radio, is good. 

* * * 

“Throw up your hands, I’m going 
to shoot you.” 

“What for?” 

“I always said if I ever met a man 
homelier than I, I’d kill him.” 

“Am I homelier than you?” 

“You certainly are.” 

“Well, then, go ahead and shoot.” 








W. W. Gambill, Jr., familiarly known as 
just “Wheless”, extends the hand of fel- 
lowship to R. R. Shedd of Westinghouse 
Mr. Gambill is vice-president of Braid 
Electric Co., Nashville, Tenn. 
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THE HEMCO CONTEST-—a proved bus- 
iness getting plan for your store, the 
material for which will be furnished 
free if you mail back the coupon 
shown below. .... When this coupon 
is received, you are sent window stick- 
ers, mailing pieces—a goodly supply of 
entree cards, together with a beautiful 
orange and black counter display card, 
illustrated at the right. .... That is all 
of the material needed for you to 
reap the benefits of the big HEMCO 
Contest. ... Five hundred dollars 
in twenty-three cash prizes is offered 
to your customers for the best 
descriptions of the use of any one 
or all HEMCO products in the 
home..... By placing the Con- 
test Display Stand on your coun- 
ter, your customers will help 
themselves to entree cards held 
in a pocket on the display 
stand. Others will make in- 
quiries as to where they can 
secure contest entree cards, 

: thus advertising your store and mak- 

{ ing more friends for it..... You will 

. benefit most if you act prompt... . 


Send back the coupon today. 









~Y of 
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The Bryant Electric Company 


Bridgeport .. Connecticut 





NEW YORK’... . 3. « « « «'« 342 Madison: Ave: 

PHILADELPHIA ... . . . 1317 Widener Building 
CHICAGO. ....... .~- + 844 West Adams Street 
SAN FRANCISCO. ...° . 149 New Montgomery Street 
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HERE 





Send me 
the equip- 
ment for this 
proved business 
getting plan. 
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Is the Radio Dealer Teed-up 
Too Highr 


HERE is some question in the minds 

of those in the radio industry as to 

whether or not the radio dealer is mak- 
ing a profit. Some say “no,” others say 
“yes.” Or, to put it another way, “some 
dealers are and some dealers are not.” There 
is a strong possibility that those who are not, 
have been teed-up too high, with the result 
that they are finding themselves slicing into 
the rough on their merchandising plans. Per- 
haps this type has not as yet quite learned 
what it is all about. 


244 


One wholesaler commenting on this situ- 
ation states that years ago when they were 
in the phonograph business to a considerable 
extent, it was scarcely a known thing for a 
dealer to sell phonographs at other than his 
established price plus the finance carrying 
charge. Today, he is willing to wager that 
in any city in the United States a representa- 
tive could be sent to purchase a radio set for 
cost, and in doing so secure a concession. 
There are altogether too many dealers ready 
to give a discount from the list price, sell on 
time, require neither down payment, nor car- 
rying charge, and throw in a ridiculously 
large trade-in allowance for good measure. 


424 


But concessions do not constitute all of the 
troubles. When the consumer walks into the 
average radio dealer’s store, he finds a mass 








of models made from Maine to California. 
And what happens? He is thrown into such 
utter confusion that the chances are he buys 
nothing and the result is that the dealer is 
left at the end of the active season holding 
a bag containing four or five times the 
amount of merchandising he should have. 
Add to all of this, the service expense in- 
volved, and we can readily see just why the 
dealer is not making money. If he were mak- 
ing the legitimate profit planned for him on 
the basis of sound merchandising he would 
find that he was warranted in giving the 
service the customer expects. 


444 


Unfortunately the dealer is not always able 
to locate the trouble, and in his failure to do 
so, arises considerable confusion. For ex: 
ample, a dealer in St. Paul sold a set for 
which the consumer refused to pay on the 
grounds that the merchandise was defective. 
After failing to find the cause of the trouble, 
the wholesaler was called in. His man lo- 
cated the difhculty—an “X-Ray” machine 
one block away. The set was sent back in 
a damaged condition, the customer refused 
to accept its return, and the wholesaler was 
left sittin’ pretty with an expensive set on his 
hands, no place to go with it, and an expense 
account to O. K. involving a salesman’s time 
for two day trips and a night trip in an effort 
to make the set stay sold. 
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Now then what can be done to put this 
class of dealer on a footing with the real 
merchant. First of all he should handle a 
fewer number of lines. Most manufacturers, 
these days, come pretty close to running 
down the scale of prices in their various 
models to meet the ceiling price of the buyer, 
whether rich or poor. 
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Second, he should be sold on a fast turning 
line, for in turn-over lies the secret of profit. 


— 


He most certainly should learn to discour- 
age the trade-in practice with allowances too 
high, and when a trade-in is necessary, a com- 
petent man should be on hand to reclaim the 
set and put it in such a position as to get at 
least the trade-in value on a re-sale. 


* 2 9 


Service men should be impressed with the 
expense involved in running their department 
so that when the fault rests with the custom- 
er, an explanation of the trouble can be 
made and a suitable charge made for the call. 
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In handling deferred payments, a proper 
down payment should be secured and a 
carrying charge plus interest included some- 
where in the price. 


The Editorial Advisory Board of THe Jopser’s SALESMAN includes the 
following outstanding figures inthe world of Radio: H. H. FROST, 
Vice-president of the Federal- Brandes Corp; DUANE WANA- 
MAKER of Grigsby - Grunow - Hinds Co; HAROLD WRAPE, 
*k President of Benwood-Linze Co.; POWEL CROSLEY, JR., President. i 
Crosley Radio Corp.; E.G. CLEMENSON, Assistant General Sales Man- 

ager, National Carbon Co., and F. H. BERNHARD, Technical Editor P 











— 








He should be advised to weed out com- 
mission men who create an exceptionally 
high sales cost by promising anything and 
claiming a great deal more to land the order 
regardless of the fact that in many cases his 
extravagant statements only result in excess- 
ive service, returned goods, and the overhead 
involved in re-selling the customer. 


> > ¢ 


The dealer should, as well, sit down and 
give some real analytical thought to the de- 
mands of his particular territory and auto- 
matically adjust his merchandising ideas to 
suit such demands. This involves his decid- 
ing just where his greatest possibilities as to 
net profit will come from, and his choosing 
to the best of his ability those products 
which will answer that decision. 


— > Ss 


If he can be made to see the folly in 
changing his lines so frequently, and made to 
concentrate instead on sets of reputable 
make, well advertised, reasonably free from 
service demands, and backed by his distribu- 
tor to the fullest extent, he will become a bet- 
ter merchant, and as his success reflects the 
entire industry's success no one’s time is too 
valuable that it cannot be devoted to some 
extent at least in getting these thoughts be- 
fore him. 
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Radio World’s Fair 


Big Success 


Representatives from every branch 
of the radio industry and a few head- 
liners, as well, from other industries, 
attended the Radio World’s 


recent 





Miss Lita Korbe Who Won Radio Essay 


Fair in Madison Square Garden, New 
York. Exhibits of the latest develop- 
ments in radio competed for attention 
against the tremendous interest dis- 
played in the progress of television. 
Thousands of of the 
metropolitan district of New York 


radio fans 


and its immediate environs exhibited 
the the 
booths of the many manufacturers ex- 


greatest enthusiasm over 
hibiting. 

Among the celebrities who attended 
the 
Henry Ford and Thomas A. Edison. 
“Queen of Radio” was 

the Miss Lita 
Korbe, a Minnesota girl studying mu- 


show were: Harvey Firestone, 
A new 
crowned at Fair. 
sic in New York, was chosen by the 
six judges in an essay contest that 
covered the United States and even 
some foreign countries to act as the 


“Queen” for the new year. One essay 
that 
came from Austria. 

Miss Korbe, as the result of her 


received serious consideration 
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coronation, has become one of the best 
known young ladies in North America. 
Newspaper writers have written in- 
terviews and camera men _ have 
rounded her up for photographs of 
the “Queen of Radio” with her radio 
set. 

Miss Korbe began her acquaintance 
with radio in the Kolster laboratories 
in Palo Alto, California. Her home 
town is Chisholm, Minn. She wanted 
to earn enough money to train her 
voice, so she took a three-year’s course 
in nursing. As a nurse, she worked 
in Montana, Oregon, San Francisco, 
and Los Angeles. It was while she 
was visiting Leland: Stanford Uni- 
versity to appear in a concert before 
the student body that she visited the 
laboratories, and before long she re- 
ceived a laboratory radio receiving set 
which she installed for her own enter- 
tainment and for her patients. She 


has been a radio fan ever since. 
* * * 


Radio Week 


“Radio Week” has come and gone. 
Beginning Monday, September 17, it 
was observed throughout the United 
States. What it did in the way of 
stimulating sales is yet to be deter- 
mined. Radio Week, however, has a 
great advantage over other “weeks” 


promoted in other fields of industry, 
inasmuch as the radio industry has 
within itself a tremendous agent 
of publicity. For this reason it was 
very much in the minds of millions 
of radio users and must have had a 
pronounced effect in the way of pro- 
moting new sales and betterment of 
existing equipment. 

Radio manufacturers, wholesalers, 
and retailers joined in one big band 
of boosters, focusing in many of the 
larger centers as “hot spots,’ so to 
speak, in directing the public mind 
toward radio. These activities were 
headed by the “$100,000 — Pro- 
gram” deluxe, put on in New York 
and broadcast everywhere. This was 
“followed up” and crystallized local- 
ly by such affairs as the “Radio Fes- 
tival Day” banquet given in Chicago, 
where over 1,000 guests gathered at 
the Hotel Stevens to enjoy the re- 
ception of the New York program 
as well as the abundant entertain- 
ment provided by the local radio 
stars and the guests of honor from 
the beauty, athletic, flying and the- 
atrical worlds. Prizes, many of 
which were valued at several hun- 
dreds of dollars, ranging from a 


large assortment of complete console 


(Turn to Page 85) 





Opening of the Radio World’s Fair—Left to right: Charles Edison, Harvey Fire- 
stone, H. H. Frost, Henry Ford, and Thomas A. Edison.—Herbert Photo. 
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Model 515 


$9950 


al eel 


Model 519 


$2195 





Model 518 


139 


ALL 


Complete with 
KELLOGG 
A-C Tubes 


" The Name KELLOGG 
Back of These 


PRICES 


Creates Exceptional 


VALU | 


that Insures Volume Sales 


KELLOGG RADIO—always associated with the highest quality—both in the 

minds of the trade and of the public—now comes to you with these popular priced 

models, all built to the same standard of quality as the higher-priced Kelloggs. 

The announcement of a Kellogg Radio, selling complete with Kellogg A-C tubes 

at less than $100, will create a demand that may congest even our vast facilities. 

We suggest that new dealers, who may be interested, get in touch at once with 
the proper Kellogg distributors, or write us immediately. 


KELLOGG SWITCHBOARD & SUPPLY CO., Dept. 53-77, CHICAGO 


KELLOGG RADIO 
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Radio Through The Camera’s Eye 


Right: Dr. Herbert A. Dorsey, of the U. S. Coast and 
Geodetic Survey at Washington and his newly developed 
Fathometer, used by the survey to take accurate “sound- 
ings” of the depth of the sea while the ship is in motion. 
A small bomb, which Dr. Dorsey is holding in his hand is 
filled with T N T, thrown into the sea and exploded. The 
vibrations travel to the bottom of the water and are re- 
flected back and picked up by a microphone mounted on 
the bottom of the ship. By noting the interval between 
the time the bomb explodes and the echo returns the 
depth of the water can be determined. 




















Below: Members of the Federal Radio Commission 
and representatives of the Canadian, Cuban and 
Mexican Governments recently met in Washington 
' to discuss plans for an allocation of broadcasting 
_ frequencies on the North American Continent. Front 
row, left to right: Laurent Baudrey, Canadian 
Legation, Washington; C. P. Edwards, Superintend- 
ent of radio, Canada; R. P. Altanaza, representing 
~~ the Cuban broadcasters. Back row: Com. O. H. 


~~ ee Caldwell, Federal Radio Commission; Louis Bethart, 
ene technical advisor, Cuba; Judge E. O. Sykes, Federal 
~~ Radio Commission, and R. P. Manson, technical ad- 


visor, Canada. 


Vr 








Above: Miss Ruth 
Etting, known all over 
the country as one of the 
prettiest and most bril- 
liant of Mr. Ziegfeld’s 
“Glorified Girls” was in 
Chicago recently to fill 
an engagement. In spite 
of the heat wave, she was 
kept exceptionally busy 
entertaining orphans and 
the like. One day, hav- 
ing some broadcasting to 
do she did it from the 
cool depths of the lake, 
or so the story goes.- 
Photos by Underwood. 
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Peautiful 
Fatthful 
Outstandin 


Slagle Radio Company 
Fort Wayne, Indiana 


DIVISION UNITED STATES ELECTRIC CORPORATION 
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Radio Through The Camera’s Eye 






















Left: The first public exhibi- 
tion of television was given 
during the “Radio Worlds 
Fair” in New York. The sec- 
ond exhibition of television will 
follow at the Chicago radio 
show, Oct. 8 to 14 Photo 
shows Jack Nelson facing four 
giant (said to be the largest 
in the world) photo-electric 
cells and having his likeness 
broadcast. U. A. Sanabria is 
at the right—Underwood. 
















Below: More Television. An airplane flying high above 
Philadelphia shortly before darkness on Aug. 14th, broad- 
cast a photograph of Col. Lindbergh, which was received 
on more than 100 special sets throughout the city with a 
fair measure of success. It was said to be the first time 
the feat has been accomplished. Photo shows, left to 
right, George W. Humpfer, engineer for station WFI, and 
John G, Leitch, inside the plane, looking at the radio 
photo transmitting apparatus.—P. & A. 













Above: One of the “curios” exhibited at 
the National Radio Show in Los Angeles 
was a tiny radio set made on a coal shovel. 
Miss Virginia Parent is operating it. And, 
it was said to have worked, but then 
Virginia probably charmed it.—Underwood. 
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Balkite A-7 in a rich, hand- 
carved, walnut cabinet by 
Berkey & Gay. Completely 
equipped, including dy- 
namic speaker. 











ats behind the p 











Balkite A-5 (table model). 
Walnut cabinet by Berkey 
& Gay. 


Balkite A-3 the same, in an 
all metal case. 


$175.00 to $450.00 


All models are identical in operation; 

the only difference is in the cabinet. 

Prices are slightly higher west of the 
Rockies. 


CABINETS 
BY 


Berkey & Gay 


No buyer,dealer orjobber questions the 
excellence of the Balkite AC receiver. 
Often times, however, they do want to 
know why the price. 

The best answer is a precisely similar 
situation in the automobile field. Every- 
body knows that there is a great deal 
more difference between a fine car and 
moderately-priced car than meets the 
eye. The difference, which corresponds 
to the difference in the price, is in the 
“concealed value”; to the buyer, it is in 
the quality of service he will get over a 
period of time. 

Balkite AC is in exactly the position 
of the fine car. No attempt is made in 
this set to compete in the lower-priced 
market, already admirably served by 
other radio. Balkite is for the man who 


FANSTEEL 
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rice 


of the Balkite AC 


wants a fine quality of service over a 
period of years; who is willing to spend 
his money for engineering refinement 
in a radio exactly as he would in a fine 


car. 

Every dealer has such prospects. Yet 
this field is wide open; if you didn’t sell 
such a prospect a Balkite, what would 
you sell him? 

Needless to say, from the point of the 
dealer, he is better off selling Balkite 
to a prospect than any other radio, be- 
cause the profit he makes is real, not a 
book-profit. Service doesn’t cut into it. 

Engineering refinement in Balkite 
AC has solved the problem of radio 
service. Sell Balkite and share the profit. 
Fansteel Products Company, Inc., North 
Chicago, Illinois. 


Balkite Radio 
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Right:—Rainier National Park, 
W ashington.—Photo shows a group 
of mountain-climbers using a port- 
able radio set at the top of Pin- 
nacle, a 7,000-foot needle of rock 
in the famous Tatoosh Range in 
Rainier National Park.—Under- 
wood. 


























How many homes, which house radio 
fans, are cluttered up with multitudinous, 
and assorted radio parts—some good, and 
some long since past their days of useful- 
ness. All real experimenters have them, 
in profusion, and they hang on to them, 
either for sentimental reasons, or because 
they represent a _ respectable outlay of 
money—on the remote chance that they can 
realize something on their sale to other 
bugs. Here’s a collection that represents 
an outlay which would have paid for an 
automobile and we caught the bunch as it 
was being lifted on a shovel into the rub- 
bage can. Oh, well, that’s how it goes.— 
Herbert Photo. 

















Clayton Irwin might try to tell some of 
us that his is a difficult task, and perhaps 
it is, but when we find Clayt talking it 
over with Ann Pennington we are inclined 
to view his position in a rather envious 
manner. Ann, we understand is showing 
Mr. Irwin how do to the new “radio drag.” 
Clayt, we take it, doesn’t care so much 
for the dance, or perhaps she is scratching 
the top of the radio set, for, to all ap- 
pearances, he is reaching for a gun. 
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—-ELECGERIC=RADIG— 
) {Grigsby-Grungy/Company, Exclusive Mfrs.} 





Everybody Wonders: 


. “How can it 
be done?” 





Majestic, 


is DOING it, 





GRIGSBY-GRUNOW COMPANY 


5801 Dickens Avenue Chicago 
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AMERICAN 
REPRODUCER 


DYNAMICS 


Increase the Quality of 
Your Radio 100% 
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YNAMIC . ’ 
bet can Sell our line for GOOD business 


bene ASSETS 





ee Brice Guarantee 
No. 1 Se ET ey i 

No. 900 DC Type.............0-06 $55.00 Service 
No. 300 G-volt Type........-ss-00 $50.00 


Proved Perfor mance 
Satisfied Customers 





LIBERTY Profits 
Model Covered by Lektophone License 
Magnetic 
Type 


The Gold Stand- § 
ard of Coneg 
Speakers. A bet- } 
ter Cone Speaker 
is not Obtainable 
at any Price. 20- 
in. Cone. Bronze 
Finish Only. 


Price $30.00 








American 


No. 1B Unit 
Magnetic T ype 


An excellent Unit 
for Cabinet In- 

















stallation. Fur- D Sc Table Model Sufficieatiy L 
: : : ynamic lable ode ufmcient arge to 
nished in Plain Fit Any Make AC or DC ensienr, Fur- 
Wood Box. nished in Walnut Finish. Sizes: 32” x 14” 

Price, $15.50 x 29”; 20” x 1834” x 29”. 

No. 500 AC Dynamic Type..Price, $85.00 
Chassis Only $13.50 No. 600 DC Dynamic Type..Price, $75.00 
No. 700 6-volt Dynamic Type. Price, $65.00 











CORPORATION 
JERSEY CITY, N. J. 














MAGNETICS 


Tonal Qualities of 
Remarkable Realism 

























ACI DCc2 
Dynamic Dynamic 
Chassis Chassis 
$48.00 $38.00 

6- volt No. 3 Chassis $35.00 
American 
Junior 
Magnetic 


, Type, 20 in. 
e) Double Cone, 
Real Perform- 
er, exceptional 
value— 





GOTHIC 
Model 
Magnetic 
Type 


Artistically Hand- 
some and Acous- 
tically Correct. 
Type No. 6. Wal- 
nut Finish Only. 


Price $30.00 

















The Most Complete and Distinctive Line of Reproducers Ever Offered to the Trade 


After six years of continuous and successful operation the AMERICAN REPRODUCER CORPORATION now offers to the trade 
what it believes to be as complete a line of dynamic and magnetic reproducers as any wholesaler could desire. The prices of 


the ARC line place this quality product within reach of all classes of buyers. 


The beautiful designs offered, plus the wonderful performance assured, will prove a real money maker for the aggressive 


dealer, 


The sale of an ARC speaker makes real profit in money and friends. Written factory guarantee of one year on all models. 


Prices slightly higher west of the Rockies. 


Sold Exclusively Through Wholesalers. A Few Territories Available to Experienced Representatives 


AMERICAN REPRODUCER CORP. 





AMERICAN REPRODUCER CORPORATION 
55 West 42nd St., New York City 














General Sales Offices: Please send at once information and prices on the ARC line. FACTORY: 
55 West 42nd St., RRR ch os cera ees EARS Seer COI EEE RGR oebiaiveaie 
New York City. MEER 655 5s Sasol dine eee ene eR OER ae aoe Care JERSEY COTW, B. J. 
Po i0cs peGoten Ranh ee 5 eee eat eee eee OO ee 
A | RIAA RAAT 2 8 Ta 
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General View of Opening of Radio World’s Fair in Madison Square Garden.— 
Hubert Photo. 





(Continued from Page 76) 
radio receivers to loud speakers and 
other radio accessories, were awarded 
throughout the evening to fortunate 
winners of various contests. 
* * * 
Television Another Step 
Farther 

Reports from Schenectady are to 
the effect that in an experimental way 
television has made its initial appear- 
ance as a vehicle of the drama. A 
one act play—““The Queen’s Messen- 
ger’ —having a cast of two characters, 
was presented through television in 
the General Electric laboratory, being 
broadcast by the company’s station 
WGY. Pictures and the spoken por- 
tion were synchronized. The pictures 
appeared on a small screen a few 


inches square and displayed only the | 


heads of the characters. 


The television apparatus used in the | 
broadcast of the drama was a simpli- | 


fied and portable set developed by Dr. 
Alexanderson. The broadcast of the 
drama was made possible through the 
use of three television outfits, consti- 


tuting, so far as the receiving appara- 


tus was concerned, a single camera. 


The three units were connected with 
a single broadcasting 
through the use of a director’s control 
switch the individual action of each 
character was sent in consecutive 
order to the receiving apparatus. 


The limited range of the camera 


made necessary the “framing” of the | 
actors, that is, keeping them within | 


the small pickup area of the camera. 


outfit and | 








The County Electric Supply and Radio Corp., 225 Broadway, N. Y., a subsidiary 
of the Gertler Electric Co. of the same city, recently held a radio show at the Getty 
House in Yonkers, N. Y. This was for the benefit of the dealers in Westchester and 
Putnam counties on the Freed-Eisemann radio line and “Hot Point” appliances. The 
second gentleman at the left is Mr. Smith, office manager of the “Hot Point” division 


in New York. 
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Now is the 
time to re- 
tube the 
radio sock- 
ets in your 
commun- 
ity. The 
public has 
learned to 
‘lookforthe 
@ on top 
of all. 


RADIO Z TUBES 


Standard Since 1915 


The Choice 
of Millions 
E. T. CUNNINGHAM, INC. 


New York Chicago 
San Francisco 


Manufactured and sold under rights, patents 
and inventions owned and or controlled by 
Radio Corporation of America 
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New Radio Products, Illustrated 








the Adler Mfg. Co., Louisville, Ky. 


August issue. 


a 


On the left is the model 208 Adler-Royal radio cabinet manufactured by 
On the right is the model 209 which was, 
through an error, described as being made by another manufacturer, in the 








The new AC super-heterodyne cir- 
cuit employed in Radiola 60 is used 
with modifications and additions in 
Radiola 64, There are eight UY-227 
Radiotrons (one of which functions 
as an automatic volume control) and 
a UX-250 power amplifier Radiotron 
in place of the UX-171-A. Two UX- 
281 Radiotrons supply the rectified 
plate and grid current for all the 
Radiotrons as well as the field cur- 
rent for the dynamic speaker. Be- 
cause the RCA Dynamic Speaker 
used in Radiola 64 is driven by the 
UX-250 power amplifying Radiotron, 
it will deliver tremendous volume 
without distortion. It is made by the 
Radio Corporation of America. 





Here is the model No. 50 dynamic 
speaker manufactured by Temple, 
Inc., 1925 S. Western Ave., Chicago. 
It is designed for A. C., D. C., or 
battery operation, is small in size and 
beautiful in appearance. It covers 
all audible frequencies. 








Nac eeewee 


The Bodine Electric Co., 2254 W. 
Ohio St., Chicago, Ill., announces 
three new motors, types TV-30, 
TV-20 and TV-12, to meet the de- 
mand of experimenters and manufac- 
turers, for a reliable electric drive 
for television scanning discs. They 
provide stability of speed, and yet 
with a_ suitable rheostat, can be 
varied in speed 25 per cent above 
or below normal, thus enabling the 
scanning disc to be perfectly syn- 
chronized with the sending apparatus. 
As practically all television work is 
being done at 1080 R. P. M., these 
motors are designed to operate 18, 
20 and 24-inch scanning discs at this 
speed. Although not an ordinary 
universal motor, the Bodine TV mo- 
tors can be operated on either alter- 
nating or direct current. This is ac- 
complished by a special compensating 
winding. 

















J. H. Rosenbeck & Sons, Torring- 
ton, Conn., has announced its “Du- 
all” ground clamp and lead-in. It is 
made of a specially constructed brass 
lug fastened to both the lead-in and 
ground clamp which eliminates any 
loose connection. It is attractively 
insulated and fits pipe from % in. to 
2 in. 
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TRICKLE TUNGAR 





$2.40 


5-AMP. TUNGAR 
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2-AMP. TUNGAR 





Get dollar returns this election 
Sell a General Electric Battery Charger 


for every battery-operated set! 


Every man in the country 
who has a battery operated 
set (and there are hundreds 
of thousands of them!) is a 
prospect for a Tungar before 
Election. These General Elec- 
tric Battery Chargers are as 
fool-proof as a ballot-box and 
as dependable as—well, as any 


product which bears the 
General Electric name! 


More than a million of them 
have been sold. And many, 
many more will be sold this 
month. Demonstrate them, 
display them, push them. 
They offer splendid profit 
possibilities. 


Get full details from your Tungar Distributor 





un U.S. ca ir 











jeATTERY = CHARGER} 








Tungar—a registered Pl found only 
on the genuine. Look for it on the name plate. 


GENERAL ELECTRIC 


MERCHANDISE DEPARTMENT GENERAL ELECTRIC COMPANY BRIDGEPORT, CONNECTICUT 
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“Gise Radio Cabinets 
Yo aid to your pros ® 


Made in two types so that dealers can meet customers’ demands for either 
plain or fancy designs—type W-D of selected solid walnut and type M-D 
of selected quarter sawed black gum. 


Type W-D cabinets are finished in 
a beautiful shade of antique walnut 
lacquer and shaded to harmonize 
with the latest furniture creations. 
Type M-D cabinets are finished in 
a beautiful shade of mahogany, 
with the wood matched to secure 
a beautiful grain—plain and yet 
beautifully designed—made for 
those customers who do not care 
for fancy carvings. 
All panel sizes of Signal Cabinets 
are 7 inches. 





Type M-D 


Signal ciiinn Speaker 


Has a 52 inch air column of the very latest 
design to secure tone and volume. This 
unit is our new round armature type which 
has no distortion of either high or low tones 
—cabinet finished with lacquer in a beauti- 
ful shade of antique walnut. 





Loud Speaker Demonstrating Unit 


A very necessary item for dealers. Five speakers can be con- 
nected with radio or demonstrating phonograph—and the qualities 
of speakers accurately judged by customers. Also used in homes 
where more than one speaker is used. 


All these items offer dealers good profits. Investigate their sales 
possibilities now—before dealers ask you about them. 


SIGNAL ELECTRIC MFG. CO. 


Manufacturers of Radio Cabinets, Speakers and Appliances 


MENOMINEE, MICHIGAN 
Export Office: 56 Wall Street, Room 225, New York 
BRANCH OFFICES: 





Boston _ Denver Dallas Seattle 
New York Pittsburgh Minneapoli: Toronto 
Philadelphia St. Louis San Francisco Winnipeg 
Atlanta Chicago Los Angeles Buffalo 








Graybar to Have Dealer 
Franchise 
A new national system of dealer 
franchises, involving allocation of ex- 
clusive sales rights for Graybar radio 
receiving sets to dealers was made 





The Graybar Model 300 


known by George E. Cullinan, vice- 
president and general sales manager 
of the Graybar Electric Co., at the 
conclusion of a session of the com- 
pany’s merchandise managers recently 
held at the Sea View Golf Club, 
Absecon, N. J. The conference, said 
to be the most important held by the 
Graybar company since it changed 
its name from Western Electric Sup- 
ply Department in 1925, effects a dis- 
tributing reorganization applied to all 
re-sale products sold through dealers 
supplied by the company’s seventy 
distributing houses. Under the plan, 
the appointment of radio receiver 
dealers will be made on a purely ter- 
ritorial basis, with each dealer fully 
protected under the national system 
of wholesale distributing houses main- 
tained by the company. 

At the meeting the appointment of 
merchandising managers at each of 
the twenty main houses of the com- 
pany was also announced. Each of 
the new managers will have under his 
control, the supervision and direction 
of all re-sale or merchandising items. 
He, in turn, will appoint specialists 
in each of these items whose sole duty 
it will be te sell the dealer the prod- 
uct concerned. 

* * * 
Four Factors of “Biggest Radio 
Year” 

In discussing “the biggest radio 
year,’ W. B. Nevin, of the Sterling 
Mfg. Co., Cleveland, points out that 
there are four major factors which 
will make the public spend money on 
radio this season. 

First, Mr. “Average Man’’ is at last 
sold on electric socket operation. 

Second, the general adoption of 
power amplification with correspond- 
ing improvement in tone quality. 
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and STILLIT SELLS! 


Because it is the Only Tube that Fits the 
Millions of “B” Eliminators Now in Use— 
For Example — 












2) ee ACME ELECTRIC - ALL-AMERICAN .... AMPLEX . APCO 
APEX ARBROPHONI - MRC... .« BATIERYLESS . BENJAMIN 
ELECTRIC ... BOSCH ...BREMER-TULLY .. . BRIGGS-STRATTON. . . BUCK 
WALTER... ; BUELI BURNS BUSH & LANI ; CASI 
CHAMBERLIN = COLONIAI CONSOLIDA 
GUPTA PWIA + 46 a ( \Y-FAN.. DONGAN . DRA 
DUBILIER ahd . EAGLE CHARGER . ELECTR 
EPONM ERLS - FORD MICA FREED-EISEMIANN 
GENERAL INSTRI RADIO GILFILLAN . ~» GRANT 
M4 ne GI -ILD HERBERT. . . JEFFERSON 
JORDAN-CARISCH ‘ - MAJESTIC, (Master, Super 
and Standard) . N-COPELAND ... MAYOLIAN 
METRODYNE MOHAWK - « «ee MU-RAD 


MITTEN 66s 0s 
OZARKA...PA 
PREMIER... 
SPARTON =... 


STERLING ....§ 5 
UNITED ENGINE .. 
WALKER ... WARR 
WHITE .wcce- 









Write your jobber for the 
Raytheon B H sales-mak- 
ing display carton. Each 
earton contains 4 BH 
Tubes — 125 m.a.— 300 
volts, listing at $4.50. 


SOR CRECRE 






ea. casacts OPERADIO 
. PRECISION 
. SPARTANA 
SD RADIO (Canada) 
Xe TRIPLE A 

.- - VARION 
. WELLS 
» ZENITH 





HEN the A.C. sets came out last year it looked mighty dark for the 


‘“*B”? Eliminator business. 


Yet when the figures for the season came 


in A. C. represented less than 25% of the total sets sold. 


The public take their time and are reluc- 
tant to change their radio sets as long as 
they feel that they are getting satisfactory 
performance. 

When we say there are millions of Raytheon 
BH tubes in use and millions will be replaced 
we mean just that! The sale of these tubes 


RAYTHEON MANUFACTURING COMPANY - 


¥ Raytheon 


“, LONG LIFE RECTIFYING TUBE.-: 


today compares very favorably with the sales 
a year or two years ago when “B”’ Elimina- 
tors were at their height. 

Remember, Raytheon B His the only replace- 
ment tube for over a hundred leading makes 
of **B” Eliminators. Make sure you are 
prepared to get your share of this business. 


CAMBRIDGE, MASS. 


‘e 


ee 
~ 
~, 
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SALES 


at a PROFIT 


If you want to interest radio 
dealers this season, talk profits. 
They’re looking beyond mere sales. 
This year’s Day-Fan proposition 
has been deliberately created with 
the retailer’s situation in mind. 

A set (in three beautiful cabinet 
models) that is arousing enthu- 
siasm everywhere by exceptional 
performance. <A set which will 
sell a price—a price high enough to 
give Mr. Dealer the profit he de- 
serves. 

Local newspaper advertising— 
exclusive territory Franchise— 
these are the high points of the 
story that is winning more dealers 
every day. Let us tell you all 
about it. 


Day-Fan Electric Company 
Dept. O., Dayton, Ohio 
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Third, the improvement in speak 
ers. 

Fourth, the unusual character of th: 
broadcasting during the next few 
months, the outstanding feature of 
which will be the political campaigns 
via radio. 

The first three points will tend to 
make Mr. Average Man quite dissatis 
fied with his present radio. Often 
he will add a B power unit to his set 
or if it is already so equipped. he 
will want a Dry-A power—that is. 
one to get away from batteries, charg 
ing and discharging, etc. Many set 
owners will want to change their sets 
over to AC tubes at a fraction of th 
cost of a good new AC tube set. An 
other vast portion of the buying pub 
lic will feel that their set would lb. 
as good as the new-fangled ones ex 
cept for the loud speaker, so this 
will help sales to the estimated 1,500. 
000 of speakers for the current sea 
son. The sale of new sets will, of 


course, constitute the biggest sing]. 


class of radio sales. Point number four 
—the political campaigns—will caus: 
a vast number of people who hav 
been luke-warm on the subject of radio 
to sit up and vow to either improv: 


their present radio or buy a new one. 
* * # 


Prize Winner Reflects Com- 
pany’s Progress 

When C. W. Vogler of the Barrett 
Electrical Supply Co., St. Louis, won 
the prize on Sylvania tubes, he re- 
flected the progress which his com- 
pany has made on the line, according 
to W. H. Newton, manager of the 
radio department. 

Pioneers in the distribution of Sy]- 
vania tubes in the St. Louis territory. 
the company maintains that it has 
secured the lion’s share of the inde- 
pendent tube business available, and 
the winning of the prize, it feels, has 


justified its claims in that direction. 
* * * 


Haas Reports Good Radio 


Business 

In an interview with a jobber’s 
salesman representative of the Haas 
Electric Sales Co., Cleveland, exclu- 
sive distributor for the Kolster radio 
he said that he looked for a banner 
year due to the early activities of their 
dealers, and that their sales so far 
this year were excellent. They hav: 
recently taken on the furniture 0! 
“Console Cabinets,’ manufactured b) 
Robert Irwin, Inc., Grand Rapids 
Mich. 
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ADLER-ROYAL 


RADIO CABINETS 


THE “MONALISA” cae, attention and ex- 
from its placeinthe — Royai Exhibie + Cites more favorable 
Louvre galleries at- 4: sEVENTH Comment than its 
tracts more attention ANNUAL _ neighbors— because 


and interest thanthe CHICAGO it, too, possesses in 
RADIO SHOW, —_ generous degree that 


paintings surrounding Tex 
it, because it possesses sa intriguing quality that 
inlargerdegreethatin- ge gooths 9-10,  4ppeals. This intriguing 
triguing quality that ap- quality is popularly called, 
pealsto more people. In “IT.” It is a tangible ad- 
like manner, an Adler- vantage. Adler-Royals 
Royal cabinet placed any- have it. One of the reasons 
where in a display of ordi- why it speeds the sale to say 

nary values, attracts more “Cabinet by Adler-Royal.” 





ADLER MFG. CO., Inc. LOUISVILLE, KENTUCKY 
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There’s a Big Market 


for these Radio Units 


Pa ~ Bodine 
. Television 
\ Motors 

\ The rapidly 


increasing in- 

terest in tele- 

vision has 

created a de- 

, man ds by 

| €¢xperis 

+ menters for a 

; special motor 

{ for driving 

F ' {televi- 

‘~ ; ; { sion scanning 

: , discs. Bodine 

; ; Televi- 

ae ed sion Motors 

*seaie” are designed 

especially to meet these requirements. Unusual 

stability of speed is assured, and yet with a 

suitable rheostat the speed may be varied 25 

per cent above or below the synchronizing 

speed. These motors are made for 18, 20 and 

24-inch discs at all standard speeds from 900 

to 1800 R.P.M. A special winding permits 

the motor to be run either as an alternating or 
direct current motor. 








Bodine Type RC-10 
Electric Turntable 


An electrically driven turntable that absolutely 
cannot create sputtering noises in the loud- 
speaker. The motor is of the induction type, 
having no commutator or brushes to spark and 
cause interference. An easily adjusted governor 
maintains the exact record speed regardless of 
line voltage fluctuations and also permits the 
speed to be varied according to individual taste. 
Spring supports absorb any vibration. Easily 
installed—there are no belt or other connections 
to be made. 
only. 


Bodine DeLuxe weap 


The Bodine DeLuxe Loop, 
because of its pronounced 
directional characteristics 
will greatly increase the 
selectivity of any superhet- 
erodyne or T.R.P. receiver. 
With a slight change in 
wiring it can be used to 
the same advantage on other 
sets. Very effective in con- 
gested broadcasting districts. 
Also ideal for apartments. 
Its beautiful design and 
finish will harmonize with 
any furnishings. 


For 110 volt, 60 cycle operation 











MAIL THIS COUPON TODAY! 










INE ELECTRIC COMPANY 
a W. Ohio Street, Chicago, Ill. 
Please send information on items 


arked below. 
r) Boles Type TV Motors for Scan- 
ning Discs 
} Bodine Type 
~~ table 
[] Bodine DeLuxe Loop 





















RC-10 Electric Turn 
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What We May Expect of 
the 1928-29 Season 


By FRED D. WILLIAMS 


Raytheon Manufacturing 
Company 


HE outstanding feature of the 


Vice-President, 


present season is the refined A-C | 


tube of the heater or -27 type. This 
tube, heretofore the weak link in elec- 
trified set operation, is now available 
in refined and _ satisfactory form, 
ready to provide reliable and econom- 
ical operation. With this fact becom- 
ing known, the public, “heretofore 
skeptical of socket-power radio be- 
cause of A-C tube weakness, is re- 
assured and is ready to buy with fuil 
confidence. The manufacturer knows 
what will sell and can arrange his 
production accordingly. The jobber 
and the dealer know what to handle. 
In sum, the radio industry faces an 
era of stability and prosperity such 
as has long been awaited. 

It may be safely predicted that the 
A-C tube receiver will rule suprerfie, 
wherever electric light service is avail- 
able. However, for those not pro- 
vided with electric light service, there 
is promise of satisfactory low-current 
dry-cell tubes, which will go far in 
compensating for lack of  socket- 
power operation. Engineers are now 
at work on the problem of the dry- 
cell tube. 

The advent of an improved heater 
tvpe A-C tube is certain to have a 
far-reaching influence in the design 
of electrified sets. The filament or 
-26 type, heretofore employed for the 
r.f. and az.f. must soon 
make way for the improved heater 
or -27 tyne, which is entirely free 
from modulation and hum. While 
these features are hardly noticeable 
inexpensive A-C_ set. 


functions, 


in the usual 
they loom up big in the hierhly refined 
socket-power receiver. The use of 
the -27 type tube will establish a 
new standard in electrified operation, 
when used in the a.f. and r.f. ends, 
as well as for the detector. 
Television is progressing rapidly 
interesting field for experi- 
mentation. However, until the many 
factors have been thoroughly tried 
out and reduced to definite standards, 
there will be no commercial tele- 
vision receivers. Nevertheless, this 
season will feature many television 
components offered to those of an 
experimental turn of mind.  Tele- 
vision transmitters will “take the 
air” in sufficient numbers to provide 


as an 





New York’s 
Biggest 
Tube Retailer 


Boosted 
Tube Sales 
with 
ARCTURUS 


(Your customers will 
be interested in this) 


ALTHAL has a chain of 
eight large radio stores 
throughout greater New 
York—sells more tubes than 
any other radio retailer in 
that section of the country. 


Arcturus A. C. Long Life 
Detector Tubes operate in 7 
seconds —against 30 to 60 
seconds for other tubes. A 
demonstrable advantage 
which a keen merchandiser 
like Walthal was quick to 


recognize. 


Walthal arranged window 
and store reac: demon- 
strating the Arcturus 7 sec- 
ond action — “where” as 
Walthal states, “the most 
skeptical customer was in- 
stantly won over after he had 
compared the tubes himself. 


Your customers could also 
boost tube sales just as New 
York’s biggest aie seller did 
with Arcturus A.C. Long Life 
Tubes. There’s an Arcturus 
Tube for every purpose. 
Write for detailed informa- 
tion. 


Arcturus Radio 
Company 
255 Sherman Ave. 
NEWARK, N. J. 
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| eee of Sylvania’s leadership in 
quality is a consistent advertising 
and merchandising campaign that gives 
Sylvania dealers larger volume, quicker 
turnover, more profits with less effort! 








Supplementing the Sylvania Foresters, whose 
popular program is broadcast every week to 
nearly 20,000,000 radio listeners—all tube users 
—is an intensive newspapercampaign using over 
fifty leading dailies. Colorful display material 
and folders link this national advertising right 
to the “point of purchase’’—the dealer’s store. 












The complete Sylvania Advertising 
and Merchandising Plan will be 
forwarded on request. Write today. 


SYLVANIA PRODUCTS CoO. 


Emporium, Pa. 





















RADIO TUBES 
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| The New | 
TRIMM 


Entertainer 
Model 58 


$25 


| West of the Rockies $27.50 
Canada, $33.50 





Here is a new speaker that on per- 
formance and appearance is appealing 
to dealers everywhere. You will make 
no mistake in trying the new Trimm 
Entertainer on your hardest-to-please 
customers. 


Seven Big Selling 


Features 


Balanced Armature Unit. 

Ruggedly built to give perfect serv- 
ice over long periods of continu- 
ous operation. 

New spring feature with double coil 
gives positive control over the air gap. 

Absolutely free edge cone. 

All parts rust-proofed before assembly. 

Volume with mellowness and entire 
absence of blasting or distortion. 

Cabinet of beautiful, paneled two- 
toned walnut, with bronze mesh 
screen front and back. 

Send to-day for full information on 

the new Entertainer and on 


TRIMM CONES--HORNS 
HEADSETS - - UNITS 


Concerto Grande Cone, 17” 
$16.00 

Concerto Cone, 14” diam., $10.00 

Concert Horn, $25.00 | 

Home Speaker Horn, $10.00 

Dependable Headsets, $4.00 

Professional Headsets, $5.50 

Concert Unit for Horns, $8.50 

Concerto Grande Unit for Cones, 
$9.00 

Concerto Unit for Cones, $6.00 

Giant Phonodapter, $10.00 

Little Wonder Phonodapter, $4.50 


diam., 














| satisfactory service in most sections 














| many years. 
_fore to be reliable, dependable, hon- 





| tories furnish. 


of the country. 


The development necessary to pro- 
vide satisfactory television practice is 
certain to open up many wonderful 
possibilities. Photo-electric cells, sen- 
sitive relays, improved amplifiers, kin- 
o-lamps or neon glow tubes, micro- 
metric speed controls and other de- 
tails are challenging engineers and 
research workers as never before. 
In the Raytheon Research Labora- 
tory, the demands of television have 
opened up new avenues of develop- 
ment and practical application of un- 
told possibilities. Recently, there 
have been developed photo-electric | 
cells capable of responding to in- 
dividual colors, and also kino-lamps | 
capable of emitting different colors. 
Here, then, is the basis for a tele- | 
vision service in natural colors, which 
must eventually take the place of the | 





pink and black images now fascinat- | 
ing the looker-in. | 


And at the bottom of the 1928-29 | 
radio season is sound engineering and | 
original development. More and more | 
the radio industry must come to re- 
alize that the foundation of success- 
ful merchandising is a good product, | 
based on proper design. We have, 
as it were, reached the era of en- 


gineering in the history of the radio 
industry. 
* * * | 


Detroit Radio Show | 


The seventh annual Detroit radio 
show will be held at Convention Hall, | 
October 15 to 20. 

G. W. Russell, 2457 Woodward 


Ave., is manager of the show and is 


handling space reservations. 


* * * 


How Electrical Whole- 
salers Serve Their Trade 


Continued from Page 14 
g ? 


manufacturers are reliable and honest. 
Some of them are not, especially those 
of a temporary existence. The whole- 
saler’s success, on the other hand, is 
tied up with the success of his dealer 
Furthermore, he expects | 
to operate in the same territory for | 
It behooves him there- | 





customers. 


truthful. 
employs 


and Moreover, the 
wholesaler trained buyers 
who study the merits of each item 
before it is added to stock and inves- 
tigate the guarantees which the fac- | 
These specialists «nd 


est, 


PERRYMAN 
A. C. Tubes 


are being sold as 
fast as we can 
make them— 
for two reasons! 


No better A. C. Tubes 
are made by anyone at 


1. 


any price. 


Our wholesale and deal- 


er arrangements are 


founded on common 
sense—which means mu- 
tual profit. 


Perryman Tubes have 
the patented Perryman 
Bridge, which keeps 
the elements in perma- 
nent alignment at the 
distance of greatest ef- 
ficiency. Every Perry- 
man Tube is uncondi- 
tionally guaranteed by 


the Perryman Electric 
Company. 





Wholesalers Please Note ‘S 


Proof that we have an interesting proposi- 
tion for wholesalers will be furnished to 
you on request. Not by us alone, but by 
Perryman Wholesalers who have been with 
us for years and who will write you di- 




















rectly, telling you of their experiences with 
regard to sales, profits and cooperation. 


Write for our 1928 Proposition 


Perryman Electric Co., Inc. 
33 W. 60th St., N. Y. 


Laboratories and Plant: 
North BERGEN, New Jersey 


PERRYMA 
Raoio 


o W Trusees 
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EMPLE SPEAKERS not only speak for themselves but sell themselves—for every 
demonstration means a sale. Compare them with anything the market offers in any 
price class. Compare the range, the quality, the volume, the clarity, the sensitivity 
— put them to any test and let them tell their own story. 


The Temple line offers Air Column, Air Chrome and Dynamic speakers—each a leader 
in its field—a line that is complete in itself. Every individual taste in tone or price 
may be satisfied with full assurance that the market offers nothing finer in quality, design 
or manufacture. There is but one Temple standard—the best. Every Temple speaker 
measures up to the slogan—‘“‘Leaders in Speaker Design.” 


A 
Complete Line 


in Itself 


Model 20 Air Chrome Speaker 


‘The sensational new development which 
has set a new standard in tone quality— 
Model 20 Temple Air Chrome Speaker. 
Its reproduction is lifelike—the deep bass 
and the high trebles come through as if the 
very instruments were playing before you. 
Its open radiator consists of two sections 
instead of one and the powerful Temple 
Double Action Unit insures a substantial 
increase in volume and tonal range. 


Model 20 is encased in genuine walnut 
— pleasing and attractive—to say the 
least—$29.00. 


TEMPLE SPEAKERS 







Model 15 Air Column Speaker 


Brilliant —faithful—with a realism and 
tone value which brings the very broadcast 
to you—these are the outstanding charac- 
teristics of the Temple Model 15 Air Col- 
umn Speaker. This is the famous Temple 
exponential air column design upon which 
Temple success was founded—but now im- 
proved and better than ever. Delivers more 
volume than you'll ever need—all with a 
quality tuat is amazing. Encased in genuine 
walnut, it combines character with beauty— 
a welcome addition to every home—$29.00. 





The Temple Comparator 


Made so Speakers 
may be compared 
and the various 
characteristics 
of every type 
of reproduc- 
tion ana- 
lyzed. The 
Temple Comparator allows the compar- 
ing of from two to five speakers—$3.50. 


















Each 
a Leader in 
Its Field 













Model 50 Dynamic Speaker 


Model 50 Temple Dynamic is a table 
model speaker for A. C., D. C. or Battery 
operation. In quality it is amazing. The 
low notes—clear down to the lowest 
register—are reproduced in their true 
values, round and mellow, absolutely na- 
tural in their realism. The treble notes and 
overtones — all important for faithful 
reproduction—display a tonal splendor 
that is startling. Volume aplenty for a 
small auditorium—yet it may be operated 
at a whisper without loss of quality. 


Beauty is in every line—it is encased 
in genuine walnut—$49.00. 


TEMPLE, INC., 1937 S. Western Ave., CHICAGO, U. S. A. 


Leaders in Speaker Design 
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) Salable! 








The MeGill 
Reflector Guards 
and Portables 


Check up on your electrical trade pa- 
pers; check up on your industrial pub- 
lications; check up in the railway, 
textile and automotive fields. Then 
check up on your order books and 
your house sales records. 


You'll see that McGill Reflector 
Guards and Portables are the most 
consistently and generously adver- 
tised, the most persistently demanded 
and are giving the most universal sat- 
isfaction to the trade and to the user. 
McGill products are as old as the in- 
dustry and as new as the most recent 
service station on Main Street. The 
passwords to an order everywhere 
are: “How are you fixed for McGill 
Guards?” 


Better let us send you the latest 
sales information sheets , 


MANUFACTURING CO. 
Electrical Specialties of Quality 
ESTABLISHED 1904 


VALPARAISO INDIANA 




















experts can be fully depended upon 
and the dealer can be certain that 
factory claims and guarantees will be 
made good at the behest of the whole- 
saler. All that the dealer needs do is 
to take up the matter with his whole- 
_saler instead of corresponding with 
| numerous manufacturers. 
Handles Complaints. Complaints 
regarding quality of the goods, quan- 
tity and various other matters are at 
| best annoying and unpleasant. When 
dealing with a wholesaler, all com- 
plaints and requests for adjustment 
are directed at the same personnel. 
They are all directed at a single tar- 
get instead of making such complaints 
to scores of manufacturers. The 
wholesaler in many instances even 
handles for the dealer all claims 
against the carriers, thereby relieving 
the dealer from much inconvenience. 
Credit Service Is Established Once 
for All. An electrical dealer doing 
business with a large number of fac- 
| tories will find that many of them will 
insist on C. O. D. terms or cash on 
receipt of invoice instead of the usual 
credit period extended by the jobber. 
The factories are too far away and 
therefore find it difficult and expen- 
sive to keep in touch with the local 
situation, hence their terms are much 
tighter, especially when the dealer 
places only small orders with them. 
As a result many shipments will be 
delayed pending investigation by the 
credit department. Instead of estab- 
lishing credit with a large number of 
| manufacturers, the dealer establishes 
his credit once for all when he buys 
from a wholesaler. 
Helps Dealers in Time of Trouble. 
If a dealer is worthy of assistance, he 
will generally find the wholesaler will- 
ing to grant extensions and otherwise 
help him financially over the period of 
his embarrassment. The average deal- 
er’s account means too much to a 
wholesaler from whom he buys nu- 
_ merous items, hence the latter's will- 
_ ingness to help out wherever possible. 
| Gives Sound Advice and Good Tips. 

The tendency is at the present time to 
| help dealers in every way so that their 
goods will move from the shelves in 
the shortest period of time. The 
wholesaler’s salesmen are well fitted, 
because of their personal contact with 
many merchants, to give selling help. 
to assist in arranging displays in the 
| windows and on the counters, and to 
give reliable tips on fast moving 
items. These salesmen are constantly) 
on the lookout for goods which their 
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You're Selling Satisfaction~. 
When You Sell the New 


BRIGHT STAR 
AAMPLIPOWER. 








So 
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The Guaranteed “B”’ Battery e 





Now that your customers are back from 
vacation, and broadcasting conditions are 
improving, you can build good-will and 
increase your profits by pushing Ampli- 
power—the only “B” battery that is guar- 
anteed. 


The customer must be satisfied when he 


equips his set with Amplipower— BE- 


CAUSE AMPLIPOWER IS GUARANTEED TO 
GIVE SATISFACTORY SERVICE FOR 12 
MONTHS FROM DATE OF PURCHASE, WITH 
ANY TUBES OF STANDARD TYPE! 


Amplipower possesses all the well-known 
Bright Star features—Bag Type Cell Con- 
struction, silent operation — unequalled 
power—and in addition, a long life that 
makes it the logical choice of those who 
want complete, uninterrupted radio enjoy- 
ment! Amplipower is indispensable to 
those who are exploring the fascinating 
field of Television. 

Popular demand has already created a 
ready-made market for you—cash in on it 


NOW. 


BRIGHT STAR BATTERY CO. 


HOBOKEN, N. J. 
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San Francisco 





‘‘NINETEEN YEARS BUILDING THE QUALITY LINE” 
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‘Boost Your Sales with ABolites”’ 


(Porcelain Enameled Steel Reflectors) 


Today’s Stock is 
Tomorrow’s Profits 


HAT you buy NOW largely 
determines the PROFITS 


you make later on. 


ABolites offer you a Complete 
Line of High Quality Porcelain- 
Enameled Steel Reflectors, plus an 
interchangeable detachable design 
which enables you to meet almost 
any requirement direct 
from stock. 





THIS REGISTERED 
TRADE MARK 


=REL GER 


The 5 Big Points of 
ABolites 


INTERCHANGEABLE REFLECTORS PER- 
MIT COMPLETE STOCK AT LOW 
INVESTMENT 


CORRECT DESIGN AND MANUFACTURE 
—PRESSED, NOT SPUN 


NO RIVETS TO WORK LOOSE 


AGE-PROOF HIGH-REFLECTING 
VITREOUS ENAMEL 




















Write for Prices and Discounts 


The ABolite 
Reflector Co. 


7500 Stanton Ave., Cleveland 




















dealers can sell and are quick to pass 
on profitable tips to them. 
Obtains New Goods Quicker. It is 


claimed that most factories introduce 


' new items through the wholesaler, be- 


_ tion. 














| like Times Square, New York. 


cause national distribution can thus 
be obtained within a short space of 
time. The dealer is thus informed 
quickly of these new items which 
sweeten up the stock and help to sell 
other goods. 

A Fountain of Profitable Informa- 
The wholesaler and his sales- 
men are a source of information which 
dealers may well capitalize. The job- 
ber’s salesmen are well informed as 
to market conditions, they know their 
respective territories and what can be 
sold in them and what will not move; 
they know their goods, and above all, 
they know merchandising. No dealer 
can afford not to take advantage of 
the opportunity which the wholesaler 
affords him as a source of profitable 
information which will help to make 
him a better and more successful 
merchant. 

(The concluding article of this 
series by Professor Beckman, entitled, 
“The Future of Electrical Wholesal- 
ing,’ will appear in the November is- 
sue.—Editor.) 


* * * 


Hard Luck Sam 


(Continued from Page 15) 


the party came in. On one side was 
the Spendthrifts, who'd been waiting 
for years to see Robindale lighted 
And 
all-to-the-contrary was the Tight- 
wads, who couldn't see letting loose 
of a dime for lights because they all 


went to bed with the chickens. 


So it was down with lamp-posts 
and up with the kerosene lantern, 
and vice-versa, for five terrible weeks. 
Then the Light Brigade snowed the 
Tightwads under and passed _ the 
bond issue for a White Way. You'd 
of thought that would end the strife 
but it didn’t. The Tightwads laid 
low till everything was set for bids 
and then they bobbed up with an 
injunction that stopped everything 
dead in its tracks. 

That was where I came on the 
scene with my fine legal mind. I 
knew they was a loophole somewhere. 
So I picked me out a lawyer because 


| he was smart enough to trim me at 


poker. I bought him a pint of moon 
and a plug of eatin’ tobacco and told 
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Why 
Radio Dealers 


Enthusiastically 
Endorse the 
CeCo Line 


]-Seenen there are no finer 
clearer, more generally satis- 
factory radio tubes in the world 
than CeCo. They make possible 
an improvement in tone quality, 
sensitivity and all-round set per- 
formance that is remarkable. 
Thousands of dealers use them in 
demonstrating sets. 


—There is a CeCo Tube for 
every possible radio need. 
They include tubes for A.C. Sets. 
battery-operated sets, and full 
wave and half wave rectifiers— 
detectors, amplifiers, power am- 
plifiers, screen grid tubes and spe- 
cial purpose tubes of every de- 
scription. 


3-tey are priced right. The 

CeCo price range compares 
favorably with any other stan- 
dard, high grade tube prices in 
the country. 


—CeCo Tubes sell. There are 
millions in use. They are ad- 
vertised nationally in magazines 
and in newspapers, and over the 
air. The CeCo message is being 
broadcast in an interesting and 
unusual broadcast program over 
18 Stations of the Columbia Chain 
reaching many millions. When 
demonstrated they sell themselves. 


5 Cele Tubes make friends, 
new and satisfied customers 
and valuable prospects for 

other and higher priced merchan- 

dise. 


oe 


Dealers will find the attractive 
profit-making CeCo trade propo- 
sition will interest them. Write 
for full particulars and informa- 
tion if you are not now handling 
CeCo Tubes. If you are handling 
CeCo Tubes, write us for busi- 
ness-bringing dealer helps, print- 
ed matter, window and counter 
displays, etc. 


oe ¢ 


Listen to the broadcasting of 
CeCo Couriers over the Colum- 
bia Chain—18 Stations—on the 
air every Monday evening at 8 
o’clock (Eastern Time). 







Theres a 


revery 
; GE . dio 
() 


PRONOUNCED 


TYPE K S = E a Cc O 
A special super-sensitive R 7% BD) 4 @) 


radio frequency tube. 


List Price ....~. $3.00 TU BB = w meusen < 





O MATTER WHAT TYPE or kind of radio 
[Se receiving set—whether for A.C. or battery 

operation—there is a CeCo Tube made for 
use in every socket. 


A dealer handling Ceco Tubes is in a unique 
position. He can meet every tube demand from 
the one line; he is assured of customer satisfaction 
by their proven performance, which brings repeat 
business, and the liberal CeCo discount means 
greater profits—a combination of advantages un- 
equalled with any other standard brand. 


CeCo MANUFACTURING CO., Inc. 


702 EDDY STREET, PROVIDENCE, R.I. 
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«Sill Foremost! 


OOMFLEX 99 the original non-metallic, | 
’ } 


flexible conduit, won a | 
wide and enthusiastic following at its introduc- | 
tion—and today it still is the favorite of those | 
who have tried every type. It is only one of the 
complete list of items that the trade has learned 
to know as “Better Wiring Materials.” This | 
universal acceptance is your assurance of profit. | 





Send for Sample and Literature; they wil 
be mailed on request. 


Sold through Jobbers' 


AMERICAN CIRCULAR 
LOOM COMPANY 


90 West Street New York 
OFFICES IN ALL PRINCIPAL CITIES 











Here is a striking likeness of Leo. I. 
Kitziger, city salesman for the Interstate 
Electric Co., New Orleans, taken with his 
daughter Gretchen. Leo is the one behind 
the post. 





him to stay under till he found a 
way out. And sure enough, he was 
there with bells on. 


We went up to the judge next 
day and made boobs out of the legal 
lights hired by the Tightwads. My 
ape opened up his books and proved 
that because the injunction was not 
secured inside of thirty days after 
the bond issue passed it was decid- 
edly ex legis, non compos mentis and 
cholera morbus. In plain words it 
wasn’t no good and the work could 
go ahead any time. 

Well, the Tightwads tore up Jack 
and pawed the earth and roared till 
the Heavens rang, but it wasn’t no 
use. We had ’em and the mayor 
says he would notify the other would- 
be bidders and I should come back 
the following Tuesday, which was five 
days. I had some work to do in 
Le Moyne, which was 30 miles away, 
so I says to myself I will take no 
chances on this thing, I will send for 
our expert, Frank McDonald, he will 
meet me in LeMoyne and we will take 
this job like the Yanks took the 
Rhine. 


So I wrote Mac to meet me in 
Le Moyne Monday, and all through 
the week-end I was figuring some 
way to beat all the rest to the gravy 
and make a real killing. Sunday 
night I got a wire from Mac that 
he couldn’t reach Le Moyne until 
Monday evening as he had to stop 
off on a lighting job at Wisteria. 
That was good enough, as I knew 
our competitors wouldn't go up till 
Tuesday A. M. and I was figuring to 


double-cross them anyhow. 
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Will You Hire These Radio Salesmen 
to Help You Sell Sets? 


FINDLAY METAL CONSOLES 
—the greatest single aid 
in building set volume 

















Kolster 
Atwater Kent 





Have you ever looked upon 
FINDLAY METAL CONSOLES 
as radio set salesmen? You 
couldn’t find a_ bigger producer 
than they. * FINDLAY CON- 
SOLES have assisted radio whole- 
salers and retailers in selling 
more sets—ever since radio tables 
were first introduced—by display- 
ing the set to greater advantage 
and loaning to the set the benefit 
of their own ornate appearance 


FINDLAY METAL CON 
SOLES were the first complete 
line of radio tables offered the 
radio wholesaler and they still 
lead the field by a wide margin 
They are all ““Custom Made 
a special design of console for 
each brand of radio set for which 
they are made. Most important 
of all they are produced and 
priced for distribution through 
wholesalers. 








FinoLAy EVEREADY 
NO. 21/2 











With the introduction of the new FINDLAY METAL CON- 
SOLE for the recently announced Eveready set, this magnificent 
line of radio tables is brought to 17 in number. To distribu- 
tors of Eveready sets this addition means much because it is 
a proven fact that— 


“Findlay Consoles Sell Sets’’ 








Two Profits to Radio Wholesalers 
‘ In Place of One 


Don’t forget, Mr. Wholesaler’s Salesman, that in selling 
FINDLAY METAL CONSOLES there is a double profit to 


There [sa 
FINDLAY METAL CONSOLE 
For Each of These Sets 


you and your dealers. When Mr. & Mrs. Consumer buy American Bosch Kolster 
a set, they need a table. The low price of FINDLAY Atwater Kent Philco 
METAL CONSOLES and their unusual attractiveness does Bremer-Tully Radiola 
practically all of the selling. Just make certain that they Crosley Shamrock 
are prominently displayed in all your dealers’ stores and Eveready Steinite 
4 volume and repeat sales will grow as a natural matter of Fada Stewart-Warner 
course. FINDLAY CONSOLES are set salesmen worthy of Freed-Eisemann Zenith 


their hire. 








ROBERT FINDLAY MANUFACTURING CO., INC. 


“Distributing Through Wholesalers” 
Show Rooms Office and Plant 


242 Fifth Avenue Metropolitan and Morgan Aves. 
New York City Brooklyn, N. Y. 
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DIM—BRIGHT—OFF 


The New Levolier Twi- 
Lite Pull Switch brings a 
new convenience, a new 
comfort and a new econ- 
omy in the individual con- 
trol of ceiling lights. Ideal 
wherever dim lights 
are desired. 










| The 
i New 


Twi-Lite 
Pull Switch 


Cuts down installation cost 
by eliminating conduit, wir- 
ing and switch box. Cuts 
down operating cost, as it 
uses but one-third the cur- 
rent when dim and gives 
one-seventh the light. 





Let us send you a 
free sample today 


[PES GILL =] 


_MANUEACTUBING Co. a 


TABLISHED 


VALPARAI so ‘INDIANA. 







































Mac got in at 6 P.M. and our 
rivals a little later, but it wasn’t til] 
bedtime that I got the big idea. | 
had found out that the other guys 
was going up to Robindale on the 
jerk train that left Le Moyne at 
10:30 A.M. It was the only train 
and would get there at noon. So | 
says to Mac: “Here’s where we pull 
a fast one, Big Boy. We will leave 
these Johns think we are going on 
the train with them. But no, we will 
leave here at 6 A.M. by auto, we 
will be in Robindale by eight and 
we will sell the yokels on big posts 
instead of small ones.” 


Mac seen it was a knockout right 
away, so we called the garage and 
ordered a car and then turned in 
so we would be fresh for getting up 
with the farmhands, but first he 
checked all his dope so we could 
spring hot figures when we got there. 


I was so tickled I only slept in 
fits and it seemed like just a few 
minutes when they called us. We 
never tried for coffee or nothing, just 
busted out to the garage. Well, dog 
my cats! It had rained a cloudburst 
in the night, and when we found our 
driver he says you know its a hell 
of a road and I don’t think we can 
make it. Mac says maybe we better 
take the train but I was rarin’ to 
go and I says we can push the ma- 
chine and beat the sisters to Robin- 
dale by three hours. 

So we started and, just like you're 
thinking, we only made about 12 
miles when the car settled down in 
the gumbo like a hog in a wallow, 
and there we was! I jumps out 
raving mad and of course I slid on 
my stomach across the road and 
banged my face up something terrible 
against a tree. My lip was split 
and in no time my chin and my 
chest was a mass of blood. Mac got 
behind the right rear wheel to push 
and he had on a ice-cream suit and 
when the guy stepped on the gas the 
wheel spun and Mac yelled blue 
murder and there he was covered 
with mud from head to foot. I gave 
up then and looked around and there 
was a farmhouse about 200 yards 
from the road. I says we will go 
in there and telephone for another 
car and maybe the folks will let us 
clean up a little. 

That 200 yards seemed like «a 
mile and when we got near the hous« 
we could just drag our feet. I was 
thanking my stars that we found a 
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~@GCB NES. TRAVELS FAST 








PERFECTED 


AW IDC N 


R. LEE De FOREST—the father of 
radio—has made his latest contri- 
bution to radio—the new, per- 

fected De Forest Audions. 

New in design—new in construction, 
these latest De Forest Audions are writ- 
ing a new page in radio history of better 
vacuum tube performance—of more en- 
tertainment hours. 

When you offer the perfected Ce 
Forest Audions to your trade, you have 
these outstanding sales advantages; de- 
signed by the inventor of the original 
audion; built up to a quality standard— 
not down to a price; tubes that recognize 


no competitor in performance; the sup- 
port of the biggest national advertising 
and chain broadcasting program in the 
history of De Forest. 

Build profits for your house, your 
trade and yourself by pushing De Forest 
Audions. Write for complete partic- 


ulars. 
The “De Forest Audions” appear each Sunday 
evening from 10:00 to 10:30 P. M. (Eastern 


Standard Time) over the Nation-~wide Colum- 
bia Broadcasting System. 


De Forest Rapio Co. 
JERSEY CITY , NEW JERSEY 
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Wheeler Ball 
and Socket 
Aligner 


Strong and _sturdy—completely 
sherardized—ball is made of cast 
iron, fitted to accommodate 44” 
pipe—cover made of steel, fitting 
4” outlet boxes—is attached to out- 
let box by two screws. Allows any 
fixture to hang vertically. 





e= 
) 
Wheeler Durex 
Duplex Outlet 
Box Canopy 


Made of steel—regular “Easy-to- 
wire” Durex canopy construction— 
fits both 314” and 4” outlet boxes. 
Two sets of knockout screw holes 
are provided in canopy so that it 
may be fastened to either size box 
without adjustment. 


WHEELER ‘REFLECTOR CO. 


275 Congress St., Boston, Mass. 


NEW YORK ATLANTA CLEVELAND 
Sales Offices: St. Louis, Indianapolis, Los 
Angeles, San Francisco, Seattle. 
Canadian General Electric Co., 

Limited. 
Export Dept.: 77 Warren St., New York, N. Y. 
Cable Address: “‘PARLECTRIC”’ 


In Canada: 
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| place to get a fresh start when the 
| door opened and a woman came out. 
| I had forgot how we might look to 
a stranger. She took one look at 
me all bloody and Mac more dead 
| than alive and she let out a yell that 
echoed through the whole county and 
made my hair stand on end. The 
next thing she hollers is “Sick ’im, 
Jack, sick ’im!” and here come the 
dog, some kind of a Bulgarian Fish 
Hound, about four feet high with a 
trap like an alligator. 





Mac was behind me, so he had a 
start and the darn dog caught up to 
me in 50 feet. Then I had the 
brightest idea in my whole life. I 
stopped dead, pointed to Mac and 
hollered: “Sick ’im, Jack, sick im!” 
By Golly! he fell for it and the way 
he ran my buddy that last 150 yards 
was nobody’s business! But Mac 
beat him to the fence and sailed over, 
brief-case and all. When he landed 
sitting in the ditch it rained mud 
and frogs for ten minutes. 


He certainly was off me for life, 
but he was game. He says we will 
walk up the road to the junction and 
catch the same train as the other 
guys. I didn’t like that idea but I 
couldn’t afford to cross him, so we 
started. You've heard that old one 
about the guy who saw a hat in the 
middle of a muddy road? And he 
went out and picked it up and they 
was a man under the hat. And the 
bird that picked it up nearly passed 
out and he says: “‘Migawd, fellah! 
What are you doing away down 
there?” And the other gink says: 
“Har! Har! Har! I ain’t way down 
—I’m on top of a bus!” Well, this 
road we had to take was the original 
one of that story. 


We must of staggered along all of 
three miles more when along came 
a big sedan and doggone if she 
wasn’t making it in high! The ma- 
niac who was driving it wouldn’t of 
stopped only he skidded when he 
came near us, and then we seen that 
his passengers was Ridpath and Bon- 
nerat, two of our competitors. Well, 
they was pretty good sports, and 
anyhow they knew the Robindale of- 
| ficials would want everybody to bid, 
| so they said we could ride with them 
and pay our share. 





To make a long story short, we 
finally made our destination, and 
there was John Dodd and Bert Sat- 
terfield from K.C., two other com- 
Mac and I sure looked out 





petitors. 


of place, with mud all over us and 
hay sticking to our feet, but we was 
there to do or die, so in went all the 
bids and we all took a seat on the 
City Hall steps to wait for the ver- 
dict. 


The. time passed pretty good, but 
you know how Bert is, always on 
his toes and nervous—don’t like to 
wait. So finally he says: “Here it 
is 4 P.M., three hours gone, there 
must be something wrong, I’m going 
in and see what ails those birds.” 
We told him he better not, but in he 
went, and pretty soon we heard him 
sounding off in there like a maniac. 
Of course we all dashed madly in 
to see what happened and there was 
nobody in the office except a clerk 
hiding behind a desk and Bert Sat- 
terfield telling the cock-eyed world 
that Robindale was the tail-end of 
creation and all the citizens 
bowlegged and half-witted. 


was 


What do you know about this, 
Phil? They had give the contract 
to Harry Paine from Le Moyne on 
the quiet, and then they all went out 
the back way and left us goofs hold- 
ing the bag! 

The lousy crooks! 

Yours for paved roads, 
Sam. 


* * 


* 
R. De Lano 
(Continued from Page 16) 


six month later became vice-president 
and general manager of the Varney 
Electrical Supply Co., in Indianapolis, 
Ind. 


His last move was made on October 
1, 1927, when he went to St. Louis 
to be vice-president and general man- 
ager of the McGraw Electric Appli- 
ance Co., January 21, 1928, the Com- 
mercial Electrical Supply Co. of St. 
Louis purchased the McGraw Elec- 
tric Appliance Co. and the united con- 
cern under the name of the Commer- 
cial Electrical Supply Co., a Westing- 
house agent jobber, is now doing busi- 
ness at the old Commercial address, 
320 S. Broadway. De Lano is vice- 
president and general manager. It 
may be stated also that he continues 
to head up the Varney organization 
in Indianapolis as vice-president and 
treasurer. 


In business, it is De Lano’s creed 
that a man’s greatest asset, even i! 
it is an intangible one, is in his em 
ployees and friends, and if he can ge' 
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60-Watt Dim-a-Lite! 


HE new 60-watt Dimz-a-lite is here! Fits 


MAO DE FR & and accurately controls the bulbs that are 


| EICGCHTIsSG now most exclusively used—50O and 60-watt 
9 _~BuT sizes. 
NWO BULB COST This new Dim-a-lite (fig. 23-A) will almost 








; Electric companies frequently furnish the sell itself. Same high quality as in the 25-40 
| : larger bulbs free—but you have to pay for ' ; . 
| smaller bulbs, the ones that have made watt Dim-a-lite (23) and gives 


artistic lighting possible. 


NIP To have the modern an i you an untouched field to work. 
= — living room, dining room, hall, ; ~~ 

Fullon etc, you want soft, dim light Sells for $1.25, packed individ- 
much of the time; you also will ‘ ; 

; want to have thoee places teil ually in cartons, or 10 Dim-avlites 


liantly lighted on occasion. 


Changing from little bulbs to big 
bulbs is too much trouble. There's only 
one convenient way—use Dim-arlite, 
the little device with which you can 


in a display carton. 
turn electric light up or down, all with 


: The 25-40 watt Dim-alite (23) 
Se ee oe oe Fig. 23-4 Will be continued, of course. Sells 
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Dim bridge, whenever you need it. ; : 
: Pg a yg at $1.00, or 10 Dim-a-lites on the 
F Ru. soft light ahenaeae” ood <auieasl” oak f d di ] d U l di 
z O want it. Ideal for nurseries, sick rooms, amous re 1Sp ay Card. Sua iscounts on 
kitchens and upper hallways. Savings i ’ 
Night light on a soon pays for Dim-avlites. both Dim-a-lites 
sale at most all electric shops—or ‘i 
use coupon. . ; y 
4g WirtCom With the 60-watt Dim-a-lite you are ahead 
_ oa! = Wirt Qomrany SS oe! af of all competition—for Dim-a-lite is the only 
$221 Greene St Philadelphia ca one having 60-watt control. 
O —_ ?_—. seaiaee a for — | =| cs 
6Orwatt bulbs $1,24 each; and for 6 Push these items. Theyre worth 


25 and 40 watt bulbs, $1 each, postage prepaid. 
1] Send me your folder, ‘‘Modern lighting the cost- 


while! And sell the Static Filter, 


























t less way. 

; SOM Pe See 6 Ose too. It’s good, and there’s a real de- 
f A EOE ee mand all ready. Ask your house to 
; is» gaan geaeanad tr aan aaameetaamee use the coupon for stock at once! 

S 

Og WI RT (VomPany 

; eae ee ae ” 

\- ration. That's NEWS! 

. Philadelphia, Pa. 

||| New Wirt Static Filter -577557------------> 
ew Wirt tic Filter | ena 


5221 Greene Street 
Philadelphia, Pennsylvania 


a (J Ship us 50 Dim-a-lites (Fig. 23A) at once 
[] Ship us 50 Dim-a-lites (Fig. 23) at once. 





n 


| 

| 

| Ship us 50 Wirt Static Filters at once. 
d The Static Filter is a mystery on how and why it works, | 

| 

| 


O 





but it sure does! Big market awaiting—everyone wants bet- 





ter reception without static. The new Filter is sure a real 


J seller, because of the demand, and its low price. Only $2.25 Name oo. eee eeeee cece cece eect terete eee eee 

if each, and works on any set, anywhere. Practically no adjust- 

ment needed. Get each dealer to order 10, and see how 

0 fast they go. Usual discounts. EU Se ee ok re Rais ee Nas re gr he rt 
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There’s a double reason why 
Foldex sell so readily. Their use- 
fulness is not confined to one pur- 
pose but in addition to toasting 
and cooking they can be utilized 
for heating chilly corners; and 
they are as acceptable on appear- 
ance in the dining room as they 
are on cooking ability in the 
kitchen. 


Sell the 
Double Value 








Heat when and where 
required at desired tem- 
perature. Three heat 


Foldex = 


ELECTRIC HEATER CO. 
1435 Franklin Street Detroit, Michigan 


The Foldex operates at 
a cost per burner per 
hour of no more than an 
electric iron. 














é “@ TE SONA ECTRICL Co, 


ANNUNCIATORS 


The Ansonia line of Annunciators 
offers a variety to fit every con- 
ceivable demand. For houses, 
hotels, offices, elevators, etc. They 
offer mechanical and electrical per- 
fection which only can be obtained 
by years of specialized manufactur- 
ing experience. These may be ob- 
oenig through any electrical job- 
er. 








Write for 64 page catalog E which 
illustrates annunciators and _ our 
complete line of other electrical 
house goods. 





| 

| THEANSONIA ELECTRICAL CO. 
ANSONIA,. CONN. 
ANNUNCIATORS — BELLS — BUZZERS — PUSH BUTTONS 








ELECTRICAL HOUSE GOODS 











| having been put into effect. 








them to work with him and not for 
him he can accomplish the greatest 
results in the promotion of the busi- 
ness. If you were to call on De Lano 
and stick around the office for a time 
you would see evidences of this policy 
Every- 
body in the organization knows him 
and he knows them on the basis of 
friendship. His door is always open, 
and a man does not have to be a “‘cus- 
tomer’ in order to get his attention 
and consideration. 


Mr. De Lano’s family consists of 
his wife and two children. She was 
May Margaret Ryan, and they were 
married at Tupper Lake, N. Y. in 
1916. She will be well remembered 
by electrical people in and about 
Syracuse, for she was for six years in 
the local Westinghouse office. They 
have one boy, David Riley, Jr., 9 
years old and a girl, Denise Abigail. 
2 years old. 


His hobbies he says are not high- 
brow. He plays a bit of bridge, a 
bit of golf, enjoys outdoor country 
life whenever he gets the opportunity. 
He is a member of the Algonquin 
Golf Club of St. Louis. A fair bowler, 
this year he is president of the 
bowling league of the St. Louis Elec- 
tric Board of Trade. 


As vice-president and general man- 
ager he is the active head of an or- 
ganization in St. Louis consisting of 
90 people and a branch in Memphis 
employing 17 people. This organiza- 
tion, including also the Varney organ- 
ization in Indianapolis, he puts down 
as the most interested and enthusias- 
tic collection of men and women that 
he has ever known in business. 








W. H. MacCrellish, manager of the 
Graybar, Cincinnati branch, always has 
the same answer when snap-shots are 
mentioned. “Now, here’s a picture of 
one of my boys,” he will say, “You'd 
better use that instead of mine.” But 
this time we’re just using his, and that’s 
that. 
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FO W A IRD 


RADIO 








“the new gem in the radio world 
The 1929 Howard 


Green Diamond Fi¢ht 


All Electric 8-Tube Receiver 


Everything built-in but the speaker — * 
no external power unit. Uses new 


Alternating Current tubes. Special 
amplifying system for electrical repro- 
duction of phonograph records gives 
greater range of entertainment. 


Howard quality standards maintained 
throughout. Now ready for inspection 
at leading dealers. 


Other Howard Models to $2500. 
Send for Illustrated Booklet. 





Howard Radio Company 


Makers of Fine Radio Receivers—Exclusively 


CHICAGO 


Licensed by R. C. A. 
and Associated Companies 
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THE NEW 


DYRARMGIE 








sin 


A single demonstration of this remarkable unit, 


sells it! 
the Sonochorde Dynamic. 


For reproducing quality nothing equals 
Its Magnetic Field 


takes every note on the tone scale and brings it in with 
an exguisite clarity that sounds like a ‘‘close- sup’ ig 


the studio. 
current. Send your order in now! 


Atruly beautiful creation! Constructed of solid grain walnut 
with egg shell lustre finish—front panel bearing charming grille 


motif with colored silk screen background. 


AC ... . $59.00 List AC Chassis . $44.00 List 
BO. er. Oe” DC Chassis . 7.50 “ 
6Vok ... 50.00 ** OVO « +. 35.00 ** 
Slightly higher West of Rockies 
Write for circular and complete information 


BOUDETTE MANUFACTURING CO. 
Dept. D Chelsea, Mass. 


Gives maximum volume with minimum 














MAGNETIC 


Quality - built 
throughout. Beau- 
tifully designed. The 
best of the Magnetic 
Speakers. 

Complete Unit $25. y~4 
( hassis. ... 18 
Slightly higher 

West of Rockies 








the country. 


years. 


turers it represents. 








An Opportunity 
For Some Manufacturer 


A nationally known sales organization seeks 
to represent a manufacturer of electrical prod- 
ucts either in the Middle West or throughout 


The organization represented in this adver- 
tisement has been established for a great many 
It has a well trained corps of salesmen, 
and a reputation of increasing sales of manufac- 
The organization is now 
in a position to add to its present line and re- 
quests manufacturers who feel their sales cost 
too high to write Box 928, care of The Jobber’s 
Salesman, 53 W. Jackson Blvd., Chicago, Il., 


giving details of their line and territories open. 

















Polishing Sales Stories 
(Continued from Page 6) 


HEN, in spontaneous conversa- 

tion with a buyer, you speak 
a happy, apt, effective phrase, re- 
member it for later frequent use. A 
clever analogy, a pat story, a turn of 
a sentence, which lifts your sales talk 
out of the commonplace, treasure. A 
single phrase has been known to win 
a national election. A single phrase 
will make a difficult sale. 


N OPPORTUNITY to visit the 

trade with your sales manager 
is Ja grand chance to observe the 
phrase-making, the sentence turns, the 
apt illustrations, of an expert. Men- 
tally note, for your own use, not alone 
arguments, but the exact words em- 
ployed. Grow to understand in sell- 


ing the power of a phrase. 
* * * 


A Rookie’s Experience 
(Continued from Page 7) 


fice. The heat was terribly oppres- 
sive. My collar choked me. I was 
perspiring freely and felt, in more 
ways than one, that the end of the 
world had come for me. I was a 
failure. 

I went to the boss immediately on 
reaching the office, expecting at least 
to be called down and sent back to 
clerking forever. No doubt my de- 
jected appearance told the whole 
story in one look. The boss asked me 
how I had made out. I told him in as 
few words as possible, but for some 
reason that I could not then under- 
stand he did not throw me out. He 
did not even speak a cross word to 
me. I was simply told to busy my- 
self inside for the rest of the day and 
I would be given more calls to make 
very soon. 

Well! Things were not so bad af- 
ter all. I was to have another chance. 
I got it and tried again, in fact have 
been trying more or less successfully 
ever since and expect to keep right on 
trying for a long time to come. I 
have come to realize, however, that 
the old saying that “Rome wasn’t 
built in a day” is very true and that 
it takes more than just a chance or 
two to make one a successful jobber’s 
salesman, or anything else for that 
matter. My experiences have brought 


home to me the truth of the fact that 
only by hard plugging and trying and 
trying again do we ever get anything 
in this world. 
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Asbig-Selling / / ‘Ot 


little flashlight that retails 


: SSE fo "Or 


* 




















Your dealers are always 
looking for a fast-selling new 
product. Here it is!... the 
new Ray-O-Vac “Flasher” — 
a complete flashlight that re- 
tails at 50c! 


you enter the dealer’s store; 
it will get his interest and 
win a favorable reception 
for you. If your firm hasn’t 
yet stocked the popular new 
Ray-O-Vac “Flasher”, tell 


them to order a supply now. 


Lens, bulb, reflector, case 
and battery equivalent to 
two-standard-cell capacity— 
alittle flashlight for big flash- 
light service. All complete— 
ready for use—at this amaz- 
ing price. Simply turn the 
head and it lights! 


| No wonder it has already 
made its mark as the fastest- 
selling flashlight specialty in 
our experience! Then, too, 
this popular item brings 
nice additional profits —in 
repeat battery and bulbsales. 


FRENCH BATTERY 
COMPANY 


Sales Office: 
30 North Michigan Avenue, Chicago 
Factory: Madison, Wisconsin 





Also makers of Ray-O-Vac “A’’, “B” 
and “‘C” Radio Batteries, Ray-O-Vac 
Rotomatic and Standard Flashlights, 
Ray-O- Vac Flashlight Batteries, Tele- 
phone and Ignition Batteries. 


Packed fifteen in a case for , 
Ray-O-Vac 


display on your dealer’s "Piaaher® 
counter. Bright lacquer fin- ‘herein 


actual size 





ish—in three popular colors. 
Show the new Ray-O-Vac 
“Flasher” first thing when 


RAY-O-VAC 
* Ffasher 
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MANUFACTURERS 








‘New Products, Literature, etc: 





Nevin Directs Sterling Sales 

After a year of association with 
the Sterling Mfg. Co., Cleveland, W. 
B. Nevin has recently taken over the 
direction of sales and advertising for 
that company. He prophesies that 





W. B. Nevin 


this will be the biggest year, from 
the standpoint of gross sales, in the 
history of radio. 

Mr. Nevin had studied radio con- 
ditions for many years before radio 
broadcasting broke out in 1920. At 
that time he was sales and advertising 
manager for John Firth & Co., of 
New York. It is claimed that the 
advertising which Nevin prepared on 
Baldwin phones, Vacalud loud speak- 
ers, Kolster Decremeters, etc., for the 
Firth organization was the first used 
by radio manufacturers to employ 
carefully 
prepared copy and typography. The 
advertise- 
ments “S. O. S. Captain—clear as a 
bell” like a 


graph,” etc., which set a 


high grade art work and 
old-timers will recall the 
“Reproduces phono- 
new stand- 
up to that 
advertising 
before then was to use a shot of the 
product—often not retouched—and a 
few words of typical mail order copy, 


ard of radio advertising 


time. The rule in radio 





prepared by anyone from the office 
boy up. The Firth line of radio 
equipment enjoyed a reputation sec- 
ond to none in the radio field during 
the time Nevin was it. 


Leaving his old friend Colonel 
Firth in 1922, Nevin became sales and 
advertising manager of the Colin B. 
Kennedy Corp., of St. Louis and San 
Francisco and again he succeeded in 
imparting his individualism to the 
merchandising of the line of high 
quality Kennedy radio sets. At the 
time he left the Kennedy organiza- 
tion in 1924 the Kennedy sales fran- 
chise was unquestionably one of the 
three most sought-after in the radio 
field. 

After leaving Kennedy, he became 
a stockholder and officer of the Oper- 
adio Corp. of Chicago with his per- 
sonal office in New York, in charge 
of eastern sales. He was also re- 
tained on a temporary basis by Mr. 
William Dubilier for a study of the 
parts and accessory market as related 
to the sale of paper and mica con- 
densers through jobbing channels. 








W. T. Kirton has joined the industrial 
sales division of the Kellogg Switchboard 
& Supply Co., Chicago, and will devote 
his efforts to the sale of condensers, parts 
and supplies to radio and electrical manu- 
facturers. Mr. Kirton has a broad experi- 
ence and acquaintance in these industries 
and an intimate knowledge of their 
problems and requirements. 





Hubbard Changes in Personnel 


Joseph V. Smith, formerly Pacific 
Coast manager of Hubbard and Co., 
is now eastern manager in charge of 
sales, production and service at the 
Pittsburgh plant. Marshall Lasher 





J. V. Smith 


has been appointed assistant man- 
ager, with R. M. Waggoner, R. G. 
Robbins and A. R. Robitzek as assist- 
ant sales managers, all with head- 
quarters in Pittsburgh. 

Since 1927 Hubbard and Co. has 
doubled its warehouse space, equip- 
ping it throughout with modern han- 
dling and storage methods. An ex- 
tensive system of single, double and 
triple tier bins with an augmented 
fleet of electric lift trucks to convey 
material to and from them are doing 
their part in maintaining a reputation 
for a speedy service. 

In addition to the new buildings 
that have been erected, numerous 
changes have been made with the idea 
of concentrating production to secur¢ 
the quickest and most efficient servic« 
for the trade. The unloading of raw 
material, its handling, fabrication, in 
spection and shipping have been com 
bined and developed to a high degre: 
of manufacturing flexibility. 
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H&H Switch Installations | | 


Recent Jobs & 2 jin Chicago 
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Your Trade Knows 


Youngstown Buckeye 


"THEY know Youngstown Buckeye 
Conduit has stood the test of service 
in every conceivable kind of conduit in- 
stallation. They know it is consistently 
specified by hundreds of leading architects 
and electrical engineers, and they know it 
has won the praise of the electricians who 
install it. 

For these reasons salesmen find Youngs- 
town Buckeye Conduit a ready seller and 
a steady repeater—meaning more sales, 
easier sales and a steady volume of repeat 
. business. 







The Youngstown Sheet 
& Tube Company 


General Offices: Youngstown, Ohio 
Sales Offices in 20 Cities 


YOUNGSTOWN ‘BUCKEYE 


CONDUIT 








WINd-OVENT 


for 
Better Home Ventilation 


Developed to meet the increasing demand 
for an efficient home ventilating unit, at- 
tractive in appearance and moderate in 
cost, to quickly and quietly remove offen- 
sive cooking odors, steam, smoke, or foul 
air. 


WIND-O-VENT features:— 
1. Installation does not interfere with rais- 
ing or lowering of windows. 


2. Patented 10 inch propeller of unique 
design develops tremendous air thrust without 
dead air space. 


3. Motor housing, ring and propeller of 
highly polished cast aluminum. 


4. Adjustable panels furnished in pearl gray 
baked enamel. 


5. Panels obtainable to fit windows from 17 
inches to 50 inches in width or in door tran- 
som. 

6. Noise and vibration practically eliminated. 


+ 


7. Easily installed by customer in a few 


WIND-O-VENT moments’ time. 


Write for complete information and prices. 


DIEHL MANUFACTURING COMPANY 


Electrical Division of THE SINGER MANUFACTURING COMPANY 


ELIZABETHPORT, N. J. 


Atlanta, Boston, Chicago, Cincinnati, Dallas, Detroit, New York, Philadelphia, St. Louis 



































U. S. R. C. Give Details 
of Policy 


In a recent announcement by Wm. 
H. Dey, manager of the electrical and 
mechanical division of the United 
States Radium Corp., New York, is 
found a detailed outline of the com- 
pany’s present policy, the highlights 
on which were given in the September 
issue of Tue Jopper’s SALESMAN. 

All previous manufacturing licenses 
under the “Undark’”’ patent have been 
withdrawn and the company has is- 
sued new restricted licenses calling 
for a standardization of design and 
quality of all products made under 
these patents and the new line of 
products have been announced. The 
company recognizes the two major 
size (length) standards established by 
usage in the three major price stand- 
ards. 


In the two for 25c quality the |, 
inch length rod model is omitted 
mainly because this market appears to 
buy with special emphasis on size. If 
it is shown to be generally wanted, 
grade “K” can be made. 

Through notification of grading and 
provision of means for identification 


of these grades the company believes 


it has a logical solution of the prob- 
lem of making the sales potentials of 
these. items not only realizable but 
profitable to all concerned with due 
protection to trade and consumer 


alike. 


The new pendants are made with 
improved materials and a new process 
of application, giving more uniform 
coating, permitting the use of a 
larger diameter rod, and _ higher 
grades for the same price, or less 
money for the same grades, and a 
locking cap in the higher grades. 

Present licensees who have price 
lists and other information are: 
Beaver Manufacturing Co.; Eagle 
Electric Mfg. Co.; T. C. Smith & 
Co.; Rodale Manufacturing Co., and 
The Luminite Corp. 

Mr. Dey further adds that “In ad- 
dition, the Arrow, Bryant, H. & H. 
and Hubbell lines, list and sell under 
their own brand, pendant and other 
locators (and built in devices). The 


pendant type are uniformly the 


/inch rod model of grade “H,” and 
| 25¢ list, the Hubbell pendant, how- 
_ever, having their own special form 
_ of locking cap. In addition, the Gen 
_ eral Electric Company has a style oi! 
| its own of 1% inch luminous rod 
_ coated with “Undark” grade “F”’. 
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Boston, Mass 
176 Federal St. 


Atlanta, Georgia 
38 Marietta St. 


C 


Baltimore, Md. 
216 E. Lexington St. 


Ck ret Ey 2 aaa 


& 


HERES a new profit item — something that every 
home needs — the Hubbell Combination Switch- 
Tap and Pilot Light. Its greater convenience is being 
quickly recognized by contractor, dealer and user. 


In one unit is combined — a switch... an outlet...a 
signal light. Adaptable for radio or remote control of light. 


No. 7281 for radio:— the radio attachment plug 1s in- 
setted in the Te-Slots... the “finger grooved’’ Switch- 
oe outlet is given a quarter turn for radio power... 
and the jewel signal light is a constant warning that the 
power is on, 


No. 7280 for remote control of lights: —a quarter turn 
of the “finger-grooved” outlet controls lights in attic, 
basement, on porch, or other place —the jewel prevents 


Mail coupon to our nearest office 
Bridgeport, Conn., Main Office 


New York City, N. Y. Philadelphia, Pa. 
30 East 42nd Str. Fifth St.— 
Philadelphia Bourse 
Chicago, Illinois (Exhibition Dept.) 
318 W. Washington St. 

Biglin 

San Francisco, Cal. 
390 Fourth St. 
Garnett Young & Co. 


Denver, Colo. 
1109 Broadway 
The Sales Service Co. 


Switch in 
2h lar OneE 


The Hubbell watch-dog 


for radio set or lights 
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Two 








3A Pilot Light Tae ag 


Q 





“forgetting the lights.” Te-Slots — independent of the 
switch and always alive— accommodate any appliance. 


Saves time, labor and material in wiring. Two-gang box 
takes whole device — switch, outlet and pilot light. Less 
wire needed. May be substituted for existing 2-gang 
installations. 


Every radio supplies dealer—every electrical supply shop 
and contractor — will want to know about the Hubbell 
Combination Switch-Tap and Pilot Light. Tell them 
about it. The coupon will equip you with the facts. Spend 
a stamp to send it in. 


HARVEY HUBBELL, Incorporated 
BRIDGEPORT, CONNECTICUT 


HUBBELL Snitch Tp 6 Alot Laght 


| Please send information on ccmbination Switch-Tap and Pilot Light 


Name 





" Address Zz 








| City and State 


J. S. 10- 
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Quality in Switches 


backed up by 


Quality in Service 


OBBERS handling Wadsworth enclosed 
switches and wiring cabinets can offer, in addi- 
tion to a line that pioneered in many improve- 
ments, one backed up by the ultimate in co- 
operation from the manufacturer. We are 
proud of the popularity of our line, the natural 
outgrowth of its outstanding superiority, and 
we are proud of the fact that 95 per cent of all 
orders are shipped the day they are received. 


That’s co-operation that counts. 





he WADSWORT TRICMFGE INC. 
Covington ntucky. 





| 


@ 














~ 

















WF Real Joint 


This trick beats anything you’ve ever 
seen in the way of a quick, firm and per- 
fectly insulated wire connection. 

Its name is “WIRE NUTS” and it isa 
Colt product. 

It is a hollow brass cylinder, threaded in- 
side and embedded in a dielectric jacket. 
You skin the wires back % or 3 of an 
inch, twist them together, screw on the 
wire nut — that’s all. The threads bite in- 
to the wires. The insulator covers the 
bare wires. Quicker, stronger and safer, 


Standard 
packages of 


100. Get ’em reer 

{romyour job than any other joint. 

vem on hand, ©OLT’S PATENT FirnE Arms Mrc. Co. 
33-0-105A 


MOLDED PRODUCTS DIVISION 
a. @ 








Hartroap, Connecticut, U. s. 
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Carl Boyd With Slagle 


Of particular interest to the radi, 
industry at this time is the announce 
ment, just received from Fort Wayne. 
of the appointment of Carl D. Boyd 
as director of sales for the Slagle 
companies. 

Mr. Boyd for many years has been 
a prominent figure in the electrical 
and radio fields, and his many friends 
will be glad to hear that radio has 
again ‘made claim to his services. 
Numbered among his friends are job- 
bers, dealers and manufacturers from 
coast to coast, which are the result of 
his association with the industry for 
some twenty years. He was previous. 
ly associated with such organizations 
as the Kellogg Switchboard & Supply 
Co., French Battery Co., and the 
United States Electric Corp. 

For several years Mr. Boyd was an 
enthusiastic member of the Radio 
Manufacturers’ Association, having 
served as a vice-president for several 
years, as well as on its directorate, 
where his services proved of consid- 
erable value due to his broad know]- 
edge of the general affairs of the in- 
dustry. 

The Slagle Radio Company, a di- 
vision of the United States Electric 
Corp., is one of the pioneer manufac 
turers of radio receiving equipment. 

The Slagle Manufacturing Co., an 
associate company to the Slagle Radio 
Company, is engaged in the produc- 
tion and merchandising of the “Uten- 
co” automatic electric ironer, which 
enjoys a wide distribution in the elec- 
trical field. 

The affairs of both companies are 
under the direction of: L. S. Slagle, 
president and treasurer; Paul K. 
Romey, vice-president and _ general 
manager; W. L. Swindler, secretary: 
Carl B. Boyd, director of sales; J. B. 
Hess, assistant sales manager, and 
Harold E. Bristol, manager, adver- 
tising and sales promotion. 

Coincident to his appointment as di- 
rector of sales, Mr. Boyd announces 
the addition to the sales staff of M. E. 
Seegmiller and R. T. Mortlock. 


Mr. Seegmiller has a broad experi- 
ence in the radio sales field, having 
been connected with The Zinke Co., 
Howard Radio Co., and latterly with 
the Raytheon Manufacturing Co. 


Mr. Mortlock assumes his new 
work with a wide experience in mer 
chandising, having been associated 
with the Ford Motor Co., and more 
recently with the Utensils Co. 
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R & M Fractional H. P. Repulsion- 
7 Induction Motors, type R. F. are built in 
ratings of 1/6, 1/4 and 1/2 h. p. and em- 
body every detail of the latest develop- 
ments in electrical design. 
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| STAMINA - EXPERIENCE oh 
“_ 6 LE 
| | Aue RepuTaTiON af Myers 


Whats B ack of 
the Name ? 


| Robbins & Myers, Inv. 


SPRINGFIELD, OHIO 


Agencies in all Principal Cities of the World 
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MOTORS 
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LL over the country there are factories turn- 
A ing out motor driven appliances using 
fractional horse power motors. Your 
dealers know about enterprises of this character 
that are in their territory—Are you getting your 
share of this small motor business? 


For twenty-five years the quality of R & M 
products has been maintained on the highest 
plane. Every development in R & M Motors 
has been in the nature of refinement and perfec- 
tion of performance and construction. And 
back of every motor stands our unconditional 
guarantee. Back of your sales efforts is a mer- 
chandising policy and a price structure that as 
sures you generous profits. 
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SINCE 1895 
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See No. 66335 
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Improved Packing 
of the 


“ Old Reliable” 


Weber 
Fuse Plugs 


For more than 20 years, 
Weber Fuse Plugs have 
been the undisputed 
preference of the electri- 
cal trade. 


Now, to keep them well 
in the fore-front, they 
are packed: 


Retail Cartons of 5 
Master Cartons of 50 
Shipping Cartons of 500 


No need to specify any- 
thing but “Weber Fuse 
Plugs.” Our entire pro- 
duction is packed this 


way. 


soe 


HENRY D. SEARS 


General Sales Agent 
60 BOYLSTON STREET 
Boston MASSACHUSETTS 


ns Devers SS 























The Mazda Lamp divisions of the General Electric Co., have introduced a new 
carton designed in such a fashion as to create sales for units of six lamps instead of 


one. 


Three types of home cartons are available: Colonial, Old English and Spanish, 


all designed by a nationally known architect and all practical as toy doll houses for 


the children. 
prove a sound merchandising scheme. 


This new style of carton has an excellent display value, and should 





Kellogg Activities 
The Berrodin Auto Supply Co., 
prominent automotive distributors in 
Philadelphia, and the Kellogg Switch- 
board & Supply Co., of Chicago, acted 


| as hosts to 75 dealers and prospective 


dealers in Philadelphia, September 6. 


The dinner and sales meeting was 
similar to the Kellogg dinner meeting 
held in Chicago recently. Mr. Mac 
Harlan, advertising manager for the 
Kellogg company, outlined Kellogg 
advertising plans for the fall and win- 
ter seasons, and showed his audience 
some very fine examples of the news- 
paper advertising which his company 
has prepared to help dealers sell more 
Kellogg radio receivers. 


Mr. Mac Harlan also addressed the 
Grinnell Brothers sales staff in De- 
troit on September 11. He brought 
his well known movie films, “‘Listen- 
ing In,’ and “A Trip Through the 
Kellogg Plant’’ to illustrate his talk. 

* * * 


Standard Issues Dealer 
Contracts 


The Standard Electric Stove Co., 
Toledo, through its authorized distrib- 
utors is offering its dealers authorized 
dealer contracts assigning to the deal- 
ers specific territories and furnishing 
them with sales helps, consisting of 
window trims, literature, advertising 
layouts and circularization of consum- 


er prospects. These contracts are made 


through distributors where the Stand- 
ard Electric Stove Company has dis- 
tributors and direct by the factory 
where there is no distributor repre- 
sentation. 


Mrs. Juliet Brown, home economics 
advisor for Standard Electric Stove 
Company, will conduct a column each 
month in the “Standard News”, a pa- 
per which has a circularization among 
all of the Standard dealers in the 
United states. This column each 
month gives information in regard to 
culinary suggestions and offers sea- 
sonal recipes. 


* * * 


Tremendous Industrial Light- 
ing Sales 

“During the first six months of 
1928 more good industrial and com- 
mercial lighting was sold by our dis- 
tributors and sales divisions than was 
sold during the three preceding 
years,’ says Ward Harrison, illumi- 


nating engineer of the National Lamp 
Works. 


Mr. Harrison points out that if the 
788 lighting installations which were 
completed during this six months’ pe 
riod were placed under one roof the 
would illuminate a building 30 feet 
wide and 135 miles long to a level ot 
15 foot candles—2.3 watts per squaré 
foot. This level of illumination is 
approximately 200 per cent greater 
than that which formerly existed. 
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New Inland Designs That Stimulate Buying 


Cy designers have produced these beautiful new styles, which meet the 
very pressing demand for modern glassware. 


The above illustrates a few types. Literature, with full information, and 
prices on the entire line, is now ready. We will be pleased 
to mail this to you upon request. 


INLAND GLASS WORKS, Inc., 6101 West 65th Street, Chicago, Illinois 


Inla 


THE -LARGEST IN “FRE MIDDLE 
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it’s Made 


Accounts for the high quality of 
O. K. Tape and Splicing Com- 
pound—and also for the fact that 
it can be priced so you can meet 
competition. 

With the most modern and best 
equipped plant in the country at 
your service—with a product of 
superlative quality, a fair policy 
and a price schedule for profit— 
you have every assurance that our 
line is the best you can handle. 


eM 


Perrin paends 





Dealers can increase sales 
of O. K. Friction Tape by 
using our attractive counter 
display cartons. Put one 
on the counter of every 
dealer in your territory. 


Sold Through Jobbers 


APPLETON RUBBER CO. 


Massachusetts 
























QUICK 
DETACHABLE 


Q-D REFLECTORS 
For Better Sign 
Lighting 


The many different uses of Q-D reflectors and 
fittings offer a big field for this unusually adapt- 
able and complete line. 








Creameries, dairies, ice cream companies, oil 
companies, automobile service stations, garages, 
industrial plants and many other places where 
plenty of light is needed at small expense, are 
prospects for sign lighting equipment. Don’t 
overlook a chance to sell these accounts the 
popular and readily accepted Q-D line. 


Write for details and catalogue. 


QUADRANGLE MFG. CO. 
26 So. Peoria St. Chicago 


VAP 


REFLECTORS ) 
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Cary Cabinet Corporation 
Formed 


A well known figure in the radiv 
furniture selling field is L. H. Rags 
dale, who has become the president 
of his own newly organized Cary 
Cabinet Corp., Springfield, Mo. Mr. 
Ragsdale is a pioneer in the radio 





L. H. Ragsdale 


cabinet business, his experience go- 
ing back six years to the time when 
selling radio consoles was something 
like selling ice to Eskimos. He was 
a member of the H. T. Roberts Or- 
ganization, Chicago, for three years, 
and held the position of sales mana- 
ger when leaving that company this 


summer. 
* %* 


Airmaster In New Hands 

The Airmaster ventilating fan, or 
custom-built ventilator, built under 
the patents of the Leinweber Bros., 
has recently been acquired by the 
Federal Merchandise Company, Mar- 
quette Bldg., Chicago, of which H. 
C. Hueglin is general manager. 

This exhaust fan, built in 12, 16, 
18 and 24 inch sizes, embodies a dis- 
tinétive blade principle. It is said 
that the “hump” of the Airmaster 
blades is an exact duplicate of the 
hump in an eagle’s wing. In action, 
this particular form of blade main 
tains a solid shaft of air going 
through the fan. 

Since this new ventilator is priced 
below $80.00 list in the 12 in. sizes 
and since it is thoroughly effectiv: 
as an air mover, the company now 
responsible for its promotion and 
sale is of the opinion that it is an 
item of merit for the wholesale trade. 
and will eventually seek that chan 
nel of distribution. 


| i 
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Meter Service Devices 
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Ps 
“Hereis what | 
you need for that job!”’ 


Give a copy of Catalog No. 56 to your salesmen or arrange the Switch and 30 Ampere. Service 
Fuse sections of your own catalog with the same completeness, and you'll find Fatrance and, facili- 
that they can cover their territories with greater speed and increased volume circuits. 


of sales. 





The Noark Meter Service System 


includes devices that meet all central station practices in switching, fusing, 
grounding and sealing. 


Made by the organization which pioneered the idea and developed Standard- 
ized Meter Service protection. 


Catalog No. 56 upon request 








i CoLT’s PATENT FirRE ARMS MFG. Co. 
30-60-100 ampere oh ELECTRICAL DIVISION 30-60-100 am 
ghvA HARTF 


capacity. Load side capacity. All 
orp, Connecticut, U.S. A. GD vealed. 


fuses accessible. 
NEW YORK - BOSTON - PHILADELPHIA - PITTSBURGH - CHICAGO - SAN FRANCISCO 1 933-S.43 
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REFLECTORS 


Of porcelain enameled Steel. In all stand- 
ard types and sizes. White enameled 
coating makes for perfect illumination. 
Proof against rust, dust, vapor or smoke 
fumes, atmospheric changes. One of a 
wide variety of practical electrical wir- 
ing devices. Special feature: reflector 
sockets complete with adjustable sockets. 





JUST OUT—REFLECTOR BULLETIN No. 6 
Send for it now 


Multi Electrical Mfg. Co. 
210 No. Ogden Ave., Chicago, Ill. 
































More than 





150 Types 


for immediate delivery from convenient 
warehouse stocks—an excellent service 
background for the proven dependability of 


EMERSON 
MOTORS 


Made by the Makers of Emerson Fans 


THE EMERSON ELECTRIC MFG. CO. 
2018 Washington Avenue, Saint Louis, Missouri 
50 Church St., New York City 
806 W. Washington Blvd., Chicago 








Split phase poly phase - 1/30to2h.p. - D.C., Repulsion Start Induction 














Among the first three “photograms” to 
be sent in this country since the intro- 
duction of the new process by the Postal 
Telegraph Co., was a greeting from Au- 
gustus D. Curtis, president of Curtis 
Lighting, Inc., to the foreign delegation 
to the International Illumination Congress, 
held September 22 to 28, at Saranac Inn, 


week egh eins 
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New York. Upon their arriyal in New 
York on September 5, the visitors received 
an actual hand-written message with a 
small cartoon “wired” from Chicago, wel- 
coming them to America and extending 
cordial greetings from the members of 
the well-known lighting concern. This 
novel form of salutation was well re- 
ceived, and answered by another “photo- 
gram” from C. C. Paterson, president of 
the International Congress on Illumina 
tion; Norman Macbeth, president of tli 
Illuminating Engineering Society; and « 
representative group of delegates, over the 
actual signature of each. Especially in 
teresting was a signature in the real Jap 
anese characters. The “photogram” is a 
means by which a facsimile of the orig 
inal written message, picture, or typed 
matter is despatched over the wire in 
much the same way as the ordinary tele 
gram. 





G. D. Montgomery Locates In 
New York 


George D. Montgomery, Jr., for 
merly of Cunningham and Montgom 
ery, manufacturers’ agents at 600 5 
Delaware Ave., Philadelphia, is now 
permanently located in New York at 
64 University Place, where he is act 
ing as general sales manager of tli: 
Presto Products Co., and the Jitf) 
Wire Connector Co., both of whic! 
concerns are introducing several new 
items that they believe will meet with 
popular demand. Formal announce- 
ments of these new products will be 
made in the near future. 
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Chicago-Lamon Building, Chicago 
Contractor, Rosset Electric Company 
' Triangle Rubber-covered Wire exclusively 










Contractor, Herbert P. Shackley 
Triangle Rigid Conduit exclusively 







ye 


Tudor Gables 
Apts., Chicago 
Contractor 
Republic Electric Co. 
Triangle 
Rigid Conduit 
exclusively 



















Sey * te i 


Hollywood-Clark Building, Chicago Homan-Roosevelt Building, Chicago 
Contractor, Republic Electric Company Contractor, Rosset Electric Company 
Triangle Rigid Conduit exclusively Triangle Rubber-covered Wire exclusively 


Keeping Step 


WITH CHICAGO’S GROWTH 


<¢ fF THE present rate of activity keeps up,” says the Chicago Tribune Triangle Products 

















. Survey, “Chicago building workers will receive in the form of wages ARMORED 

oss : aia s CONDUCTORS 

a 19 a hundred million dollars more this year than they did in any previ- fround, flat, and leaded} 

ad ous year.” And that will give you a rough idea of the way things are “TRIEX” 

; humming in and around this city. ianmeneaiie : <ieeee 
In Chicago, the use of Triangle products is growing as rapidly as the NON-METAILIC 


a city itself, keeping step in the electrical field with the general building FLEXIBLE CONDUIT 

program. RIGID ——— CONDUIT 
The acceptance for Triangle products has been won on merit alone, FLEXIBLE 

f . STEEL CONDUIT 
; for that is all we have to offer: fine materials, made to meet our own ex- SN 
5 ceedingly high standards. With Triangle quality go right prices and the ilies iineiee 
: kind of service you would expect on a quality line. LEAD-ENCASED WIRE 
. A 
TRIANGLE 

| Sold Through Jobbers ARMORED CABLE TOOL 


\ SBC OT OT OT ON OW OO OO EE ETE IE OO ST OOO ONO 
TRIANGLE CONDUIT CO., INc. 
General Offices: Dry Harbor Road & Cooper Ave., Brooklyn, N.Y. 


Factories: In Canada: 


BROOKLYN - CHICAGO - BUTLER, PA. TRIANGLE CONDUIT CO. Ltd., TORONTO 
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TIME 
to Sell 


Time 





SWITCHES 


| manager of the Electric League of 
| Indianapolis with offices at 616 Cham- 
_ber of Commerce Bldg., in that city. 


Fall is here—winter 
coming—dark days 
ahead and lighting 


schemes are getting full 
attention. Tell every 
contractor and industrial 
customer about Reliance 
Time Switches. 15 new 
improvements incorpo- 
rated in this model give 
a reliability that is un- 
questioned. 


Remember 
Our Service 


We care for all 
complaints or adjust- 
ments—just refer 
them to us direct. 
We stand back of 
every Reliance Time 
Switch. Neither jo »b- 
ber mor dealer is 
troubled with service 
complaints. 





Sold Through Jobbers 


RELIANCE AUTOMATIC 


LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 





| Carlson 


General Cable Acquires Detroit 
Insulated 
General Cable Corp. has acquired 


| Detroit Insulated Wire Co., the latter 
| becoming united with Rome Wire Co., 
| Dudlo Manufacturing Corp., Safety 
| Cable 
| Cable 
| Mills. 
| known as the Detroit Insulated Wire 
Company Division of General Cable 


Co., Standard Underground 
Co., and Baltimore Rolling 
The Detroit company will be 


| Corporation. 
* * * 

'W. L. Jacoby Returns From 
Vacation 


W. L. Jacoby, president of the 
oo Switchboard and Supply Co., 
Chicago, has returned from a_ short 
vacation enjoyed at Three Lakes, 
Wisconsin. 

Mr. Jacoby spent most of his time 
fishing and swimming, and returned 
to his desk prepared for another 
year of hard work. 


* * * 


Brown Heads Indianapolis 
Electric League 
T. C. Brown has been appointed 


The League has an organization 
which comprises practically every 
branch of the electrical industry in 
Indianapolis and with that set-up is 
looking forward to accomplishing 
some effective work in the future. 


* & & 


Agresar of Porto Rico 

Joseph M. Agresar is an energetic 
Manufacturers’ Agent in San Juan, 
Porto Rico—Brokers, Mfrs’. Agents” 
they call themselves there. He has 
recently returned headquarters 
after an extended trip in the United 
States. He represents a number of 
well-known in Porto 
Rico, including National Electric 
Products Corp., Rodale, Globe Metal, 
Macbeth-Evans, etc. 


* + * 


Carlson Advanced by 
Radio Corp. 


The Radio Corp. of America an- 
nounces the appointment of E. C. 
as assistant manager in 
charge of sales promotion with head- 
quarters in New York. 

Mr. 


to 


manufacturers 


district. 








Carlson was formerly district | | 
advertising manager of the Chicago | “MUI 
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Advantages 
of 
Hemingray 
Insulators 


‘ 





In selling Hemingray 
Glass Insulators jobbers’ 
salesmen should _ stress 
the following advantages: 





(1) Transparency 
Exposes internal 
defects. 
Non-Porosity 
Eliminates Mois - 
ture Absorption. 
Sustains  dieletric 
strength. Prevents 
deterioration. 


(2) 


(3) Homogeneity 

Insures uniform in- 
sulating properties 
throughout each in- 


sulator. 


Up to 15,000 standard- 
ize on Glass. 





Them 
Hemingray 
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Get Out 


and Meet 
the buyer of Panelboards 


Electrical contractors and factory maintenance men want 
panelboard information from the man they buy panel- 
boards from. Supplying this is all that is required in 
selling the @ Panelboard line—just know them well 
enough to talk them. 





You ought to have more &@ Panelboard sales. We want to 
help. Ask your salesmanager to call in the @® District 
Office man to talk it over with all of you. He can help 
you to bigger sales that include the staples as well. 


Send for the @® catalog. It contains much useful information. 


, Arank Adam 


@ Steel Cabinets 








® Panelboards are always sold with @ 
Steel Cabinets, yet the importance cf 
the steel calinet should be emphasized 
nd its construction noted. 

The @ Cabinet is thoroughly stendard- 
izcd so that the same size and type o 
Di nelbos rd always fits. Cut frem one 
solid sheet of metal with generously over- 
lapp ng corners and turned over edges 
for rigidity, they ccn be depended upon 
to fulfill their part in the conduit system. 


ELECTRIC COMPANY 
ST. LOUIS 
DISTRICT OFFICES 


Atlanta, Ga. 
Baltimore, Md. 
Roston, Mass. 
Buffalo, N. Y. 
Charlotte, N. C. 
Chicago, III. 


Cincinnati, Ohio 
Cleveland, Ohio 
Dallas, Texas 
Denver, Colorado 
Detroit, Michigan 
Jacksonville, Fla. 


Kansas City, Mo. 
Los Angeles, Calif. 
Memphis, Tenn. 
Minneapolis, Minn. 
New Orleans, La. 
New York City 


Omaha, Nebraska 
Philadelphia, Pa. 
Pittsburgh, Pa. 

San Francisco, Calif. 
Seattle, Washington 
Tampa, Fla. 


Tulsa, Okla. 
Montreal, Quebec 
Toronto, Ontario 
Vancouver, B. C. 
Walkerville, Ontario 
Winnipeg, Man. 
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wen... Brilliant Season 


at French Lick Springs 


French Lick is at its best. Cool breezes from 
the Cumberland foothills moderate the summer 
heat, giving to outdoor sports and recreations 
keen zest. 


Two nationally-known golf courses, each with 

its clubhouse, provide unequaled facilities for 
devotees. The Championship Upper Course 
tests the talent of the expert, while the Lower 
Course intrigues those who take their golf more 
casually. 
Bridle trails through the wooded countryside 
lure to horseback riding, while hiking, swimming 
in the spacious pool, tennis, and other diversions 
give variety's spice to round off a perfect day. 


| 
Drink the sparkling natural waters of Pluto, 
Bowles and Prosperine Springs, and take the 
tonic, rejuvenating baths. Enjoy the comfort of 
airy rooms, commanding superb scenic panora- 
mas, the tempting cuisine and faultless service 
of the French Lick Springs Hotel. 

Quickly accessible by rail or motor. Ample 
garage facilities. 





Corcoran Heads Council 

R. Bourke Corcoran, manager 0! 
the Electric Association of Chicago 
and a director of the Society For 
Electrical Development, was chosen 
to succeed J. E. North of the Cleve- 
land Electrical League as chairman of 
the League Council at Camp Coopera- 
tion VIII. Few men are better known 
among the leagues than is Mr. Cor- 
coran who acted as host to league 
managers in Chicago last winter dur- 
ing the sessions of the Mid-Winter 
Conference. 

* * * 
Steel City Expands 

The Steel City Electric Co., Pitts- 
burgh, continues to expand. It has 
just taken out a permit to add two 
stories to its factory for additional 
manufacturing and storage space. 

This is the second large addition 
to the factory within the last three 
years. 

* * # 
Wagner Appointments 

The Wagner Electric Corp., St. 
Louis, announces that Fred Johnson 
heretofore in charge of the St. Louis 
sales office is now manager of the 
Los Angeles branch office. This 
transfer brings to a close twenty-one 
years of service as district manager 
of the St. Louis territory. 

Alex L. Miltenberger heretofore 
Pacific Coast manager with head- 
quarters in San Francisco has been 
transferred to St. Louis as branch 
manager of the St. Louis office. 








French Lick Springs 
Hotel Company 


T. D. Taggart, President 


French Lick, Indiana 
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‘‘Home of Pluto Water’’ 
































When C. D. McLain of Cleveland feels 
like hoisting a standard and crushing the 
public eye in behalf of some worthy enter- 
prise that has caught his imagination, 
there’s only one solution. He goes right 
out and does it. Whether it is a heritage 
bequeathed to him by the late Mr, Bar- 
num and other publicists or whether it is 
just a natural impulse to burst into song 
when he discovers something the world 
ought to know about, it’s hard to tell. 
In any event Mr. McLain decided to tell 
the world—and in no uncertain terms. 
The manufacturers of ‘“Ceco” radio 
tubes appreciate the crusading spirit of 
its genial motorist friend and praise his 
warm and contagious enthusiasm. 
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Make money on school trade — here’s how! 


{School work is eye work. Eye work calls for good light. BUSS 
Light is the ideal answer. Your dealers can make big money 
supplying them as study lights for students at home or away. 
You can get profitable volume simply by calling attention to 
that fact. (BUSS Light is portable—can put good light any 
place. It’s adjustable—aims light just where wanted. It’s 
convertible—a standing lamp, clamping lamp, hanging 
lamp allinone. {It solves the study-light problem for any 
student anywhere, at home or away. {That’s the big 
sales-making message for you and your dealers that 
BUSS Light advertising is putting over in national 
magazines this month. BUSS Lights stocked and dis- 
played now mean BUSS Lights sold now. Get your 
dealers tied up so you can both take the profits. 


BUSS Lohus 


Get small dealers going with this 
we 1929 BUSS Light Assortment. 


We have especially prepared this small investment 
assortment for the smaller dealers. Larger dealers, of 
course, should buy at least 24 lights. 

Contains one of each of the new models—7 in all. 
From it dealer can fill any call for BUSS Lights as 
nationally advertised. Also contains striking new Lite- 
M-Up display card that can be illuminated—a display 
that sells. 

These 7 lights retail for $20.00; dealer pays $13.33 
(regular dozen price). An easy sale for you. 

Get after your dealers now so they will be ready 
for the early demand. No dealer wants to miss any 
of these easy profits. Neither do you! 


BUSSMANN MFG. COMPANY 


University at Jefferson St. Louis, Mo. 
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Te PICCADILLY 


227 West 45%! Street 


ADJACENT TO Every Activity 
600 BricHt Sunt Rooms, 
£acn Wits Batu, Evectaic 
26 fan, ice Water Oe 
Sincte Room *, Batu $3% 
Douste Room“, Baru $41 
ExckeTioNaAL RESTAURANT “. LUNCHcONETTS 


Wins Ar Our Expense for Resenvanions 
*.D. SOMELD = Pamneene Dinacron % 











UNIVERSALLY PREFERRED 
On Every Job Large or Small 


The NEW LOW PRICE 


for IDEAL 


UNIVERSAL WIRE CONNECTORS 


makes them more economical than 
ever, but has not affected the high 
quality for which all Ideal products 
are noted. 


Fast growing demand for Ideal 
Wire Connectors made it possible for 
us to increase production and reduce 
the cost without in any way impair- 
ing or reducing the quality of the 
product. 











EEE MME ME 60s 


Ideal Wire Connectors insure a 
better and stronger electrical and 
mechanical joint than  solder-and- 
tape or any other mechanical Con- 
nector. Spiral insert in crown cuts 
its own threads on wires insuring 
complete electrical contact, and binds 
wires together with grip of steel. 
Spiral insert has current carrying 
capacity about equal to the wires 
joined. 


Mail Coupon Today for Samples and New Prices. 


Ideal Commutator Dresser Co., 
1047 Park Ave., 
Sycamore, Ill. 


Please send samples, new prices and complete information regarding Ideal 


Universal Wire Connectors. 
Name ........ 

Address .. 

City 











| City, N. J., 
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Britesun Moves 
Britesun, Inc., manufacturers « 
therapeutic lamps, has purchased it 
own building at 3735 Belmont Ave. 
Chicago, where ample facilities are at 
hand to take care of the increased 
business which this company is enjoy. 
ing. 
* * * 
Yale Electric Corporation 
Changes Name 
The Yale Electric Corp., 
has changed its name to 
the Bond Electric Corporation. The 
company has appropriated $500,000 
to introduce the new name and its new 


Jersey 


_ line of flashlights and batteries. 


* * * 


Bert Bennett Organizes Com- 
pany 


Bert Bennett, who traveled northern 


| California for the Pacific States Elec- 








the “Reynolite” 


tric Co., has bought the Dunsmuir 
Electric Works, Dunsmuir, Calif., and 
the Tex Electric Co., Weed, Calif., 
and consolidated them under the name 
of the Siskiyou Electric Co., with 
headquarters in the Security Bank 
Bldg., Dunsmuir. 


* * * 


Belden Appointments 

The Belden Manufacturing Co., 
Chicago, announces the appointment 
of Charles Hofman, City Bank Bldg., 
Kansas City, as the Southwest repre- 
sentative of the Belden line of auto- 
motive, electrical and radio products. 
Mr. Hofman covers western Missouri, 
Kansas, Nebraska and Colorado. 

E. V. Blake, will travel southern 
Ohio, southern Indiana, southern 
Illinois, St. Louis and Kentucky and 
Wallace R. Lynn with offices at 268 
Market St., San Francisco, is repre- 
senting the company on the coast. 

* * * 
Day Starts Manufacturers’ 
Agency 

P. M. Day has been connected with 
the Reynolds Spring Co., for the past 
four years. On August 1, he con- 
tracted with the company to handle 
line of devices and 


signal equipment throughout the 


| states of Michigan, Indiana and the 


city of Toledo, O., on the basis of 
manufacturers’ agent. He also rep- 
resents in the same territory the De 
Forest Radio, Haring Switch Plate 
and National Appliance Co., lines. 
He has opened offices at 517 E. Wood- 


_ bridge St., Detroit, as well as at 1100 


S. West Ave., Jackson, Mich. 
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Somebody’s selling 
Glassware— 


ARE YOU? 


Merchants, institutions and home own- 
ers know the importance of proper light- 
ing glassware. Don’t overlook this chance 
for profit. 





Good glassware moves rapidly be- 
cause of the discriminating judgment 
of every type of buyer today. And 
Consolidated Lighting Glassware is 
one of the products that have brought 
about this ‘‘'Glass Consciousness.”’ 
Scientifically designed—backed up by 
sales and advertising co-operation — 
and above all, priced to meet competi- 
tion and yet yield you a good margin— 
all these features combine to make 
Consolidated Glassware the logical 
line to carry. 


We repeat—“There is profit in Glass- 
ware’’—are you getting yours? 


CONSOLIDATED 


LAMP & GLASS COMPANY « CORAOPOLIS, PA. 
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Always be sure 
to mention 


Trade Sy, nm K Mark 


Patented 


JIFFY 


Wire Connectors 





One of those small items that 
help like sixty to make up a good 


sized order. Just as they help con- 
tractors to cut time and improve 
workmanship on any wiring job. 
They pe dirt, smoke, fire or 
damage. A _ perfect joint every 
time. Quicker, Cleaner, Better. 
Approved by Underwriters’ 
Laboratories. 
General Sales Office 
64 University Place 
Phone Stuy. 7162 NEW YORK CITY 
Manufactured by 


JIFFY WIRE CONNECTOR CO. 


HACKENSACK, N. J. 
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Socket with 
outer casing = 
removed and GRIF, § 
. Grip - Lock 
Grip- Lock being at ils 
with insu tached on sat 
lated tab and outside 
ring. thread. \ 
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Grip-Lock has an imme- a | | 
diate appeal to industrials — f 
and other users of lamps f j 
in exposed locations. P 
} 
Fully 50 per cent of lamp replacé 


Grip- 


Perfect 


occasioned by theft. 
this 
lamps 


ments are 
Lock 
contact, 
no arcing or waste of 


saves huge waste. 


cannot vibrate loose, 


JOBBERS 
WANTED | 


East Haven Specialty Co. 


Manufacturers of Grip-Lock Products 


EAST HAVEN, CONN. - - U.S.A. 


current Selling Grip- 
Lock is a real service— 


ind profitable. 








How would you like to drive 600 miles 
into Canada, walk 12 more to an inland 
lake and find this string of fish just wait- 
ing to be caught? That is the experience 
of the group in the above picture. Read- 
ing from left to right, they are: Charles 
Pierson, president of the Standard Elec- 
tric Stove Co.; Henry Altop, one of the 
factory foremen; Bryon Picton, an in- 
surance man of Toledo, and C. J. Henry, 
the Detroit representative of the Arrow 
Electric Co. 








Merritt Tice Joins Safety Cable 

The Safety Cable Co., Division of 
General Cable Corporation is now rep- 
resented in the southeastern part of 
the country by Merritt L. Tice, for- 
merly connected with the Benjamin 


Electrical Manufacturing Company. 
* * 


Color, A Great Salesman 


Color pulls! One of the big mail 
order houses wanted to find out the 
effectiveness of color in advertising. 
So this house advertised the same shoe 
in the same way twice in its catalog. 
But one of the ads was in color while 
the other was in black and white. 
The color ad produced seven times as 
many shoe sales as did the black and 
white ad. 

Color pulls! That’s the reason for 
the flashing colored light in the lamp 
counter. Keep it going and you'll 
keep it pulling. And if you want to 
add to the magnetism of your show 


window try mixing a little colored | 


light with your display.—Light. 
* * 
N.E.M.A. to Meet 
The National Electrical Manufac- 
turers Association will hold its Fall 
meeting during the week of October 
29, 1928, at Briarcliff Lodge, Briar- 
wn, eet. Sg 


Trico’s Pittsburgh Office 


Moved 
The Trico Fuse Mfg. Co., Milwau- 
kee, Wis., announces the removal of 


| its Pittsburgh Office to new and larger 
Wm. A. | 3940 Easton Ave. 


quarters at 405 Penn Ave. 


Bittner and his staff are in charge. 











Toasts Sandwiches 
Broils Bacon 
Makes French Toast 
Bakes Batter Cakes 
Toasts Bread 





Right At The Table 


Put new life in your sales—new 
profits in your pocket—with this 
wonderful new Empire Electric 


Sandwich Toaster, that makes 
crisp, golden brown, ready-made 
sandwiches right at the table. And 
the Toaster can be quickly con- 
verted into an efficient grill. Ideal 
for breakfasts—luncheons—teas— 
parties. Write for the catalog de- 
scribing the complete Empire line. 


METAL WARE CORPORATION 
General Offices and Factory: 


Two Rivers, Wis. 

Chicago San Francisco 
New York ‘4 RES Minneapolis 
St. Louis ; 

Los Angeles Philadelphia 


Export Distributors: 
International General Electric Co. 
and John H. Graham & Co., Inc. 


SOLD THROUGH JOBBERS 








| 











Outstanding 
FEATURES 





Killark Bell-Ringing 
Transformers 


1. They are approved by the 
Underwriters. 

2. They have been sold for the 
last fourteen years. 

3. More than a million are 
now giving _ satisfactory 
service. 

4. They are absolutely guaran- 
teed. Defective transform- 
ers replaced without charge. 


Manufactured by 


KILLARK 


ELECTRIC MANUFACTURING CO. 
St. Louis, Mo. 
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Of course, we're 
blugging thi 
i pose 


/ a 
CCHUSE 













CONVERTIBLE INSTANTLY 
BY RELEASING LOCKING 
SCREW IN ATTACHING PLUG 


EY 


TRADE 





ARK REG. 















Tue PATENTED, convertible feature gives 
both SCREW and PIN type attachment at 
ONE COST. 

The price is NO HIGHER than inferior as- 
sembled makes requiring DUPLICATE 
STOCKS. 

Molded of Bakelite, all contacts embedded in 
insulation. Screw shells firmly anchored to 
prevent turning and short circuits. Not affected 
by heat or moisture. Permanent finish ma- 
terial resists marring or crushing. Absolutely 
shock proof. Color rich brown. 


eg 








athe right 


REYNOLDS SPRING COMPANY, JACKSON, MICHIGAN, U.S. A. 
PIONEERS OF BAKELITE FLUSH PLATES 
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At the Top 
In Soldering 


OBBERS:—You are offered in 
SPECO Soldering Chemicals 
a complete line of soldering fluxes 
and salts which have the benefit 
of the laboratory of the Pfan- 
stiehl Chemical Co. behind them. 


They are offered you on the 
basis of a strict jobber policy, 
priced to meet competition and 
carrying with them an attractive 
margin of profit. 


List SPECO in your Radio and 
Electric Catalogs. 


Send at once for full informa- 
tion. 


SOLD THRU JOBBERS 
Pfanstiehl Chemical Co. 
@laukegan Illinois 











 St., Chicago. 





R. I. Phillips in Chicago 

Those friends of R. I. Phillips who 
have lost track of his mailing address 
will be glad to learn that he can now 
be reached care of the Westinghouse 
Electric Elevator Co., 1500 N. Branch 
“Rip, who has been in 
the electrical industry for 20 years is 


| vice-president and general manager of 


this company which was formerly 
known as the Kaestner & Hect Co. 


* & * 


| Artcraft Increases Sales Force 


The Artcraft Sign Co., Lima, O., 
has increased its sales force by the 
addition of five new men and a similar 


number will be taken on before the | 


first of the year. 


H. A. Robertson, secretary-treasur- | 
| er of the company was recently ap- | 


pointed general manager as well, by 
the board of directors. 


* & 


Schreiber Joins Standard 
F. W. Schreiber has become asso- 
ciated with the Standard Electric 
Stove Co., Toledo. He will cover 


_ lower Michigan and northern Indiana, 


calling on all Standard distributors 
and dealers. Mr. Schreiber was for- 
merly sales manager of the Toledo 


Rubber Co. 


* & & 


S. Blumenthal Makes Change 


S. Blumenthal, who, for the past 


_ five years has represented the Fitz- 
| gerald Mfg. Co., in eastern Pennsyl- 


vania, Delaware and Maryland with 
offices in Philadelphia, has severed his 
connection with this company and is 
moving to Cleveland where he will 
represent the Beardsley-Wolcott Com- 
pany in that city and surrounding 
states. 

* 


* * 


Ideal Commutator Represented 
in West 


The Ideal Commutator Dresser Co., 
Sycamore, IIl., is now represented in 


the Rocky Mountain district by the 


Industrial Supply Co., 121 Motor 


Ave., Salt Lake City, Utah. 


* * 


Erie Malleable Appointments 

C. E. Collier, manager of the west- 
ern office of the Erie Malleable Iron 
Co., announces the appointment of 
N. H. Hall and A. O. Pedersen to 
work with the jobbers in the Chicago 
territory on the sales of “Kondu’’ fit- 
tings. 


* 





| PRESTO 


Flashing Plug 
Replacement Elements 
Are Now in Season 


The Presto Flashing 
Plug is a great holiday 
item. Packed in at- 
tractive boxes 10 to a 
display carton. Guar- 
anteed for one year. 
Fully covered by Pat- 
ent No. 1,619,778, dated 
March 1, 1927. 








Presto Replacement 
Elements are furnished 
in both cone and cyl- 
inder types for port- 


able heaters. Flatiron 
elements, also. Popu- 
larly priced. Fast 


sellers at this time of 
year. 





Samples and prices furnished 
upon request 


Presto Products Co. 
64 University Place 
NEW YORK, N. Y. 











HESE gigantic reflectors for out- 
door floodlighting are particularly 
profitable items for Electrical Jobbers. 
They need not be stocked — shipments 
are made direct and the Jobber is 
fully protected in the matter of price. 
Other designs are also available, as 
well as a complete line of theatrical 
lighting specialties, including: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Universat Evectric STAGE LIGHTING Co., Inc. 
32! West 50th Street 
NEW YORK,N.Y. 








| Write for a copy of 
our Electrical Trade 
Catalog 
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New Electrical Products 





The Kew Manufacturing Corp., 
9 Bethune St., New York, has 
placed on the market the Kew 
night lamp illustrated here. By 
reason of a dimming unit located 
in its base and operated by a 
knob, five degrees of light from 
bright to dim are obtained. It is 
an ideal “Nite-Lite” for nursery, 
sickroom, bedroom, hall and porch. 
The cylinders are of parchment 
hand-painted in three designs of 
which the-one shown here is the 
No. 2 bird design. Top and bot- 
tom castings are of unbreakable 
white metal finished in antique 
gold. 























The F. W. Wakefield Brass Co., 
Vermilion, O., is offering a series of 
vividly decorated kitchen lights in 
red, green and blue. The globes 
carry very attractive informal de- 
signs in bright colors to harmonize 
with the fixtures. The units are 
packed complete with glassware and 
wired and supplied with approved 
connectors. 








The Benjamin Electric Mfg. Co., 
Chicago, has brought out a new 
spring clamp globe holder which re- 
places the old style screw holder on 
all Benjamin “Glassteel” diffusers. 
The new spring clamp arrangement 
is extremely simple, consisting of 
only a cadmium-plated wire band 
gripping over 75 per cent of the 
globe neck and terminating in a 
tension clamp requiring only one 
motion to release. Time and effort 
required to remove and _ replace 
“Glassteel” diffuser globes are said 
to be reduced more than fourfold 
by this new holder. 























The Bryant Electric Co., 
Bridgeport, Conn., is manu- 
facturing a solderless wire 
connector that saves time, 
labor and assures reliable 
service by making a perma- 
nent joint. This connector 
is made of Bryant “Tem- 
plus” composition and con- 
tains a copper covered steel 
spring with a carrying ca- 
pacity equal to the wires of 
the joint. The connector 
threads on the wires and 
makes a positive contact be- 
tween them. 





| tive contact. 


The BEAR GRIP 


Ground 
Clamp 






Heavily zinc sherard- 
ized body increases con- 
ductivity tremendously 
and prevents rust. Large 
contact screw. Wing 
set screw insures posi- 
No tools 
required. Great for the 
amateur. 


fits pipe from 3%" to 1” 


Display Cartons of Ten 





DU-ALL 


Ground Clamp 
and Lead-In 


Specially 
lug, on which a patent is pend- 
ing, fastened to both the lead-in 

\ and ground clamp eliminates any 
Lead-in at- 
tractively and _ positively in- 


constructed _ brass 


loose connection. 


sulated. Clamp fits pipe from 
Ye” to 2”. Packed 50 in a box. 


Send for Samples and 


Literature 
*‘Bear Grip’’ ground clamp 25 
‘‘Du-All’” ground clamp F 
‘*Du-All”’ lead-in 15 


J. H. ROSENBECK & SONS 


Torring-on, Conn. 
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~ A Small 


Item 
with a Big 
Turnover 








i 


ERE’S a fast moving spe- 

cialty that has a wide field 
and quick, ready acceptance. 
Wherever the Levolier switch 
is used on ceiling fixtures the 
KLOUS Pull Arm Attachment 
at once demonstrates its advan- 
tages. No tangled cords. No 
swaying shades. No broken 
glassware. No broken cords. 
One size fits all sizes of shades. 
Anyone can install it. Operates 
from any angle. 











Write us for samples 
and prices. Your contractor- 
dealer customers will quickly 
recognize the practical features 
of the KLOUS Pull Arm At- 
tachment. Its ready sale and 
the generous margin of profit 
you enjoy are two excellent 
reasons for featuring this line. 


Sold Through Wholesalers 


Manufactured by 


E. J. KLOUS ELECTRIC CO. 
120 High Street, Boston, Mass. 


New Electrical Products 








A complete new line of A.C. mag- 
netic contactors, designed especially 
for controlling lighting and power 
circuits automatically, and for mis- 
cellaneous applications, is announced 
by the Cutler-Hammer Mfg. Co., 
Milwaukee. The construction of these 
new contactors includes the very 
latest developments in contactor de- 
sign. High efficiency hammer head 
type magnets with self aligning ar- 
mature, continuous duty magnet coil, 
hardened steel bushings, tin dipped 
solid copper contacts, magnetic blow- 
outs and chimney type arc shields 
are some of the outstanding features. 
In addition, the large size contac- 
tors have the magnet frame sup- 
ported on a spring plate which ab- 
sorbs the shock of the magnet on 
closing. 





The Reflector & Illuminating Co., 
Chicago, has announced its new No. 
5240 300-1000 watt “Sterling Flood- 
O-Lite” equipped with a new ven- 
tilating cowl of a special design. The 
new ventilating cowl makes the No. 
5240 “Sterling Flood-O-Lite” a real 
water-tight unit and precludes the 
possibility of lamp breakage due to 
water dripping on the heated bulb, 
a frequent occurrence in ordinary 
types of ventilated floodlights. 











The Arrow Electric Co., Hartford, 
Conn., has announced a new pull 
receptacle No. 833 which has a one 
piece porcelain shell. It is designed 
for 3144 in. and stud boxes and has 
a rating of 250 watts, 250 volts. 








The Metal Ware Corp., Two Rivers, 
Wis., is manufacturing the “Empire” 
line of coffee and tea _ percolators 
with colored handles of blue, red or 
green to harmonize with the color 
schemes of dinner tables, 











Here are four new products recently announced by Pass & Seymour, Inc., 
Syracuse, N. Y. Reading from left to right: New porcelain pull receptacle 
No. 4050, rated at 250 watts, 250 volts for 314 in. box, and made of genuine 
porcelain; No, 3998WAA receptacle equipped with an adjustable adapter; 
porcelain cap, type PW, for use with metal shades and reflectors, and the 
No. 7047 keyless armored fixture socket with lead wires. 
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John R. Olsen, formerly vice-president 
in charge of railway sales for the Central 
States General Electric Supply Co., Chi- 
cago, has resigned to become affiliated 
with George Richards & Co., Chicago. 
Mr. Olsen, whose career has been outlined 
in the “Men You Should Know” series 
appearing in THe Josser’s SaLesMAN, has 
a wide experience in electrical merchan- 
dising and is thoroughly familiar with the 
nationally known products which the Rich- 
ards company represents. 





G. E. Council Established 


C. E. Patterson, vice president of the 
General Electric Co., a merchandise 
engineering council has been estab- 
lished at Bridgeport for the purpose 
of encouraging and stimulating re- 
search and development in the field of 
electrical construction materials and 
appliances. This council consists of: 
Howard R. Sargent, chairman; Carl 
M. Lynge; O. H. Van Amburg; E. H. 
Lewis, and W. H. Skolfield, with 
Charles E. Wilson and W. Stewart 
Clark as members ex-officio. 


> eo 


Latest Trade Literature 
Zenith Radio Corp., Chicago.—This 


company recently issued a most attrac- 
tive mailing piece tying-in with the 
idea of a “Zenith Automatic Week” 
which was held from September 9 to 
15. Illustrations were given of news- 
paper ads of all sizes for the dealer 
to use. Window displays, banners, an- 
nouncement cards, and 
stories were also announced 
mailing piece. 


in the 


Clarostat Mfg. Co., Brooklyn.— 
For those interested in television re- 
ception, there has just been issued a 
practical folder by this company on 
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DAY-BRITE 








nAY-BRITE 


REFLECTORS 


Stores 


Interior Banks 
Electric Theatres 
Signs Art Galleries 


The demand for DAY-BRITES is in- 
creasing in leaps and bounds. Architects 
—Contractors—Dealers—Manufacturers all spe- 


cify DAY-BRITES. Get our Catalog and keep it 


before your customers’ eyes. 
You'll be surprised at the increase of your sales. 









Reflector Company 


703 South Broadway St. Louis, Mo. 











It’s so Small 
You Can Hardly 


Notice it--the 
Sevotter 


Lin witc 
ink §S h 
The Levolier Link Switch is the 
smallest 6-ampere pull chain switch 

made. It is so small it is hardly 
noticeable when mounted in a chain 
fixture. 




























However, despite the fact it is so 
small it will take the initial destruc- 
tive surge of switching a cold 500-watt 
gas-filled lamp and stay on the job year 
after year. 

Can be used in any chain fixture old or 
new, and between any two links of chain 
withcut rewiring or splicing of lead wires 
or without taking down the fixture. 


Let us send you a free sample 






Lamp Guards 
Lemp Coloring and 
Frosting 






Soldering Flux 
Blow Torches 
Lamp Changers 
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Sheets, 
available. 
tive proposition. 


2-SUFFICIENT 
OPENING TOGRI 
ANY WHene 





oF socKETr 


finsioe PARTS 





 s em wawoe 


Jobbers— 


ERE is something new!—the 
latest thing in electrical shop 
lights. They are oil, gasoline and 


grease-proof and have absolutely un- 
breakable sockets. 
to get out of order on these handy 
and sturdy Glade lights. 


There is nothing 


They are offered to you on the 


basis of a strict jobber policy—priced 
to give you a handsome margin of 
profit and to meet competition. 
Glade Shop Lights in your catalogs. 


List 


electros and _ folders’ are 
Send at once for attrac- 
Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 











tNOESTRUCTIBLE &SWOCHLESS SOCKE 














In Detroit....the 
DETROIT -LELAND 





Hotel 


Seldom, if ever, has any ho- 
tel enjoyed such success as 
the new Detroit-Leland 
Hotel. 

For today, one year after 
its opening, it enjoys a 
local, national and _inter- 
national reputation which 
places it among the world’s 
foremost exclusive hotels. 


700 Large Rooms with Bath 


85% are priced from $3.00 to $5.00 
DETROIT-LELAND HOTE 


Bagley at Cass, Detroit, Michigan 


WM. J. CHITTENDEN, Jr., Manager 
Direction Continental-Leland Corporation 





| the control of the scanning disk and 


There is described the clarostat speed 
control for the manipulation of the 
usual scanning disk motor, as well as 
any other small, variable speed motor. 


Benjamin Electric Mfg. Co., Chi- 
cago, has issued a new bulletin in 
colors illustrating and describing Ben- 
jamin industrial signals. These sig- 


signals, industrial fire alarms, police 
bridge signals, etc. In addition to the 


material describing the signal systems, 
wiring diagrams and a guide to wire 





| a comprehensive illustrated “Guide | 
to Productive Lighting for Industry” | 


| electricians 


sizes are given. 


The company has also published 


which will be found interesting and 
instructive for plant executives, su- 
perintendents of production, ' plant 
and master mechanics. 
Through charts and specifications a 
simple method is developed for the 


_ planning, layout and installation of 





an effective lighting system. Various 
types of Benjamin “Certified” light- 
ing equipment are 
ing installation described. This guide 


to productive lighting for industry 


nection with an elaborate direct mail 





lighting sales. 





Macbeth-Evans 
Pa—An 


Glass Co., Char- 


leroi, exceptionally well 


printed catalog of 16 pages and cover | 


(No. 205) shows, in their true rela- 
tionship of colors and shades the lines 
of Macbeth glassware for residential 
lighting purposes. The tendency to- 
ward vivid color in home decoration 
is characterized in the designs repro- 


| duced. 


Temple, Inc., Chicago.—This com- 
: ’ £ 


. * . . . | 
pany is issuing a series of attractive | 


window streamers, which will tie-in 
with the national activities during 
the next few months. 


ville, Conn.—This company has just 
issued 21 catalog sheets covering 42 
pages of new material and changes 
in the line. 


the kino-lamp or neon glow tube. | 


nals are used for factory calls and | 


call systems, traffic warnings, draw- | 


illustrated and | 
their specific use in a certified light- | 


will be found very effective in con- | 


sales promotion campaign which the | 
company has prepared for the use of | 
electric leagues and electric light and | 
power companies interested in a local | 
| activity looking to increase industrial | 





Wrigley Toggle Bolts 


‘“Wrigley 
For. Quality’’ 


DEC. 3,190! 






Made of heavier 


= 

o S- gauge steel. | 
” = 3 | 
* = al Can be put through 
S = Po smaller holes than 
” = s the. ordinary toggle | 
2 == _—iboilt. | 
S 

= First Toggle Bolt | 


made. 


THE THOMAS WRIGLEY Co. 
504 Sherman St., Chicago, III. 














ANNUNCIATOR and OFFICE WIRE 


tf se 


SPEAKER and EXTENSION CORDS 
INSUL-BRAID RADIO HOOK-UP WIRE 
COLORED RUBBER WIRE 


HOLYOKE IS LEADING AGAIN. 
Now putting up INSUL-BRAID radio 
hook-up wire and COLORED RUBBER in 
an attractive box containing one five 
foot coil each of Red, Black, Green, 
Blue and Orange 

For quality wires write 


| The Holyoke Co., Inc. 


621 Bronte New York City 
Mills—Holyoke, Mass. 





























~ 


In Cleveland. 


The Auditorium Hotel over- 
looking Lake Erie and directly 
opposite the Cleveland Conven- 
tion Hall, is located in the heart 
of the city. 


300 Comfortable Rooms 
$2.50, $3.50 and $4.00 


W. H. BYRON, Manager 


AUDITORIUM 
HOTEL 


Cleveland, Ohio 
East 6th and St. Clair Ave. 
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And then say, 
“How many 
Yager’s—? 


In Yager’s Soldering Salts and 
Paste you have one of those small 
but necessary items that help to 
build up every order—and which 
should always be mentioned. 

Safe, quick, and economical, they 


are well known and deservedly 
popular. 

Samples?—Price list?—Sure—just 
write. 


Alex R. Benson Co., Inc. 
Hudson, N. Y. 


1928— 




















to 
Jobber’s Salesmen 


—who are looking 
for larger sales 


If you want to increase 
your sales— 


If you want more dealers 
to sell your goods — 


If you want more satis- 
fied customers 


Sell 
“GALVADUCT” 
and 
“LORICATED” 
CONDUIT 





Garland Mfg. Co. 


Pittsburgh Penna. 











| most attractive counter display stand. 


' its new general catalog No. 28 cov- 


Bryant Electric Co., Bridgeport, 


| Conn.—This company has just issued 
| a folder illustrating and describing 


Bryant “De Luxe” wood inlaid plates, 
“Templus” plates, brass plates, and 
“Spartan” receptacles. 


Acme Wire Co., New Haven, Conn. 
—An exceptionally elaborate book, 
121% by 18 ins. on very heavy enamel 


| stock, with handsome covers, which 


presents a clear picture of the Acme 
Wire Co. from two important points 
of view—first, that the company is 
thoroughly cognizant of the require- 
ments of the radio industry; second, 
that the products manufactured by 
the company thoroughly meet those 
radio requirements for which they are 


made. Plant, personnel, products 


_and advertising used are beautifully 
| portrayed in two colors, and the de- 


scriptive matter, owing to the large 

pages, is all set in very large type. 
Steinite Radio Co., Chicago.—This 

company has forwarded to its dealers 


a series of four display cards based | 


on the features of the Steinite elec- 


tric A.C. radio. The cards are con- 


venient in size, and are equipped | 


with easels for the counter or win- 
dow use, and perforated in the event 


that the dealer wishes to hang them | 


up. 


Sylvania Products Co., Emporium, | 
Pa.—This company has released a 
A forest scene, representative of the 
Sylvania “Foresters,” is printed on 
glass which is contained in a frame. 
A lamp is placed in an “Ad-action” 


socket supplied with the stand. 





| 
O. C. White Co., Worcester, Mass. | 
—This company is now distributing | 








ering its complete line of adjustable 
fixtures and portables with numerous | 
additions and changes since the last | 


| edition. 


Arrow Electric Co., Hartford, 
Conn.—This company has just issued 
sheets for insertion in their catalog | 
covering changes in pages: 7; 24; 37; 


| 64; 68; 77; 79; 83; 93; 94 and 113. | 


Wadsworth Electric Mfg. Co., 
Covington, Ky.—Bulletin No. 21 is 
just off the press. It gives com- 
plete information on the Wadsworth 


line of accessible fuse switches. 

















(ONGAN)| Soe 


QUALITY | 


Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 





M-26—8 Volt 


T-26—6, 8 and 14 Volt 
= for both 3 inch and 4 inch outlet 
Ox, 


Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich- 


\( TRANSFORMERS of MERIT for FIFTEEN YEARS /). 









































Lamp guards need to be 
worked like everything else. 
Our twelve salesmen in as- 
signed territories work the 
line constantly, placing orders 
through the jobbers’ sales- 
men and the jobbers who 
stock the guards, 

Sell Flexco and Flexco-Lok 
guards in your territory. 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, Ill. 


tl 
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ASP 


The Mark of Quality 


SERVICE 


Steel Tank Conduit fit- 
tings are shipped on the 
same day the order is re- 
ceived, from warehouse 
stocks located in principal 
jobbing centers. 


Satisfaction 


Every locknut, bushing, 
connector or other fitting 
is absolutely guaranteed. 
Perfect threads and care- 
ful gal- 
vanizing 
make an 
absolute- 
ly satis- 
factory 
product. 





All fit- 
tings are 
manufac- 
tured ac- 
cording 
to N.E.C. 
Stand- 
ards. 





Chicago Steel Tank Co. 


Electrical Division 


6400 W. 66th St. Chicago 
$2 Union Square 1321 Arch St. 
New York City Philadelphia. 
Boston Detroit 
St. Louis Dallas 
Minneapolis Cleveland 


San Francisco 
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Bracket Boxes 








with 
Adjustable 
Bracket 
Bridge 














Mount this wall bracket box and you are all set 
for a real installation—The bridge slides out of the 
way for pulling wires—To line up the fixture brackets, 


adjust the bridge to the proper height, and clamp. 


(Listed by Underwriters’ Laboratories. Patented August 24, 1926. Others pending) 


ROACH-APPLETON MFG. COMPANY 


3440 North Kimball Avenue - CHICAGO 45 Murray Street- NEW YORK 
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TRADE MARK REGISTERED 


A MARK OF QUALITY 








BALTIMORE, MD. 
113 E. Franklin St. 


BOSTON, MASS. 
120 Pearl Street 


CINCINNATI, OHIO 
223 East Third St. 


CLEVELAND, OHIO 
328 Chester-12th Bldg. 














f 





FF 


5 to 1 PROVED! 

















As shown in the above il- 
lustration, Kwikon “No Bolt” 
Studs are free from any small 
nuts or bolts which are so 
easily fumbled and lost. There 
is just 1 nut to “spin up” in 
a jiffy, and the installation is 
complete—actually less than 
1/5 the time formerly used in 
installing the old-fashioned 
studs. 


875 requests for sample Kwikon “No 
Bolt’? Studs from electrical contractors came 
in during August. 


875 sample Kwikon “No Bolt” Studs 
went out—each proving conclusively that 5 
Kwikon “No Bolt” Studs can be installed in 
the same time it takes to install 1 ordinary 
fixture stud. 


875 electrical contractors expressed their 
interest. 


Now, while this interest in Kwikon “No 
Bolt” Studs is so high, it will pay you to 
get in back of this meritorious item and it 
will prove a real business getter for you to 
show your sample. If you have no sample, 
ask your sales manager to write for one, 
— it will be sent free. 


S. R. FRALICK &@ COMPANY 


15 So. Clinton St., Chicago, III. 
SALES OFFICES: 


DENVER, COLORADO 
1707 Sixteenth Street 


DETROIT, MICH. 
517 E. Woodbridge St. 
KANSAS CITY, MO. 

1644 Baltimore Ave. 


LOS ANGELES, CALIF. 
706 East Third St. 


NEW YORK, N. Y. 
71 Murray St. 


PITTSBURGH, PA. 
405 Penn Ave., Crafts Bldg. 


ST. LOUIS, MO. 
1911 Pine Street 
SAN FRANCISCO, CALIF. 
1179 Market Street 


LOUISVILLE, KY. 
212 Urban Bldg. 
MINNEAPOLIS, MINN. 
1017 Lumber Exchange Bldg. 
PHILADELPHIA, PA. 
2401 Chestnut St. 
CANADIAN 
W. H. Banfield & Sons, Ltd. 
372 Pape Ave. 
Toronto, Canada 









































Tic Up Witt Tre Bie 
MEWCOMBE= FRAWLEY LIne? 
DYNAMIC CONE MODELS 


Unsurpassed tone quality and volume. Fine 
cabinet work. Excellent finish. All models fur- 
nished for battery or light socket operation. 


Table 


With D. C. or A. C. 
Dynamic Cone Repro- 
ducer. Wide enough 
to hold most radio 


The Heart of Newcombe-Hawley 
Dynamic Cone Reproducers 


Radio- eh 
Phonograph 


Combination 3 Console 
With Dynamic Repro- Portable 
ducer, electric turn- Satinwood front. With Burl walnut cabinet. 
table pickup and space With Dynamic Cone 
for set. d Reproducer. 
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AIR COLUMN MODELS MAGNETIC CONE MODELS 


Portable 


Equipped withNa- Portable 
thaniel Baldwin unit. A beautiful portable 
i i l reproducer in burl 





Console Bronze metal case. 5 walnut cabinet. 


Send for complete catalogue 


b 
Hawley 72-inch air * ’ 
column and Nathan- Newcombe Hawley, Inc 


iel Baldwin unit. 205 First Ave., North, St. Charles, III. 


NEWCOMBE=-FAWLE 


RADIO REPRODUCERS 
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EE-VAC 
PPLIANCE 





New Bee-Vac 
Electric Washer 


consumer’s price 
(East of Rockies) 


$QQ.50 


Patented, cast aluminum 
agitator cannot tangle 
clothes; rugged 18 ounce 
solid copper, beautifully lac- 
quered tub; strongly welded 
steel frame; vital working 
parts designed for years of 
trouble-free service. Order 
from your jobber. Or write 
us. 


BEE-VAC 
Motor Brush Cleaner 


De Luxe Ball-bearing consumer’s price 


Bee-Vac Cleaner $37.50 


Cleans by means of a revolving brush and 


consumer’s price suction; ball-bearing equipped throughout; 
-mbodies Bee-Vac time-proved qualities of 


$ 75 sturdy, trouble-free construction. (Attach- 
: ments, $5.00 extra). Order from your job 
ber. Or write us. 
Equipped with powerful 14 
/ 66, ” 
hp. ball-bearing motor. <A MODEL “G 
floating type brush and four- Bee-Vac Cleaner 


position nozzle adjustment. aa 
Order from your jobber. Or : eee 


write us. (Attachments, in- ff a em $29.50 

cluding floor polisher and ' ” Never before such 

blower, $8.00). ‘ 4 The original high quality, low-priced 
quality at such low cleaner. Superb in beauty, performance and 


prices dependable service. Order from your jobber 
Or write us (Attachments, $5.00 extra) 























The Bee-Vac line of electrical appliances permits you to offer values to your 
Christmas trade, that you won't believe possible until you have actually examined 
them yourself. 

Never before at such prices, have you expected, much less realized, such sub- 
stantial, dependable, handsome appliances . . . and not a suggestion of cheap- 
ness, in either appearance or performance, is apparent or will ever appear to mar 
the satisfaction of your customers or to shake your confidence in Bee-Vac 
products, 

Only the sales volume, the selling economies, the engineering genius, and the 
manufacturing skill of the Bee-Vac organization could produce such low-priced 
appliances, embodying the quality and the value of the finest. 

We are eager to place Bee-Vac appliances on display in additional stores. 
Show them to your Christmas trade. We know that you, like the thousands of 
other salesmen, will be ready to acclaim them a crowning achievement in 
salable, profitable electrical merchandise. Birtman Electric Company, Dept 
G328, 4140 Fullerton Ave., Chicago, Illinois. 
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